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Sparks | 
Off Line Today 


About 250,000 persons in the 
New York City area are planning 
to use their cars on winter vaca- 
tions, it is estimated. 

* « - 


A New York drama page offers 
“Facts and Figures” on the holiday 
theater fare. Why bother about 
facts in this case when it is figures 
that bring the crowds that make the 
man in the boxoffice happy? 

* * +. 


Haloes, Harps, Taxes 

Secretary of Commerce Charles 
Sawyer says “There is nothing sin- 
ful about profit.” 

Another angle is that profit is the 
angel that produces the cash in all 
this harping about more tax money. 


* + * 
A Tip? 

The two largest mail-order firms 
showed a decline in sales last month 
compared with November, 1947. 

This marks the first time that any 
month dropped from the corre- 
sponding month in the preceding 
year since 1945. 

* 7 - 


Autos Lead Sales Gains 


With the automobile and iron 
and steel industries showing the 
strongest gains, manufactures’ 
sales reached $18.9 billion dollars 
in October, an increase of $150 
million above September, the De- 
partment of Commerce reports. 

Book. values of manufacturers’ 
inventories increased $100 million 
during October to $30.8 billion. 


Blair House, You Know 


So far we've failed to note or hear 
any reference to the fact that Presi- 


» dent Truman has gotten out of the 


White House, Republicans or no 
Republicans. 

It might be added that possibly 
HST built that porch on the back of 
the White House as a more pleas- 
ant alternative to getting out on a 
limb. A sturdy porch it is, we un- 
derstand—not held up by mere polls. 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


118,357 118,680 


Prev. 1947 
Week Week Week 


For complete production totals 
by makes, see table, page 65. 
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DETROIT, DECEMBER 13, 1948 


5,000,000th Unit |As Auto Sales Tighten Up . 


Swing Against Reg. W 


In "48 to Roll 


Weekly U. S. Output 
Holds Near Record 
With 118,357 Vehicles 


By Bernie Thomas 
Associate Editor 

S. PRODUCTION of cars and | 
*® trucks during 1948 was sched- 
/uled to go over the 5,000,000 mark | 
| today (Dec. 13) for the second time 

in the industry’s history. 
In 1929, U.S. plants built 4,587,400 
cars and 771, 020 trucks for a total of 
5,358,420 units. This year’s final ac- 


i 


counting is expected to fall only! _ 


80,000 vehicles short of 1929’s alltime 
record, 

Meanwhile, the nation’s plants 
continued to hold current sched- 
ules near a postwar high level. 
Last week’s output included 92,368 
cars and 25,989 trucks for a total 
of 118,857 units, according to 
Automotive News estimates. 

Overtime schedules were in force 


at Buick, Cadillac, Hudson, DeSoto | 


and Chrysler divisions. The latter 
two plants were in the midst of all- 
out efforts to finish 1948 model runs 
before the end of the year. 

. * * 


HE PAST WEEK’S accounting 
was only slightly lower than the 
week before, when U.S. plants built 
91,837 cars and 26,793 trucks —a 


|= more 


| was indicated last week in a sur- 
| vey by Automotive News. 





total of 118,630 vehicles, according 
to revised tabulations. 
Today (Dec. 13) also was sched- 
uled to see the first 1949 Chevro- 
(Continued on Page 65, Col. 1) 





| Sad J. 


S THE auto market tightens up, 
new car dealers are 
swinging over to opposition to Reg- 
ulation W’s credit restrictions, it 


after cars become plentiful. 

To date, dealers report that the 
regulation has hurt customers more 
than dealers. Where there is a 

inch, it is reported most frequent- | 
However, many dealers remain | P 
indifferent to the regulation, while | = = medium-priced eas pane 
|others favor it. A check of auto cnodthaiah. 
| dealers by Automotive News three 
months ago indicated that most} 
|dealers were indifferent. EANWHILE, the National Used 

This latter view might be typi- | Car Dealers Assn, just finished 
fied by the dealer who said that polling its members on the regula- 
Regulation W is good in that it tion Thursday, and found that more 
cuts the inflated value of used (than 86 percent of them want the 











THREE-YEAR DEALER CONTRACTS?—This possibility was discussed at the regular meeting 
of Packard's Dealer Advisory Council in Detroit jest week. However, Sales Manager Kari M. 
Greiner said there are many problems to be so’ 1:3", Shown here are council m 
with company executives, left to right (ending). % Teer John Babcock, 
~~ ane, Wash.; E. Gray, Smith, Nashville; een hreveport, La.; 

E. Amey Toronto Perryman Soe he Smith ir., Bridgeport, Conn.. 
Evans, "Birsbur ah “Seated at right is George ¢ Christopher. Packard president. 
| Greiner “lomat headed up the meeting, along with C. E. % assistant general sales 
“Manager, at left. at left. 








NADA Refutes Macy Blast Packard Weighs 


On National Gouge 


ASHINGTON.—Macy investiga- 

tor charges that the nation’s 
dealers gouged customers out of 
$450,000,000 this year were refuted 
last week by NADA. 

In a statement issued following 
an executive committee. meeting, 
the association said the Macy sub- 
committee had not produced any 
evidence substantiating this allega- 
tion. 

“Some 45,000 new-car dealers 
into whose operations the sub- 
committee never had inquired 
specifically were publicly smeared, 
regardless of their guilt or inno- 
cence,” the statement declared. 
“Once the national ‘gouge’ state- 
ment had made headlines, it was 
dropped by investigators.” 

In a press statement following 
NADA’s comment, Committee 
Counsel John Reddan said the na- 
tional figure of 450 million dollars 


|was obtained by projecting on a 


country-wide basis the “gouging” 


‘For Franchises 


ETROIT.—Possibility of placing 

Packard franchises on a three- 
year basis for outstanding dealers 
was a chief subject of discussion 
at the 13th quarterly meeting of 
the Packard Dealer Advisory coun- 
|cil with factory executives here 
last week. 

Under the leadership of Karl M. 
Greiner, sales vice-president, and C. 
E. Briggs, assistant general sales 
manager, present and future mer- 
chandising plans were covered in 
detail. Key factory executives and 


estimates derived from examina- 
tion of 60 percent of all new-car 
sales in the Washington metropoli- 
tan area for the first seven months 
of this year. He denied any effort 
to smear all dealers. 

NADA revealed it was preparing 
a brochure summarizing the current 
new-car situation and reporting 
trade efforts to improve dealer sales 
practices. The association pledged 
continuing support of attempts from 
within the industry to eliminate bad 


practices. sesihebadam jall sales department heads also 
| participated. 
or a. the NADA statement | (See PACKARD, Page 8, Col. 5) 


“Announcement by the Macy sub- 
committee counsel that it will make 
no inquiries into retail automobile 
sales practices outside of Washing- 
ton means that the investigators 
will not seek to prove by a thorough 
national survey their press state- 
ment, released on Nov. 15, charging 

(Continued on Page 10, Col, 3) 


Top Cars 

New car registrations for nine 
months, plus 48 states for Oc- 
tober: 
1948 Pos. 1947 Pos. 
522,354— 1 
428,624— 2 
258,816— 3 


Make 
Chev. 
Ford 


Plym, 








Di ticaes cedered at 100 Millionth Fete 


CAN big business—and es- 


pecially the automobile industry | prise.” 


—was given reassurance of con- 
tinued prosperity 
by Secretary 
of Commerce 
Charles Sawyer at 
an Automotive 
Manufacturers 
Assn. dinner 
Thursday night in 
Detroit marking 
production of 100,- 
000,000 motor ve- 
hicles. 





Charles Sawyer 


achievement,’ 
Sawyer said, “is the work of men 
and women who live and labor in a 





“This great | 





free society, a product of free enter- 


Five hundred persons promi- 
nent in the automotive, petroleum, 
metals, rubber and other indus- 
tries attended the formal dinner. 
Sawyer’s speech was broadcast 
around the world by the U.S. State 
department’s Voice of America 
program, 

In addition to Sawyer, speakers 
included Charles F. Kettering, Gen- 





Production by Makes. 


Buick 
Pontiac 
Dodge 
Olds. 
Stude, 
Mercury 
Kaiser 
Nash 
Hudson 


199,807— 4 
167,788— 6 
171,818— 5 
148,440— 7 
82,438—10 


8—118,772 
9—109,738 
10— 96,282 
1l— 89,001 
12— 87,466 
138— 85,683 
14— 65,923 
15— 63,041 
16— 50,686 
17— 50,046 
18— 24,080 
19— 22,860 
20— 17,345 
21— 17,833 
22— 2,204 
Total All Makes 
014 2,575,579 
For further details, see page 
386, today’s issue. 


eral Motors research consultant; 
K. T. Keller, president of Chrysler | 
Corp., who was toastmaster, and 
George W. Mason, president of 
Nash-Kelvinator and AMA presi- 
dent. 


* * * 


SKING “will free enterprise con- 

tinue to function and grow, 
adapting itself as it has in the past 
to new conditions?” Sawyer stressed 
need for growth which, he said, can 
come only from creation and profit- 
able investment of capital. 

“If we are to continue the great 
progress we have made industrially, 
we must continue to make capital 
investment attractive and give con- 

(Continued on Page 8, Col, 1) 
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cars—if it does not last too long | regulation either thrown out or 


amended 

Of these, 61 percent oppose the 
controls without reservation, while 
25 percent say the third-down 
provision is OK, but that the time 
period should be extended to 24 
months on late models. 

An additional 14 percent are on 
the fence or say that the regulation 
has worked no hardship on them. 
However, some of these are also 
opposed to controls in principle, An 
NUCDA directors meeting was to 
have been held Friday (after AuTo- 
MOTIVE News’ deadline) to determine 
4 course of action. 

Carl Marker, president of 
NUCDA, asserted last week that 
NUCDA would do everything in its 
power to eliminate Regulation W. 

* * * * 


yas new-car dealer opinion 
appeared linked in some degree 
to the condition of the market in 
various areas; this was not al- 
ways so. 

For instance, in the rich farm- 
ing area of Fargo, N. D., where 
order backlogs are still measured 
in years, several dealers opposed 
the regulation on the ground that 
they were capable of determin- 
ing sound credit policies them- 
selves, There were others. in 
Fargo who thought the regula- 
tion “was good for everybody 
concerned.” 

In some bigger cities, like Buf- 
falo, there was unanimous oppo- 
sition to the time restriction, while 
some cities thought the down pay- 
ment provision was OK. Buffalo 
dealers want 24 months instead 
of 18. 

s 2° 

ANOTHER interesting case was 

that of Butte, Mont., where 12 
of the 16 dealers were contacted 
by an Automotive News correspon- 
dent. Six of them opposed continu- 
ation of the regulation, three fa- 
vored it and three were indifferent. 

In other cities, some dealers 
said the regulation was directing 
people who could not meet the 
new-car terms to the appliance 
shops, where easier terms per- 
mitted the purchase of such ob- 
vious luxuries as television sets 
and radio-phonograph combina- 
tions. 

Others warned that, while Regu- 
lation W did not hurt now, they 
felt that the pinch was just around 
the corner. 

(For city-by-city reports, see 
pages 20, 26, 49, 58 and 55.) 


Attendance Hits 
Record 21,000 
At ASI Show 


By Mel Adams 
Staff Correspondent 
CncAco- -Having broken all 
records in advance for number 
of exhibitors, booths and _ the 
amount of space occupied, the an- 
nual Automotive Service Industries 
show on Navy Pier last week made 
a clean sweep of it by hanging up 
a new attendance peak. 


Registrations hit an estimated 
21,000 as compared with the pre- 
vious high of 19,888 set a year ago. 

And those who spent the days 
from Monday through Friday in- 
specting the four miles of new 
after-market products agreed that 
this show as an exposition sur- 
passed all predecessors. 

In the 1,443 booths of 528 exhib- 


itors they viewed every kind of 
(Continued on Page 64, Col, 1) 















KAISER-FRAZER 1S NOW SOLE OWNER AND OPERATOR—One of the lar 
government's Willow Run ex-bomber plant has been purchased b 
to auto production, turning ou i 
Assets Administration at a cost of $15,100,000. The Willow Run air terminal in the background was not incl 


the 
1945, converted the war-famed facto: 


* * 


Plant Purchase 
Aids K-F Plans 
For ‘Cheap’ Car 


ILLOW RUN.—Purchase of the 
huge Willow Run plant ad- 
vanced Kaiser-Frazer plans to com- 
pete with Chevrolet, Ford and 
Plymouth, General Manager Edgar 
F.. Kaiser said last week, 

Kaiser indicated that ownership 
of Willow Run would expedite K-F’s 
program for bringing out a car in 
the lowest-priced volume range. The 
year 1950 has been most frequently 
mentioned as the date of the K-F 
introduction. * 

K-F spokesmen also recalled 
another recent move designed to 
facilitate expansion of Willow 
Run operations. This was the deal 
to lease ai  218,000-square-foot 
parts and accessories warehouse, 
to be built at Franklin Park, DL, 
near Chicago. 

Purchase of Willow Run, at a cost 
of $15,100,000, removed any doubts 
about the permanency of K-F as an 
auto maker. Most Detroit observers 
commented, “It means they’re in 
the auto business to stay.” 

e * * 

NSGOTrATIONS converting 

K-F’s former lease of the prem- 
ises into a purchase were completed 
Dec. 3 by the signing of an agree- 
ment with the War Assets Adminis- 
tration. The lease had been costing 
the company a net annual rental of 
$1,406,000 and was firm only until 
Dec, 31, 1951, 

Effective Dec. 1, 1948, the pur- 
chase involves approximately 320 
acres of land and 35 buildings with 
total manufacturing and office space 
of more than 4,500,000 square feet, 
as well as some machinery and 
equipment. 

The principal structure, the 
“main manufacturing building,” 
Ras a total of 85 acres of floor 
space. Of single-floor construc- 
tion, the huge building is de- 
scribed by K-F as the only plant 
in which complete automobiles 
are manufactured on one floor 
under one roof. K-F said it has 
invested more than $3,000,000 in 
new buildings and building addi- 
tions in the past two years. 

Terms of the purchase called for 
an immediate initial payment of 

(Continued on Page 62, Col. 1) 


AUTOMOTIVE NEWS, DECEMBER 13, 1948 


more than 





WAA GETS K-F'S PAYOFF—Pleased at the conversion of a lease which was firm only for 
the next three years into a $15,100,000 sale, Otto G. Klein, WAA regional director (second 
from right), holds $1,510,000 check representing Kaiser-Frazer’s downpayment for the Willow 
Run plant. Others at conference are (left to right): M. G. Vanderwende, K-F assistant 
general purchasing agent; James H. Woodhead, assistant K-F secretary; Edgar F. Kaiser, 
vice-president and general manager of the auto manufacturing concern; Lloyd N. Cutler, 
K-F ctornent Milton A. Adeimen, WAA attorney, and Joseph A. Burke, deputy WAA; — . 


regional ° 





Roteenfroser, K-F, which has leased 
325,000 cars. The plant was 


aA 


est and most complete industrial installations in the world, 
the giant plant since November, 
through the War 


urchased 
ied in the K-F purchase. 


FTC Trust Charges Hit 
Auto-Lite Plug Sales 


WASHINGTON.—Challenging the 
sales and pricing practices of Elec- 
tric Auto-Lite Co. of Toledo as 
monopolistic and in restraint of 
trade, the Federal Trade Commis- 
sion last week charged the corpo- 
ration with violation of the Clayton 
and Federal Trade Commission acts 
in the sale of spark plugs. 

The two-count complaint al- 
leges that the corporation—de- 
scribed as one of the three largest 
manufacturers of spark plugs in 
the United States—discriminates 
in the price of Auto-Lite spark 
plugs and restrains trade by fix- 
ing the resale prices of the 
product. 

(Similar complaints are pending 
against the two other major pro- 
ducers, Champion Spark Plug Co., 
Toledo, and AC Spark Plug Co., 
Flint, a wholly-owned subsidiary of 
General Motors Corp.) 


According to the complaint, the 
corporation discriminates in price 
between (1) direct accounts, includ- 
ing purchasers of original equip- 
ment and purchasers for replace- 
ment; (2) indirect accounts; (3) 
direct accounts and indirect ac- 
counts, and (4) contract accounts 
and noncontract accounts, 

Describing the discrimination be- 
tween original equipment purchas- 
ers and replacement purchasers, the 
complaint alleges that the corpora- 
tion sells spark plugs for original 
equipment at prices ranging from 





Nash Earnings, Sales Set 
Alltime Records in Year 


DETROIT.—Allitime high earnings 
and sales were reported last week 
by George W. Mason, president, for 
Nash-Kelvinator Corp. and its sub- 
sidiaries during the company’s fiscal 
year ended Sept. 30. 


Mason revealed net earnings of 
$20,132,954, equal to $4.63 a share 
on 4,341,109 shares outstanding, 
as compared with $18,097,697 or 
$4.16 a share in the preceding 
year, which had also set a record. 

A corporation spokesman con- 
firmed the fact that the 1948 earn- 


ings were the highest since the 
merger of Nash Motors and Kelvi- 
nator Corp. in 1937. 

Net sales in the fiscal period just 
past were $302,860,264, compared 
with the $250,262,581 that established 
a previous peak in 1947. 

Including the expenditure of $12,- 
700,560 in the 1948 fiscal year to en- 
large and improve manufacturing 
facilities, bring out new models, and 
for the needs of subsidiary com- 
panies, Nash-Kelvinator has spent 

(See NASH, Page 65, Col. 5) 





five cents to 15 cents per plug| munities. The forms, returnable to 


while charging purchasers for re- 
placement use, prices ranging from 
about 15 cents to 39 cents per plug. 

The complaint alleges that the 
five-cent price is less than the cost 
of manufacture and avers that pur- 
chasers of spark plugs for replace- 
ment are required to carry the loss 
incurred on original equipment 
sales, 

Adding that “the ability of an 
automobile parts manufacturer to 
sell his product in the replacement 
field depends very largely upon the 
extent to which his product is used 
for original equipment,” the com- 
plaint charges that Auto-Lite’s 
below-cost for original equipment 
spark plugs “deprives other sellers 
of spark plugs of the opportunity 
of competing for this business.” 

The effect of the discrimination, 

the complaint says, has been sub- 
stantially to lessen competition or 
to create monopolistic tendencies. 
According to the complaint, com- 
petition is adversely affected in 
both the primary and secondary 
lines—that is, between Auto-Lite 
and its competitors and also be- 
tween favored customers and 
those discriminated against. 

Count two of the complaint al- 
leges that direct and indirect ac- 
counts are compelled, in restraint 
of trade, to maintain various prices 
fixed by Auto-Lite for the resale 
of spark plugs. 

Control of the prices is main- 
tained, according to the complaint, 
through contracts between purchas- 
ers and Auto-Lite or between pur- 
chasers and Auto-Lite distributors, 
and by the issuance of price lists 
and instructions to distributors. 

Twenty days were granted the 
corporation to answer the com- 
plaint. 

Daniel H. Kelly, executive vice- 
president of Auto-Lite, issued the 
following statement: 

“The complaint has just been re- 
ceived in our Toledo office and we 
have not as yet had the opportu- 
nity to study it. 

“However, we have been in the 
sparkplug business for more than 
12 years and are satisfied that we 
have at all times conducted this 
business in a lawful manner.” 


As Reo 


ization Talk Grows... 





Tucker Fights for Time 
To Build Finances 


By Mel Adams 

Staff Correspondent 
HHICAGO.—Is the Tucker Corp. 
headed for a showdown soon? 
Or will the controversy in the US. 
District Court of Judge Michael L. 
Igoe develop into a prolonged legal 
battle among prominent attorneys 
representing interests of the com- 
pany, dealers, stockholders and 
creditors, thereby giving President 
Preston Tucker more time for his 

quest of new financing? 
These alternatives were most 
freely discussed here last week fol- 


Rumor Says Mooney 


Will Head Tucker 


TOLEDO —Unconfirmed _re- 
ports circulated here Thursday 
that Willys-Overland President 
James D. Mooney would head up 
@ proposed reorganization of 
Tucker Corp. It was said Mooney 
would assume the new task with- 
out leaving Willys-Overland. 

Mooney, it was stated, was the 
individual referred to in a letter 
sent last week to all Tucker 
dealers by the rebellious Tucker 
Distributors and Dealers commit- 
tee. The letter said an “interna- 
tionally known manufacturer” 
‘was under consideration by Wall 
St. interests as a possible suc- 
cessor to President Preston 
Tucker. 

Willys-Overland spokesmen 
withheld comment Thursday, ex- 
plaining Mooney was in the East 
and could not be reached. 


lowing a meeting with dealers and 
action on suits seeking bank- 


t was learned that Tucker, 
still in a fighting mood, had 
asked dealers to forestall efforts 
| to reo the company and 

the suits to declare it bankrupt. 
| ‘Tucker's strategy was to furnish 
|the dealers present with mimeo- 
graphed forms for purposes of so- 
liciting stockholders in their com- 


the law firm of McAdams & Kirby 
here, register satisfaction with the 
Tucker management. It was re- 
garded by the manufacturer as val- 
uable ammunition in fighting the 
opposition in court. 

7 * + 


LL INTERESTS in the contro- 
versy—factory, dealers and dis- 
tributors, stockholders and cred- 


Hays Heads Sales 
In Timken Plant 


DETROIT. —R. H. Trese, vice- 
president of Timken-Detroit Axle 
Co., announces the appointment of 

“ Robert M. Hays 
to the position of 
sales manager of 
the Trailer Axle 
division. Hays has 
been a member of 
the Timken sales 
department for 
several years. 

K. J. Mitchell, 
who has been 
with the Trailer 
Axle division of 
the company for 
many years, has been appointed 
assistant sales manager of that 
division. 
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Robert M. Hays 


















, itors—are frankly anxious to keep 
| Tucker Corp. from being forced out 
of business. The main point of dis- 
agreement is the best way to main- 
tain it as a going concern. 
According to Roger Q. White, 
Chicago attorney for the Tucker 
Distributors and Dealers com- 
mittee, which seeks reo 
tion and new management rather 
than a receivership, the U. S. 
Navy wants one-half of the 
Tucker plant for production of 
Pratt & Whitney aircraft en- 
gines, and would take over that 
portion under lease at approxi- 
mately the rent now paid by 
Tucker for the entire factory. 

A hitch hitherto, he said, was 
that Lamotte Cohu had an option, 
since expired, to buy control of the 
Tucker Corp. 

Such an arrangement, White 
said, would encourage new capital 
privately and would place the RFC 
in @ more receptive mood toward 
extending a $30,000,000 loan. 

o * > 


HE STORY of Tucker had sev- 

eral new chapters during the 
week. The company disclosed that 
it is negotiating the sale of its 
air-cooled engine plant in Syra- 
cuse, purchased a year ago for 
$1,000,000 from Republic Aviation 
Corp. 

Disagreement in the ranks of 
the company-sponsored National 
Assn. of Tucker Distributors 
C. Gambs and 
John Holmes, members, chal- 
lenged proposals of J. Frank Az- 

chairman. They said he 


changes without consulting mem- 
bers. 


Problems also arose over efforts 
of United Airlines to get out of a 
five-year lease it signed starting 
last April 30 for 89,000 square feet 
in the Tucker Administration build- 

(Continued on Page 61, Col. 1) 


Chrysler Official 
Sees More Auto 
Plant Dispersal 


DETROIT.—A Chrysler Corp. offi- 
cial last week predicted further de- 
centralization of the auto industry 
if railroad freight rates continue to 
go up. 

N. J. Brennan, corporation traffic 
director, made the statement at the 
25th annual dinner of the Traffic 
Club of Detroit. 

Asked about effects of the rail- 
roads’ recent request for ICC sanc- 
tion of a 13 percent rate boost, 
Brennan said such rises would force 
auto makers to construct more as- 
sembly plants near the consumer. 

This year Chrysler Corp. opened 
a new Dodge assembly plant at San 
Leandro, Calif. and a new parts 
plant and warehouse at Newark, 
Del. Chrysler and the independent 
auto makers have repeatedly ap- 
pealed to the ICC to adjust what 
they term are competitive advan- 
tages enjoyed by General Motors 
and Ford in respect to rail ship- 
ments of parts and finished cars. 

William H. Owen of Great Lakes 
Steel Corp. was elected president of 
the Detroit club. Matt A. Murphy, 
Santa Fe railroad, is vice-president, 
and W. A. Warburton, secretary and 
treasurer, 





POSTWAR GERMAN FORD COSTS $2,100—The new Ford-Taunus 48, the first car to be 
built after the war by the Ford works in Cologne. It is a four-cylinder job.—(international 


News photo). 




















CCASIONALLY I run on to a 
dealer who says, “I am getting 
mine now while the going is good. 
When the factory and the public 
start pushing me around again, I 
am going to sell out and retire.” 
This type of dealer says he has 
worked all his life in a business 
that involved a lot of risk. Now 
that he is on the gravy train he is 
going to make a killing and get 
out. He says there is nothing he 
can do to save himself from the 
vices of cutthroat competition 
which he can see headed his way. 

He says that even his best 
friends—people with whom he 
plays bridge with every week, or 
brother club members—go else- 
where for their cars when some 
dealer down the road offers a 
$25 or $50 extra allowance. 

To such dealers I would advise 
to get out of the business right 
now. You can liquidate much bet- 
ter now than later on. Capital 
gains tax is much less than tax on 
earnings. Real estate is at a top 
now. There is more money floating 
around to buy dealerships at the 
present time than there will be 
later on. 


There’s Still a Lot 
To Be Done 


Ww DELAY longer the cabin 
in the woods or by the lake, or 
a place in the South? Why not 
give some young organization an 
opportunity to succeed or fail? 
There are still some who love a 
competitive battle. There are many 
who want to cast their future in 
the automobile industry. If you 
have the Florida or farm complex, 
retire. Don’t wait until it is too 
late. Take your profit now. It will 
be easier on the constitution. You'll 
live longer. Let someone else, who 
is anxious to grasp the opportu- 
nity, use his enthusiasm and energy 
in this field that has more certain- 
ties than ever before. 

The use of automobiles is going 
to expand. There are more owners 
than ever before. If a dealer could 
survive 25 years ago, when there 
were only 13,000,000 owners instead 
of the present 40,000,000 owners, his 
opportunities for survival now are 
much improved. 

While there is still room for 
improvement in contractural re- 
lationships, manufacturers’ con- 
tracts have been liberalized im- 
measurably in the last 25 years. 
The trend of the times indicates 
there will be further improve- 
ments. The philosophy of both 
citizens and the government will 
be in the interest of the small 
business man rather than the 
large corporation. 

Most certainly competition is go- 
ing to increase. Dealers will be in 
the midst of a battle among the 
giants to maintain and increase 
their percentage of price class. I 
am not revealing anything that 
every dealer doesn’t know when I 
make that statement. But irrespec- 
tive of what old dealers say about 
inability to protect themselves 
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Dealers tell me 


By John 0. Munn 


(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 






















against the vices of cutthroat com- 
petition, there is a lot to be done. | | 


* * * 


Even Best Friends 


Should Be Told 


'NHERE 
best friends fall for a longer 


used car allowance. These friends | 


know you socially. They respect 
and admire you. But the fact that 
they know you may work against 
you because they think you are 
using an acquaintanceship to take 
advantage of them with a smaller 
used-car allowance. 

These friends don’t know, be- 
cause they have never been told, 
that it does make a difference 
where they buy their cars. They 
don’t know, for instance, that the 
dealer who offers the extra $50 
may skimp on conditioning the car 
when he makes the original deliv- 
ery to make up for the cut in price. 
This skimp on the make-ready may 


result in a car that becomes a 


lemon in the territory. It might 
cost the owner, who made the orig- 
inal savings, much more than the 
amount of the savings each month 
to keep it running. 

The friend who bought the car 
elsewhere on a long used-car al- 
lowance does not know that per- 
haps the dealer who offered the 
discount makes up more than the 
discount by padding the finance 
charge. These would be savings 
that the customer thinks he 
shopped around and obtained, 
later prove to be expensive, often- 
times without the customer real- 
izing it. 

But when the dealer is known by 
his friends for what he really is— 
a purveyor of satisfactory miles of 
transportation, a dealer who is in- 
terested in making sure that cus- 
tomers are constantly satisfied, a 
dealer who has invested capital not 
so much for the purpose of selling 
cars but to maintain buildings, 
equipment, parts and manpower to 
serve his customers, a dealer who 
constantly reflects to his public 
that he is more than an outlet for 
a factory—did not in the past, and 
will not in the future, get up 
against competition that he can- 
not control. 

Dealers in the past, and dealers 
in the future, who are known as 
just another outlet for some fac- 
tory suffered and will suffer, while 
the dealer who unconsciously or 
with a planned program has a flair 
for interpreting his business in 
terms of owner benefit is destined 
now more than ever before to go 
serenely on, make money in good 
seasons as well as bad, and always 
get a volume satisfactory to his 
factory and at the same time make 
a profit for himself. 


Delaware Dealer 
Says List Prices 


Prevail in State 


WILMINGTON, Del. — (UTPS)— 
The majority of new-car dealers in 
Wilmington have been and are sell- 
ing new cars at list prices, accord- 
ing to Isadore Keil, treasurer of the 
Delaware Motor Trades Assn. 


“Any dealer who takes cash above 
the suggested regulation price for a 
new car,” Keil said, “should, in my 
opinion, be prosecuted to the full 
extent of the law.” 

In view of the congressional in- 
vestigation into abuse of car-selling 
practices, Keil took the opportunity 
to defend the local dealers. 

The fact that dealers seldom sell 

new cars to those on their waiting 
lists in the order in which the 
names are received, he said, is eas- 
ily explainable. 
At Keil Motor Co., for instance, 
Keil said that if automobiles were 
sold to 75 percent of those on the 
list, the cars would within a day be 
resold to used-car dealers for $300 
to $500 profits. 





is a reason why your| 
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Dealer Spotlight 





Be Fa: ¥en 


AT PHILADELPHIA DEALER CONCLAVE—A. A. Martin, reelected president of Philadelphia 
Automotive Trade Assn., and Hugh Scott, Republican national committee chairman, who was 
main speaker at the association's annual dinner and meeting.—(Philadelphia Daily News 
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‘Clumsy’ Probers 


Are Assailed 


|By Rep. Scott 


He Tells 300 Dealers 
In Philadelphia Sales 
Abuses Are Magnified 


PHILADELPHIA.—Clumsy at- 
tempts to condemn the automotive 
industry because of the unfair ac- 
tions of a few individuals create a 
false impression on the public’s 
mind, Rep. Hugh D. Scott declared 
here last week. 

Scott, chairman of the Republican 
National committee, made this ob- 
servation in an address before the 
46th annual dinner meeting of the 
Philadelphia Aut omobile Trade 





photo.) 





Expand Plans; 
Elect Clements 


ST. PAUL.—The St. Paul Auto- 
mobile Dealers Assn. held its an- 
nual meeting and election of offi- 
cers, voted to change the associa- 
tion’s name to the Associated Auto- 
mobile Dealers of St. Paul, Inc., 
and elected its vice-president, Dill 
Clements, Dependable Motors (De- 
Soto), as new president. 

Clements said his members 
voiced the opinion that they were 
unanimously looking forward to a 
prosperous winter and spring with 
a prospective leveling off in new 
and used-car prices, bringing about 
a more stable market away from 
past inflated prices. 

Other officers elected were Har- 
old Queenan, Hetfields - Queenan 
Motors, vice-president, and George 
Buck, Minnesota state dealers as- 
sociation treasurer, Young Motor 
Co., secretary-treasurer. 





Assn, About 300 dealers and their 
guests broke all previous attendance 
records for the yearly event. 

“It is most unfortunate,” Scott 
said, “that because of a few scat- 
tered instances of abuse, which 
are common in all trades, indus- 
tries, and professions, that an en- 
tire industry is condemned in the 
public’s eyes.” 

Analyzing probable trends in the 
8ist Congress so far as they may 
affect small businessmen, Scott pre- 
dicted that claims being made in 
regard to labor legislation, taxation 
and trust-busting are likely to find 
rough going in the new Congress. 

However, he said, the facts at this 
time would seem to indicate that 
taxes will be increased, government 
expenditures will multiply and the 
“long needed” economy in the cost 
of running the government will be 
delayed. 

Richard MacMeekin, PATA gen- 
eral manager, in his report to the 

association, re-emphasized the im- 

ae ca are eee > — portance of small businessmen’s as- 
presents o imers' citation to H. O. Koller 
of Reading Automobile Co. at the Philadel- ecrssee so ga typified by their own 


phia Automobile Trade Assn. annual dinner 
and meeting. Koller has completed 50 years “The year of 1948,” said Mac- 
(See PATA, Page 60, Col. 3) 


as a dealer. 





Freeze Franchises, Kans. Dealers Urge 


WICHITA, Kans. — A resolution 
asking that no new-car dealerships 
be established until such time as 
the manufacturers catch up with 
demand was passed at the annual 
convention of the Kansas Motor 
Car Dealers Assn. here last week. 

The dealers based their request 
on the shortage of new cars and 
further resolved that if any new 
outlets are established, quality be 
stressed rather than quantity. 

Harry B. Russell of Junction was 
elected president of the group, suc- 
ceeding M. S. Winter of Lawrence. 
Other officers elected were: Lloyd 
W. Scott, Topeka, vice-president; 
Willard Noller, Topeka, treasurer, 
and Roscoe Hambric, Topeka, sec- 
retary. 

The association also approved a 
resolution asking Congress to pass 
an act calling for federal regulation 
of the anti-freeze industry by re- 
quiring its products to pass Na- 
tional Bureau of Standards tests. 

The resolution stated that too 
many firms were selling anti-freeze 
compounds injurious to motor cars. 

The organization also demand- 
ed that Kansas adopt a long- 
range highway program aimed at 
keeping the state highways on a 
par with those of other states. 
A request was made that a com- 


prehensive plan be drawn for | 


maintenance and construction of 
roads in the state. 

More financial responsibility for 
drivers of trucks and autos was 
demanded in a resolution calling 
for greater safety on the highways. 

The convention also stressed the 
need for driver-training schools and 








nominating committee, and Ham- 
bric and Winter. 

Addresses were given by Vere F. 
Pannell, regional sales manager, 
Prudential Life Insurance Co., on 
group insurance, and by Ralph W. 
Carney, general sales manager, 
Coleman Co., Inc., Wichita, on “The 
Man Who Sells.” 

The convention closed with a 
banquet under the auspices of Gen- 
eral Motors Corp. Principal speaker 
at this session was Dr. Kenneth 
B. McFarland, superintendent of 
schools in Topeka. 


Neb. Dealers Set 
New Parley Date 


LINCOLN, Neb.—To avoid travel 
conflict with the NADA meeting in 
San Francisco, the Nebraska New 
Car Dealers Assn. has changed the 
date of its annual convention from 
Jan, 13-14 to Feb. 18. 

Also, the convention will be held 
at the Fontenelle hotel in Omaha 
instead of in Lincoln. It is expected 
that 500 dealers will attend. 


project vigorously. Greater safety 
can be expected by teaching more 
youngsters to drive, the dealers 
said. 

More than 800 dealers present 
for the sessions heard D, C, Barn- 
hart, assistant managing director, 
NADA, say that it appears that 
more than two or three years 
must elapse before drivers can 
obtain new cars without delay. 
Paul Jones, publicity director, Na- 
tional Safety Council, said that no 
driver was more careful than one 
with a new car. He said that was 
the time to impress a motorist with 
safety and urged dealers to bear 
down at that time. 

Jones also pointed out that me- 
chanics could do much toward 
preaching safety. He declared that 
motorists wouldn’t pay much atten- 
tion to his safety talk, but let a 
mechanic tell them about safety 
and the motorist is all ears. 

Special association reports were 
delivered by C. C. Brewer, Man- 
hattan, chairman of the legisla- 
tive committee; R. D. McKay, 
Wichita, NADA director for Kan- 
sas; O. W. Davis, Kansas City, 


Montanans Hit ‘Smear’ 


Chamberlain Tells Meeting Public Gets Wrong Idea; 
Ryan Is Elected President 


ena, re-elected secretary-treas- 
urer. 

First year directors elected by the 
board included Matt Hinsl, Kalis- 
pell; George Schotte, Butte; Clyde 
| Burgan, Helena; C. Dolven, Har- 
lem; Lansing MacIntyre, Billings, 









MISSOULA, Mont.—The Montana 
Automobile Dealers Assn. went on 
record as vigorously protesting a 
“smear campaign” against dealers 
in a resolution at its two-day con- 
vention here Dec. 3-4. 


dealers were asked to promote the The association charged that r 
“smear campaigns” are now being and Yoder. Two-year directors: R. 

AN * | waged “by some groups, including J. Tucker, Missoula; Washburn; 

Fire Destroys L-M Firm some congressional representa- Ryan; Burt Walker, Lewistown; 
tives.” Paul Magruder, Glasgow, and 


In Pikeville, Kentucky 


PIKEVILLE, Ky.—-A new garage 
which housed the Lincoln-Mercury 
dealership here was destroyed by 
fire last week. Cause of the blaze 
could not be determined. 

Bruce Walters, one of four part- 
ners in the firm, estimated the loss 
at $130,000. Destroyed in addition 
to the building were seven cars. 
Walters said the firm carried only 
$15,000 in insurance. 





Charles Hatch, Miles City. 


Chamberlain said dealer organ- 
izations are needed to improve re- 
lations between dealers, the dealer 
and his employer, and the dealer 
and his community. 

Louis Milan, manager of Wis- 
consin Automotive Trade Assn., 
discussed the auto license law in 
that state. 


Dean Theodore H. Smith, of the 
(See MONTANA, Page 59, Col. 4) 


Ray Chamberlain, NADA conven- | 
tion manager, expressed the fear | 
that the “public will indict the 
entire automobile sales business 
due to unethical dealings practiced 
by a handful of firms.” 

Barney Ryan, Bozeman, was 
elected president. Other new offi- 
cers are Glayde Yoder, Sidney, 
first vice-president; Dee Wash- 
burn, Great Falls, second vice- 
president; John J. Jewell, Hel- 











*& % The Newspaper of the Industry 





(Established in 1925) 





Member Published Every Monday by 
SLOCUM PUBLISHING COMPANY, INC. 
@® DETROIT 26, MICH. 
Cable Address—AUTNEW, Detroit 
2666 Penobscot Bldg. Telephone CHerry 0495 
New York ? Washington Chicago Los Angeles 
51 E. 42nd St. Chandler Bldg. 360 N. Michigan Ave. 2506 W. Bth St. 
Murray Hill 6-0104 National 430: State 2-6273 Federal 0303 


Publisher—George M. Slocum 
Editor—Pete Wemhoff Business Manager—B8. 8B. Crighton 
Managing Editor—Robert M. Finlay 


ioe Manager—Edward Kruspak 
Service and Truck Editor—J. C. Weed Midwest . Mgr.—J. Goldstein 
Washi William Ullman 


Pacific Coast Mgr.—R. H. Deibler 
Dealer Editor—John O. Munn Adv. Rep.—Richard Webber 
Associate Editors—Mac Gordon, George Deery, Bernie Thomas, Jim White. 
Editorial Associates—Patricia Davis, Bob Gordon, Elaine Prince. 
(Chris Sinsabaugh—Editor 1933-1943) 


RESIDENT CORRESPONDENTS: Albuquerque, E. S. Harris; Atlanta, Charles Pou; Baltimore, 


Kate Savage; Birmingham, Ala., Stuart Riddle; Boise, H. H. Miller; Boston, Harry Stanton; 
Buffalo, Geo. E. Toles; Butte, Kenneth Mulholland; Charlotte, N. C., D. G. Spencer; Chicago, 


Mel Adams; Cleveland, Sanford Markey; Columbus, Bert D. Strang; Concord, N. H., Guy 


Langley; Dallas, C. K. Cates; Denver, Ira Alexander; Duluth, G. F. Sweeney; Fargo, V. H. 
Whempner; Harrisburg, Pa., George Shelley; Hartford, Conn., R. St. Martin; Kansas City, 
1. E. Kirkland; Lincoln, Neb., G. W. Kline; Little Rock, Inez H. McDuff; Les Angeles, Slim 
Barnard, Lynn Rogers; Louisville, A. W. Williams; Madison, John Wyngaard; Memphis, Bob 
Pigue; Miami, Fla., G. S. Connell; Milwaukee, John E. Hubel; Montreal, Rey Carmichael; 
Nashville, Clyde Grissam; New Orleans, Gordon Hebert; New York, Bethune Jones; Oklahoma 
City, M. L. Risen; Omaha, Arthur R. Oleson; Ottawa, M. L. Schwartz; Pittsburgh, Leon M. 
Leffingwell; Phoenix, K. F. Arline; Portland, Ore., F. K. Haskell; Providence, Jack Sullivan; 
Richmond, Va., T. D. Eaton; Rochester, N. Y., J. L. Dougherty; Salt Lake City, M. Harmer; 
San Antonio, J. H. Reed; San Francisco, Leon Pinkson; Seattle, D. M. Trepp; South Bend, 
L. E. Dunkin; Spartanburg, S. C., L. D. Bray; Springfield, Ill., C. C. Hall; Springfield, Mass., 
&. C. Zack; St. Louis, Sam X. Hurst; St. Petersburg, Fia., Joseph Lawren; Tacema, Lee Irwin; 
Toledo, Bert Woods; Toronto, James Montagnes; Vancouver, F. H. Fullerton, Washington, 
William Uliman; York, Pa., M. H. Frey. 


Subscription: ONE YEAR $8, TWO YEARS $14, for United States and Canada, also Mexico, 
Cuba and Panama. To other countries, one year, $12. Single copies 25c. No Free List. 


Entered as second-class matter Post Office, Detroit, under Act of March 3, 1879 
Member of Audit Bureau of Circulation and the Associated Business Papers 
Advertising Rates: See Standard Rate and Data, or write for rate card. 


OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
M the dealer on every used vehicle accepted in partial payment for a new 
A car or truck. ¥ 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4. The 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


AUTOMOTIVE 






Zarr>ago 





Regulation W Considered 
From 2 Viewpoints 


A SURVEY on Regulation W reported elsewhere in this 
issue indicates that dealer opinion is divided. 


Some dealers oppose the regulation, others are indifferent, 
while still others think the credit restrictions are a good 
thing. 

Right now the regulation is hurting more customers than 
dealers, since there are enough customers to fill the places 
of those forced out by credit restrictions. 


However, as the market tightens up, many dealers who 
are now indifferent will find that they should have hollered 
before the shoe began to pinch. 


Basically, Regulation W is wrong. It sets up hard-and-fast 
rules as to who shall buy cars. It works real hardship on 


some citizens. 


Dealers tell of veterans who are forced to buy used trans- 
portation in poor condition to hold traveling jobs because 
they cannot meet the terms of Regulation W on a new car. 
«In the long run, the more expensive maintenance on the used 
cars will probably cost them more than the new car would. 


Dealers, too, tell of people who are unable to buy new cars 
under Regulation W, so they buy expensive television sets, 


radio-phonograph combinations, and so forth. The terms are 
much easier on these outright luxuries than they are on the 


utilitarian automobile. 


But in addition to whether the controls are just or not, 
there is the much more important issue of whether the fed- 
eral government should have in peacetime the power to tell 
its citizens under what terms they may buy products, or to 
tell retailers under what terms they may sell. 


We contend that this is un unwarranted control, and a 


step toward the gallows for free enterprise. 
* * * 


Dealers who contend that the terms are sound have a 
good point, but we think it is a narrow one, for we believe 
the dealers and their finance companies are capable of set- 
ting up terms just as sound and more flexible in line with 


good credit policies. 


Therefore, we suggest that dealers, in considering action 
on Regulation W, study it not from the narrow view of 
whether it is hurting them now, but from the broad. view- 


point of whether it is sound for the country as a whole. 








JUST BEFORE we left for the 
auto shows in Europe the first of 
September, we had dinner in New 
York with Pete Grimm (long-time- 
ago advertising manager of Chev- 
rolet, now “reformed” and a v-p of 

Young & Rubi- 


TRAVEL cam, handling 
ENHANCES drug accounts 
HOME like Vitalis and 
Sal Hepatica). 
Well, anyway, Pete, over our Old- 
fashioneds, that evening said: 
“George, where do you get this 
idea every so often of finding some 
excuse for getting over to the other 
side? Don’t you like it here? What 
have they got that we haven't, 
etc.?” 
. e * 

WELL, I REMEMBER wonder- 
ing that evening why my old 
friend, with the passing years, had 
become so provincial. Of course, 
he had raised four sons, the older 
two of whom had served in World 
War II as their dad did in the first 
one. All had or were about to 
graduate from college or prep 
school. But still I wondered how 
he could even question my ambi- 
tion “to see the world” as often 
as an opportunity presented itself 
or I could make one. 

* a7 * 

NOW THAT WAS before I left 
the States, where in my own pri- 
vate opinion I guess I must have 
felt I had been “stuck” for the 
past 11 years. But many a time in 
the following nine weeks I had 
occasion to remark that “maybe 
Pete Grimm had something there.” 
I recalled that it had been sug- 
gested shortly after Paul Hoffman 
took over the ECA job that I 
should volunteer my services. Dur- 
ing the war I had been unable to 
leave my business which was, at 
the time, I believe, in too precari- 
ous a position to run the risk. But 
here we were in calm waters, with 
a crew of officers and men and 
women on this newspaper of the 
industry, who scarce knew or cared 
whether I was on deck or in my 
cabin. It was quite a temptation, 
because all my life I had harbored 
a secret dream of some day living 
@ year or so abroad in a U. S. 
consular position. Fortunately for 
Paul and luckily for me, the idea 
died aborning and was never a 
matter of serious consideration. I 
say fortunately, because I know 
now from our recent experience, 
that I never could have endured 
an enforced stay anywhere outside 
the confines of these United States. 
For example, from what we learned 
abroad, a civilian would have to 
possess a heart of stone to live in 
Germany, in what appears to be 
the lap of American luxury, with 
dire poverty on every side. I'm 
sure I could not enjoy the tender- 
est steak served me by a German 
who had not tasted one in 10 
years! 

One of the first accomplishments 
of our army of occupation, so I’m 
told, was to reactivate one of the 
famous breweries in Munich, where 
Pilsener beer of prewar quality is 
made from American grains im- 
ported solely for this purpose, but, 
of course, sold only to our occu- 
pational personnel. All of which is 
undoubtedly as it should be and 
only a slight recompense for the 
men we are forced to keep over 
there. But I just wouldn’t like it, 
would you? 

* * * 

IT WOULD probably be the best 
thing that could happen for this 
country, if a million or two of our 
citizens could spend enough time 
in Europe, or Asia, for that matter, 
to get their fill of conditions as 
they exist everywhere but in the 
United States today. Perhaps the 
least expensive investment we 
could make to fight the inroads of 
Communism in our country would 
be to offer free transportation—at 
least one way—to any and all of 
our citizens who have even the 
slightest doubt in their minds as 
to whether some other form of 
government has more to offer than 
our own.—G.M.S 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. 





Please! 


Attached is a clipping from your 
Nov. 29 issue (photo of Jimmie 
Haynes (Chrysler), Gainesville, 
Ga.). Please! A male Georgian is a 
“Cracker.” The term “Peach” ap- 
plies only to our beautiful ladies. 
I feel qualified to speak for I am 
a native Georgian, born and raised 
in Atlanta. 

As ever I find much of great 
interest in your paper. Even more 
especially than ever am I awaiting 
the next few issues looking for the 
complete new dope on my love and 
kisses—the Olds. 

Really enjoyed “our” recent tour 
through Europe and all the auto 
dope given.—WituiaMm Gnrecc, Cdr., 
U.S.N., San Diego 9, Calif. 


Correction 


In your Dec. 6 issue, page 8, you 
show a picture of a car presenta- 
tion. Under the caption it is stated 
in part, Boley Motor Sales, Inc. 
(Plymouth-Dodge), Salem, Mass. 

Boley Pierce is a DeSoto-Plym- 
outh dealer.—WituiaM A. PLUNKETT, 
executive vice-president, Massachu- 
setts State Automobile Dealers 
Assn., Boston. 


Hudson Headline 


I believe that you will find your 
headline on page one of the Nov. 
29 issue, which reads “Hudson to 
ship half of cars minus extras,” 
will prove to be quite inaccurate. 
The action by the company, as your 
own article goes on to explain, ap- 
plies only to the Hudson Super 
series, and not to the Commodore 
series. This immediately puts your 
headline in great error. 

Also, what is to prevent the deal- 
ers from ordering but a small frac- 
tion of Supers, or the factory from 
shipping a small percentage of Su- 
pers, even if 50 percent are minus 
extras? Hudson is not the only 
company which has refused to con- 


Address Editor, Automotive News, Detroit 26, Mich. 


centrate production on its lower- 
priced series. 

Next, I predict that there will be 
such a demand for these “stripped” 
models that the prospective cus- 
tomer will be told that there will 
be quite a wait for them, so will 
be offered the loaded models for 
quick delivery. Hudson should per- 
haps be given a thank you for a 
small step in the right direction, 
but there is no need of the press, 
Automotive News, Rep. Macy, etc., 
trying to make the still unfortunate 
person who needs a new car think 
that there is a Santa Claus around 
for him for this Christmas. 

I am not surprised that Hudson 
was able to word their announce- 
ment so as to fool some investi- 
gators in Washington, but shame 
on you for falling for it, too.—Dnr. 
Don E. Mayuew, Highland Park, 
Mich. 

Eprror’s Note: You are right on 
the headline. We should have 
said “Half of Supers.” We doubt 
that Hudson is trying to fool 
people, however, since the Com- 
modore series is the deluxe line, 
and customers as a rule do not 
want a deluxe car stripped. We 
understand Hudson is shipping 
more Super sixes than the other 
models combined. 


Coming Events 


DECEMBER 
Dec. 14 — Detroit (Statler hotel), Annual 
meeting, Detroit Auto Dealers Assn. 
N Y 


dan. 17-19—Edgewater Park, Miss. (Edge- 
water Gulf hotel). Annual convention, 
Truck-Trailer Manufacturers Assn. 

Jan, 24-27 — San Francisco (Civic Audi- 
torium). Annual Convention and Equip 
ment Show of NADA. 

FEBRUARY 

Feb. 18—Omaha (Fontenelle hotel). An- 

nual meeting, Nebraska New Car Dealers 


Assn, 
MARCH 
March 25-26 — Chehalis-Centralia, Wash. 
Annual convention, Washington State Au- 
tomobile Dealers Assn, 
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This “sign of good business” tells the town that you 
stock Genuine Ford Parts, the ones Ford owners like 
best. Most likely you can qualify to display this 
famous business builder. Your Ford Dealer or 
Ford Parts Distributor has the full story—why not 
check with him today! 


(Senuine FORD Parts... 


FORD MOTOR COMPANY 


For more Ford service business, stock Genuine Ford 
Parts. They’re made right to fit right and last longer. 
And they’re right for Fords, because they’re identical 
twins to the parts originally built into Ford cars and 
trucks at the factory. So it’s only natural that Ford 


owners prefer Genuine Ford Parts for every replace- 
ment need. Order from your nearest Ford Dealer or 
Ford Parts Distributor. 











TBA Called Profit Plum 


400 at Chicago Meetings Told of Studies Showing 
Keen Gas-Station Competition 


53 different brands of motor oil, 
30 different brands of tires, 37 of 
tubes, 31 of anti-freeze, 33 of bat- 
teries, 15 of spark plugs, 36 of fan 
belts, 41 of solvents, 43 of radiator 
cleaners, 32 of auto waxes, 38 of 
auto polishes, 23 of brake linings, 
and 29 of oil filters. 

“If somebody has been trying 
to put the pressure on, I think 
the job has been pretty poorly 
done, because the distribution 
and sales of TBA merchandise 
are highly competitive. 

“For example, in New York we 
found 100 percent of the Mobil gas 
stations selling Mobil oil. We found 
2 percent of these stations selling 

Shell oil, 2 percent Sunoco, 3 per- 
cent Sinclair, 23 percent Quaker 
State, 8 percent Wolfshead, 2 per- 
cent MacMillan, 2 percent Kendall, 
2 percent Pennzoil, 7 percent Lub- 
ite, 2 percent Amoco, 2 percent 
Paragon and 2 percent Paratex. 

“By stations, Quaker State is in 
23 percent of the Mobil outlets, 6 
percent of Shell, 19 percent of 
Texas, 13 percent of Esso, 13 per- 
cent of Gulf, 30 percent of Amoco, 
14 percent of Sinclair. Wolfshead 
has 25 percent of Shell and 8 per- 
cent of Mobil, against 23 percent 
for Quaker State. So, you get an 
interesting bit of information as 
to the cross penetration of various 
brands of TBA merchandise into 
these brand gasoline outlets.” 

The tire situation was depicted 
by Hughes in revealing that 72 
percent of Mobil outlets sold Mobil 
tires or stocked them, with 15 per- 
cent also handling Goodyear, 7 per- 
cent Goodrich, 22 percent Fire- 
stone, 13 percent U. S., 2 percent 
Kelly, 3 percent Fisk, 2 percent 
Lee, 2 .percent Armstrong, and 2 
percent Cooper. 

Similar conditions with regard 
to batteries prevailed, Hughes 
said, in driving home the point 
that Exide, Willard, Delco and 
other brand names enjoy big vol- 
ume in gasoline filling stations. 
It is the same, he added, with 
anti-freeze, oil filters, spark 
plugs, waxes and polishes, and all 
other accessories handled. 

“It is clear that the men from 
the various oil companies have not 
reached a maximum of distribu- 
tion of your own merchandise,” 
Hughes continued. “And, if you 
don’t have it in there, you can’t 
sell it. You have a fertile market 
in these gasoline service stations.” 


Other speakers on the program 
agreed that tires, batteries and ac- 
cessories are available in ample 
supply. They were unified also in 
pointing out that the selling job 
is of prime importance. 

These speakers included J. E. 
Mayl, vice-president in charge of 
tire sales for Goodyear Tire & 
Rubber Co.; W. E. Blank, sales 
manager of replacement sales for 
Auto-Lite Battery Corp.; Russell 
Williams, president of Gaseteria, 
Inc.; M. S. Marsh, manager of tire 
and battery sales for Standard Oil 
Co. (Ohio); W. C. Vogt, director 
of engineering for Western Aute 
Supply Co., and A. L. Nickerson, 
director of domestic marketing for 
Socony-Vacuum Oil Co., Inc. 
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CHICAGO. — Four hundred men 
who sat in at the two-day meeting 
of the Oil Industry TBA group 
(tires, batteries and accessories) 
last week were given reasons to 
regard TBA items as offering the 
after-market industry golden op- 
portunities for business and profits. 

Speakers backed their stand with 
facts and figures, starting with a 
talk delivered by Wallace Hughes, 
manager of the automotive depart- 
ment of Hearst Advertising Serv- 
ice and automotive editor of the 
New York Journal-American. 

Hughes deflated fears that the 
doors of filling stations are be- 
ing closed to manufacturers of 
tires, batteries and accessories 
other than those with oil com- 

brand names. 

“There is a tremendous market 
to be sold through filling stations, 
and our surveys show that the 
owners of these stations are not 
tied down in any way,” Hughes 
stressed. 

The address by Hughes was di- 
vided into two sections, the first 
covering a consumer study and 
the second based on a more recent 
distribution study. In each in- 
stance, he visualized the findings 
with the assistance of charts. The 
consumer study embraced 10 key 
cities, and the one on distribution, 
which he described as “at the 
dealer level,’ was made in New 
York City. 

“In 200 calls,” he said, “we found 


L. A. Ford Dealers. 
Testify on Profits 


In Franchise Suit 


LOS ANGELES. — Several Ford 
dealers were subpoenaed to appear 
in superior court here last week 
to testify on their profits for the 
year in order to establish reason 
for the amount of a $1,250,000 dam- 
age suit brought against Henry 
Ford II and Ford Motor Co. execu- 
tives by Robert H. Rust, former 
Paducah (Ky.) auto dealer. 

Ford and J. R. Davis, sales vice- 
president, face charges by Rust of 
using “undue influence” on Rust’s 
intended dealership partner, W. K. 
Edmunds, Chicago regional director 
of sales. 

Rust charges that Edmunds was 
lured by Ford with offers of $20,000 
in bonuses and a $37,000-per-year 
salary to remain with the company 
instead of joining Rust in a Beverly 
Hills (Calif.) dealership venture, 

Rust maintains that the Cali- 
fornia dealership which he claims 
was promised to him and Edmunds, 
netted $150,000 in 1944 for Gorson 
Ide, who was awarded the dealer- 
ship by Ford. Rust declares that 
the same dealership will net more 
than double the amount this year. 

Called to testify last week were 
Davis and Harry H. Bennett, for- 
mer Ford executive, 

Attorneys H. B. Yocum and James 
O. White jr., representing the de- 
fendant, countered that Rust had 
wnclean hands in that he attempted 
to lure away a valued employe 
while the Ford Motor Co. was en- 
gaged in postwar reconversion. 

Attorneys estimate that this jury 
trial will take at least eight weeks. 
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NEW YORK.—The National Assn. 
of Manufacturers was on record 
last week as urging the following 
restrictions on any compulsory eco- 
nomic controls that may be adopted 
by the new Congress to strengthen 
national security against possible 
foreign aggression: 

1. Limiting of controls to those 
absolutely necessary for national 
defense. 

2. Administration in close co- 
operation with industry. 

3. Provision for review by Con- 
gress from time to time to deter- 
mine whether their continuation is 
warranted. 

4. Their removal as soon as pos- 
sible to meet civilian needs. 

Earlier at the association’s 53rd 
annual Congress of American In- 
dustry, NAM’s board of directors 
elected Wallace F. Bennett, Ford 
dealer in Salt Lake City, as 1949 
president. Bennett also heads a 
paint and varnish firm that em- 
ploys 225 persons. 

Although NAM’s resolution ap- 
peared to consider some type of 
governmental control in the future 
as certain, its text called peacetime 
controls against the public interest, 
“because they hinder production 
and distribution, thus lowering the 
American standard of living.” 

At the same time, it was declared, 
industry recognizes that mainte- 
nance of national security is of 
paramount importance and pledges 
“full cooperation” to this end. 

“It further pledges its efforts,” 
the resolution said, “to produce and 
distribute the goods required for de- 
fense, for the fulfillment of our spe- 


March 25-26 Set 


For Washington 
State Conclave 


SEATTLE.—Following a meeting 
of the board of directors of the 
Washington Automobile Dealers 
Assn. here, it was decided to hold 
the 1949 state convention in Che- 
halis-Centralia, March 25-26. 

A joint luncheon and afternoon 
meeting of the group and the 
Seattle Automobile Dealers Assn, 
»|was addressed by Ray Chamber- 
lain, convention chairman of NADA, 
and by Karl M. Richards, manager 
of field services, Automotive Manu- 
facturers Assn. 

Ernie Majer of Spokane, presi- 
dent of the state organization, and 
Lyman Thomas, head of the Seattle 
group, divided the chairmanship 
duties. 

After stressing the peacetime 
need for a strong, active organiza- 
tion and keeping the membership 
high, Chamberlain proceeded to 
“popularize” the coming NADA 
convention and exhibition in San 
Francisco, urging extra heavy at- 
tendance from the West Coast 
states, where there are 4,000 dealers. 

Leon Titus of Tacoma has been 
named “on to San Francisco” chair- 
man for the Washingtonians. A 
special train is planned out of the 
Northwest. 

The address by Richards pre- 
sented facts and figures on the 
greatness of the automobile indus- 
try in the U. §., 
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TEN-POINTER ON THE AIR—Shortly before ceremonies during which Nash Kenosha, Inc., 
received the 10-Point Select Dealer award, officials of the company and the dealership were 
interviewed over station WLIP in Kenosha, Wis. Shown (seated) are H. C. Doss, sales vice- 
president; Dick Driscoll, announcer; W. E. Engel, president of Nash Kenosha. Standing are 
J. E. Lamy, central regional manager; Vern Roost, secretary-treasurer of the dealership, and 
John B, Fountain, Milwaukee zone manager. 


ona a Oe ad pag 


PONTIAC HONORS VETERAN DEALERS—L. 
dealers, each with 25 or more years with Pontiac, to the factory to see the | 
Hine jr., Hartford, Conn.; L. H. 









W. Ward, general sales manager, held an unusual dealer meeting when he invited 24 


cific commitments abroad, and to 
meet our civilian requirements.” 


Also adopted was a resolution 
urging that management and la- 
bor cooperate in practice as well 
as in policy to raise individual 
and total production of goods in 
the fight against inflation and for 
the survival of the American po- 
litical and economic system. 

“The public looks to both labor 
and management for _ industrial 
peace and greater efficiency in pro- 
duction,” this resolution declared. 
“Both labor and management have 
responsibilities toward the public as 
well as toward each other, and 
should be equally responsible before 
the law.” 

Another resolution called upon all 
employers to promote better under- 
standing and voluntary cooperation 
with their employes through two- 
way channels of communication, 
“as the basis for increased produc- 
tivity.” 

NAM’s new president called on 
management to recognize its re- 
sponsibility for the security of its 
workers in order to prevent the 
government from assuming this 
function. 

“For the sake of the American 
system of free enterprise,” Ben- 
nett declared, “we must not let 
this happen. Others may promise 
security, but we are the only ones 
ho can make such a promise good, 
since we control the only source 
from which it may come—the 
process of production.” 

Elected as executive officers to 
serve with Bennett were: Morris 
Sayre, president of Corn Products 
Refining Co. chairman of the 
board; Robert R. Wason, president 
of Manning, Maxwell & Moore, Inc., 
chairman of the executive commit- 
tee; Ira Mosher, director of the 
Russell Harrington Cutlery Co., 
chairman of the finance committee; 
Earl Bunting, managing director; 
Noel Sargent, secretary, and Ken- 
neth R. Miller, treasurer. 


NAM members heard warnings 
from several speakers that renewed 
controls over the economy, con- 
tinued heavy federal spending, and 
further inflation might have disas- 
trous results in the form of mass 
unemployment, national bankruptcy 
and socialism of one kind or an- 
other. 

Mosher, NAM finance chairman, 
said that the election returns 
showed that the government is in 


business to stay. “What’s more,” he 


. Racke, Naugatuck, Conn.; Lloyd W. Hoa 
South River, N. J.; Russell Ohoro, Scranton, Pa.; J. Russell Eldridge, Trenton, N. J.; 

. C.;'F. E. Witherell, Cuba, N. Y.; Carl P. 

P. Staebler, Ann Arbor, Mich.; G. S$. Means, Fort ‘Wayne, Ind.; 
ker, Whitesburg, Ky.; C. Y. Blakeman, Middlesboro, Ky.; t 
Greenview, Ill.; Charles T. Hill, Arkansas City, Kans.; John Gallagher, Mason City, la.; 
Pine Bluff, Ark.; Wentworth W. Meek, New London, Co 

general sales manager; Ward, and General Manager H. J. Klingler. 


Salt Lake City Ford Dealer Elected President . . . 
NAM Urges Congress to Limit Controls 


a AW. 
Longnecker, Erie, Pa.; B. L. Crowell, Coudersport, Pa.; 
. EL Avery, Columbus, O.; Earl B. Swingle, Zanesville, O.; Wilson S. Rena- 
William A. Otto, Mauston, Wis.; Harry L. Meyer, Belleville, Ill.; Harry T. Jones, 
. Theo. Proctor, Tallahassee, Fia.; 
nn., and B. E, Gridley, Wichita, Kans. 


models. They represented 730 yore of Pontiac selling anc! 


.; Harold R. Armstrong 
olden sr., Reading, Pa.; L. E. Turner, 
erman J. and Walter 


land, Somerville, 


J. W. Julian 


Seated at rear are A. C. Ditz, assistant 


added, “the public wants the gov- 
ernment in business, if you can be- 
lieve the election results.” 

Mosher said that the Truman 
Administration had won such 
prestige in the election that its 
ideas on government’s role in 
business must be taken “much 
more” seriously. 


Although Secretary of Commerce 
Charles Sawyer was a_ featured 
speaker at the NAM _ conclave, 
Mosher said that business finds 
“most serious dereliction” in the 
Department of Commerce, to which 
he said business has looked in vain 
for protection such as the depart- 
ments of agriculture and labor 
offers farmers and workers. 


Sawyer told NAM delegates that 
heavy defense spending will prob- 
ably make adoption of voluntary 
allocation controls necessary in the 
petroleum, construction, electric 
power and non-ferrous metal indus- 
tries. 


The present voluntary allocation 
program of the iron and steel in- 
dustry probably will also have to be 
extended, he said. Sawyer’s speech, 
reportedly approved by President 
Truman, had been eagerly awaited 
for a hint of future Administration 
attitude toward business. 

But nowhere in Sawyer’s speech 
was there any mention of com- 
pulsory production, allocation or 
price controls, Neither did Sawyer 
give any hint on future Adminis- 
tration policy on taxes or labor 
legislation. 

Sawyer said that voluntary allo- 
cation programs, if needed in cer- 
tain basic industries, would likely 

(Continued on Page 63, Col. 1) 





Breech to Give Report 


On Ford Foreign Setup 


DETROIT.—Ernest T. Breech, 
Ford’s executive vice-president, 
will report Tuesday to Ford’s 
management group on his survey 
of the company’s foreign proper- 
ties. Breech has just returned 
from Europe with William Gos- 
sett, legal counsel, and Graeme 
Howard, head of Ford’s interna- 
tional division. 

Ford officials refused to com- 
ment on a report that Breech 
will propose a reorganization of 
the international setup. 








DeSOTO REGIONAL MANAGERS IN DETROIT—DeSoto's 18 regional managers met in 


Detroit recent 


to hear plans for a forthcoming service campaign instituted by the factory. 


J. 8. Wagstaff, sales vice-president, is shown speaking to them. 





A 








AUTOMOTIVE NEWS, DECEMBER 13, 1948 














rm 
wr 


0 
Li 
ais 
rn 
+) 
3} 
I 
' 
a 





ARROWHEAD OLDSMOBILE CO. 
5370 WESTERN AVE., CHICAGO, ILL. 


FOR THE 


, v1 


y aS 
OLDSMOBILE 





Hydra-Matie Drive, white 
sidewall tires, optional at extra cost. 


More and more Oldsmobile dealers are thinking 
ahead . . . building for the future . . . building now! 
This ultra-modern showroom is just one of an ever- 
increasing number of handsome, new “Futuramic” 
homes to house the famed Futuramic Oldsmobile. 
And Oldsmobile dealers are going Futuramic inside 
as well as outside! For matching strides with the 
structural styling of these dealerships are the modern 
maintenance facilities . . . the advanced customer 
services. This “Build Now for Tomorrow” program 






takes its cue from the car that’s styled for tomorrow 
... the Futuramic Oldsmobile. Seldom in the history 
of motoring has one car so dominated the field . . . 
seldom has one car enjoyed so many competitive ad- 
vantages. There’s extra sales appeal in every striking 
line of the “Futuramic” design . . . in the “no-clutch, 
no-shift” action of GM Hydra-Matic Drive, plus the 
added safety in the automatic downshift feature, 
Whirlaway! No wonder Oldsmobile dealers every- 
where know—“It’s SMART to Be with Olds!” 


“er 
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Whe Smitt Deal 


... 18 OLOSMOBILE! 
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Sawyer Reassures Business 
At 100 Millionth Fete 





‘Proud of the Majority’ 


South Carolina Assn. President Says Probe 
Ignored the Equitable Dealers 


(Continued from Page 1) 
sideration to the two groups who|If this growth occurs, demand for 


make industry go—labor and man- 
agement,” he said, 

“Men point to the automobile 
industry as an illustration of the 
way our system works for the 
benefit of the whole economy. It 
is one of our great national assets. 

“The United States is not the only 
country which produces automo- 
biles—but is the only one in which 
most of the workers who make 
them can afford to buy them.” 

+ * * 

ECLARING “our democratic 

capitalist society has expanded 
beyond the fondest dreams of our 
fathers,” the cabinet member asked 
whether “today it is healthy, 
whether it can be kept healthy, 
what may be required to keep it 
healthy, in view of currently in- 
creasing inflation and possible pros- 
pective depression.” 

The answer, he said, depends 
upon “the opportunities for steady 
growth of our own economy and 
that of the other friendly nations.” 





automobiles will be heavy for an in- 
definite period at home and abroad, 
Sawyer said. 

Domestically, he pointed to pop- 
ulation growth, rising living 
standards, full employment, the 
fast growth of su areas, 
and the shift of the population 
westward —and to the develop- 
ment of new models, more eco- 
nomical in the use of fuel —as 
stimulating domestic demand for 
new cars, 

“Abroad,” according to Sawyer, 
“the world only awaits stability to 
greatly increase its demand for 
American cars, and one of the ways 
to increase purchasing power abroad 
is to invest capital in foreign pro- 
ductive facilities, which is what the 
automobile industry has been doing 
for decades, 

“Stimulation of foreign travel 
helps foreign nations to acquire dol- 
lars to buy American cars and other 
products, and in this the automobile 
industry has been helpful by en- 








“I still have one more payment 
to make.” 


couraging (through the Interna- 
tional Road Federation) road im- 
provements.” 


Fire Hits O. F. Taylor 


ATLANTA.—The building at 271 
Davis St. N.W., occupied by the 


O. F. Taylor dealership, the Coun- | congressional committee had gone a 


ties Automobile Supply Co. and a 
garage, was damaged by fire Nov. 24. 
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By L. D. Bray 
Staff Correspondent 


SPARTANBURG, 8. C. — Harold 
W. Simmons of Charleston, presi- 
dent of the South Carolina Automo- 
bile Dealers Assn., says the Macy 
committee’s investigation of auto- 
mobile dealer operations “over- 
emphasized the wrongdoings of the 
few,” adding that he was “proud of 
the way the vast majority of the 
automobile dealers have conducted 


their business.” 

“In a recent investigation by a 
congressional committee,” Sim- 
mons declared, “it was brought 
out that certain automobile deal- 
ers have taken unfair advantage 
of the general public. While these 
cases have been singled out and 
publicized, no mention has been 
made of the vast majority of au- 
tomobile dealers that have been 
fair and equitable in their deal- 
ings with the public. 

“Also, it is believed that if this 


step further in its investigation the 
fact would have been disclosed that 


Vail Pittman 


* One of a series of ad- 
vertisements based on 
industrial opportunities 
in the states served by 
Union Pacific Railroad, 


Unite with Union Pacific in selecting sites and seeking new markets in California, Colorado, Idaho, 


*Address Industrial Department, Union Pacific Railroad 
Omaha 2, Nebraska 


UNION PACIFIC RAILROAD 


Kansas, Montana, Nebraska, Nevada, Oregon, Utah, Washington, Wyoming 


the majority of cars bought at these 
exorbitant prices have in turn been 
resold by the purchaser at a still 
higher price, 

“The basic principle of the mer- 
chant is to buy his goods at the 
least amount he can and sell it to 
his customer at the greatest profit 
it will stand. 

“But this is not true with the 
automobile merchant. He must 
purchase his goods at a discount 
and sell it to his customer at a 
suggested delivered price. He 
must also give the kind of service 
to the public that will warrant his 
getting repeat business. 

“When the war came, the busi- 
ness of the automobile dealers was 
taken away overnight, although the 
overhead was not diminished and 
the dealers carried on with practi- 
cally no income except that ob- 
tained from the service depart- 
ments, thereby keeping intact dur- 
ing the conflict the vast transporta- 
tion system of this great country. 

“The dealer body was willing and 
proud to make this their contribu- 
tion to the war effort, but they do 
resent having the name of the en- 
tire industry besmirched by the 
wrong doings of the few... .” 


Packard 


(Continued from Page 1) 

Greiner told the council that 
three-year franchises, which he 
called “a sharp departure from 
present general practice in the 
automobile industry,” have been 
under consideration by the com- 
pany for several years. 

Packard dealer franchises cur- 
rently, as in the past, are renewed 
on an annual basis. 

* * ” 
XTENSION to three-year peri- 
ods, where merited by require- 
ments, for example, on customer 
service facilities, “would introduce 
a new element of heightened sta- 
bility in the dealer-factory associa- 
tion with direct benefits to Packard 

owners,” Greiner said. 

“There are many problems,” he 
said, “which must be solved first 
in connection with a proposal of 
this kind, and the guidance of the 
council is certain to prove valuable 
should it be finally approved.” 

Members of the nine-man coun- 
cil include these Packard dealers: 

Tom Reed, Reed Auto Sales, Den- 
ver, representing dealers in Min- 
neapolis and Kansas City zones; 
E. Gray Smith, Nashville, for St. 
Louis and Atlanta zones; H. E. 

Foulkrod, Packard Cleveland, 

Inc., for Cleveland, Chicago, De- 

troit and Cincinnati zones, 

Also, John Babcock, Babcock Mo- 
tors, Spokane, Wash., Salt Lake 
City and Portland (Ore.) zones; P. 
E. Amey, Packard Toronto Motors, 
Ltd., all zones in Canada; G. W. 
Smith jr., Packard-Bridgeport, Inc., 
Bridgeport, Conn. for Packard 
dealers in New York, Boston and 
Philadelphia zones. 

Also, L. T. Perryman, Spickard 
Automobile Co., Sacramento, Calif,., 
for Los Angeles, San Francisco, 
Phoenix and Reno zones; J. F. 
Evans, Coyne & Evans, Inc., Pitts- 
burgh, for Pittsburgh, Buffalo and 
Washington zones, and Albert 
Meek, Packard Shreveport Co., 
Inc., Shreveport, La., representing 
dealers in the Dallas zone. 




















* * o 

REINER also disclosed that the 
council members headed up a 
survey among all their dealer-con- 
stituents on subjects ranging from 
Packard’s current “open book price 
policy”’—under which detailed 
prices on new cars and accessories 
are prominently displayed in deal- 
ers’ showrooms—to changes in the 
company’s car distributing system. 
The results of the survey, Greiner 
said, were “enlightening.” He noted 
that 93 percent of the recommen- 
dations made by the council since 
its formation in 1945 are either in 
actual use or under development. 


McKown Elected Head 


Of South Bend Group 
SOUTH BEND.—The Third Dis- 
trict Auto Dealers Assn. of Indiana 
has elected the following 1949 offi- 
cers: Fred McKown, president; 
Andrew J. Goes, vice-president, and 
Charles Howlett, secretary. 
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The New Hudson—the first and only car you step down 
into — achieves true streamlining and today’s lowest 
silhouette as the natural result of a basically new de- 
sign principle available in no other type of automobile! 


VERY time your eyes linger on a New Hudson, you 
E are admiring beauty that is as genuine as nature 
at her glorious best! : 
For this stunning streamliner has fresh, modern styling 
that begins deep inside the car with a recessed floor 
which is the key to the “step-down” principle of design— 
the exciting idea that turns the corner of tradition, opens 
up new opportunities for genuinely beautiful lines! 
Yes, for years, whenever men have sought to create 
the ideal in low-built motor cars, without lowering the 
interior floor, they’ve had to keep top lines high to 
preserve inside head room, or reduce inside roominess 
to get top lines down—an unsatisfactory compromise 
in either case. 

And even with compromises, no car has ever matched 
the glamorously low silhouette Hudson brings you today! 
This is because Hudson—and Hudson alone—has the 
recessed floor that makes it possible to move lounge- 
size seats down to harmonize with the new, lower top. 





This use of a “step-down” zone in an exclusive, all steel 


Monobilt body-and-frame* enables Hudson to build the 
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The only car you step 


~ Hudson 





lowest car on the highway—yjust five feet from ground 
to top—yet this automobile has more head room than 
in any mass-produced car built today! 

The exciting, more than skin-deep beauty of the New 
Hudson is the natural result of this basic “step-down 
construction, which is so right it frees the designer of 
the need for makeshift. 

Just as with all great new ideas, there are many impor- 
tant advantages from the “step-down” design.** 
Because this is a completely new kind of automobile, the 
center of gravity is the lowest in any American stock car 
and everybody knows this is the key to steady, snug 
riding. Hudson has a hug-the-road way of going in all 
speeds to such a degree that it provides an entirely new 
conception of what modern motoring pleasure can be! 
People who try the New Hudson see in short order how 
this car’s precise engineering makes it wonderfully easy 
to steer and control, how its thorough streamlining gives 
its masterful power plant full opportunity to perform at 
its brilliant best. In fact, it’s widely agreed that Hudson 
is so far ahead it’s a protected investment in motor car 
value—and that’s why public interest in this amazing 
‘ar is at a very high level! 

* Trade-mark and patents pending. ** The many advantages in 


Hudson's “step-down” design are explained in a booklet available 
at the nearest Hudson dealer’s. 


——down into 





Eight body atyles in Super Series and Commodore Custom Series. Your choice, 121 h.p. all-new Super-Siz or 128 h.p. masterful Super-Eight engine. Super-Cushion 
tires, Ten rich body colors, Two special colors or five two-tone combinations—white sidewall tires—at extra cost. Hudson Motor Car Company, Detroit 14, Michigan. 














Illustrated above—Interior, Hudson Commodore Club Coupe, typical 
of the roomy, luxurious interiors in all New Hudsons. 


AUTOMATIC GEAR SHIFTING in forward speeds is provided by 
Hudson's Drive-Master transmission—by far the easiest of all 
ways to drive. You can accelerate as long and as fast as you like 
in pick-up gear, then lift your toe momentarily, and you're in 
high. The shift into high comes only when you are ready! Button 
control on the instrument panel provides instant change to 
conventional driving if ever desired. Drive-Master transmission 
is optional on all New Hudsons at small extra cost. 





HUDSON FLOORS are re- 
cessed down within the 
frame (shown above), seats 
are lowered, so you get 
more than ample head room 
in this car with the new, 
lower center of gravity. 


So Bais itor anna ss 


YOU RIDE DOWN within a base frame (shown above), and rear 
seats are positioned ahead of the rear wheels so that full body 
width becomes available for wonderfully roomy seats—four 
inches wider than the car is high. Box-section steel girders en- 
circle and protect the passenger compartment. 








REPORT ON DEALER COUNCIL—Seventy-one Lincoln-Mercury dealers of the Kansas oy 
district assembled in Oklahoma City recently to hear J. Roy Murray, left, Corpus Christi, 
Tex., and William W. Agnew, right, Kansas City, review the recent national dealer council 
conference in Detroit. Shown chatting with Murray and Agnew before the meeting are V. S. 
Nicholson, manager, Fred Jones, Inc., Oklahoma City (second from left); Ralph F. Lynn, 
Kansas City district sales manager (center), and Fred Jones, head of Fred Jones, Inc. 


which Richard Bale launched fol- 
lowing his purchase of Southwork- 
Hoflin Motors in November, 1947. 
Officers of the new firm are Ed- 
mund Lowe, president; Bale, vice- 
president, and Otto J. Senter, sec- 
retary. 


Bale & Lowe Motors 


Articles of incorporation were 
filed in Olympia, Wash., for the 
Bale & Lowe Motor Sales, Inc. 
(Kaiser-Frazer), Raymond, Wash. 
The new corporation takes over 
the business of Bale Motor Co., 
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NADA Refutes Macy on National Gouge 


(Continued from Page 1) 


that dealers throughout the United 
States had between Jan. 1 and Aug. 
1, 1948, gouged customers out of 
$450,000,000 by overcharges and 
other sharp methods. 

“No substantial evidence of any 
kind which would tend to prove 
the $450,000,000 ‘gouging’ allega- 
tion ever has been offered by the 
subcommittee. The figure doubt- 
less was arrived at by averaging 
alleged ‘gouges’ in the cases of 
five Washington dealers and then 
multiplying the average amount 
obtained by the total number of 
new-car deals in the nation dur- 
ing the first seven months of 1948. 


“This imaginary figure was ‘justi- 
fied’ in an official press release in- 
troducing the subcommittee’s pwtblic 
hearings by the statement that in- 
formation received from different 
parts of the country indicated the 
five Washington cases under exam- 
ination were typical of others 
throughout the trade. Thus some 
45,000 new-car dealers into whose 


Take advantage of 
HYATT Experience 


As builders of the first, and today the finest roller bear- 
ings, Hyatt, in more than half a century, has accumulated 
a lot of application experience which should be helpful 


to you. 


Hyatt engineers are at your service, glad to assist you 
in solving your bearing problems whether you are de- 
signing a new machine or piece of equipment or modern- 


izing an existing design. 


Hyatt Roller Bearings are used by thousands of leaders 
in the automotive—industrial—agricultural—petroleuam— 


construction and transportation fields, Costs you nothing 


to invite a Hyatt man to confer with you. Hyatt Bearings 
Division, General Motors Corporation, Harrison, N. J. 





operations the subcommittee never 
had inquired specifically were pub- 
licly smeared, regardless of their 
guilt or innocence. 

“Once the national ‘gouge’ state- 
ment had made headlines, it was 
dropped by investigators. 

* © a 

At OF the major sales practices 

of the five metropolitan Wash- 
ington dealers criticized by the sub- 
committee have throughout the last 
three years been the object of a 
nationwide drive by the National 
Automobile Dealers Assn. as a body, 
most of its 35,011 individual mem- 
bers and its more than 60 affiliated 
state, regional and urban groups. 

“In emphasizing the unfairness of 
these practices and their ultimate 
damage to the dealers using them, 
the subcommittee has lent support 
to the national association’s long- 
established campaign. 

“Failure of the hearings to fully 
clarify the situation surrounding 
charges made at the retail level 
for ‘extra’ accessories was a dis- 
appointment to many dealers. It 





HYATT ROLLER BEARINGS 








is a subject of general interest 
which NADA will stress in its 
continuing dealer-customer infor- 
mational campaign. 

“Originally the investigators al- 
leged that new-car dealers were 
chiefly responsible for loading new 
cars with needless accessories. As 
the hearings proceeded, however, it 
developed that the term ‘extra ac- 
cessories’ covered a wide field. 

“Often it included such items as 
automatic transmissions and over- 
drives, heaters, radios and other car 
parts which are built in at the fac- 
tories and are non-removable, yet 
they are billed to dealers as ‘extras’ 
and must be added to the factory 
list prices of cars. 

“It also developed that it is the 
custom of various factories to ship 
unattached ‘extra’ accessories to 
dealers and urge the sale of as 
many of them as possible to new- 
car customers. The subject is some- 
what technical and difficult to un- 
derstand so that in many cases 
dealers are being blamed for a sit- 
uation they cannot remedy unaided. 

+. 


“T\UE TO NADA’s better trade 
practices campaign having been 
carried on in great part within the 
industry, its national scope has not 
been generally appreciated. The as- 
sociation now believes that because 
of new interest in what the dealers 
are doing themselves, as a body, to 
eliminate questionable trade activi- 
ties, facts about the drive, begun in 
1946 and pursued steadily ever 
since, should be made available. 
“Therefore, a brochure summariz- 
ing the current new-car situation 
and the efforts of the trade to im- 
prove dealers’ sales ethics is being 
prepared for wide distribution. It 
will contain reproductions of post- 
ers, newspaper advertisements, radio 
scripts, newspaper releases and offi- 
cial statements by leaders of the in- 
dustry all aimed at trade evils simi- 
lar to some revealed by the Macy 
subcommittee. 

“The NADA campaign has been 
directed from association head- 
quarters in Washington and offi- 
cials of the organization know 
that the sound policies and prac- 
tices urged upon dealers have 
been widely adopted by them. 
Copies of the brochure will be 
mailed to editorial writers, radio 
commentators, members of Con- 
gress and other interested persons. 

“NADA knows also that thou- 
sands of its members by supplying 
good transportation to their many 
customers at uninflated prices dur- 
ing the postwar period have saved 
car buyers millions of dollars and 
rendered a distinct public service. 
This phase of dealer activities will 
be covered in the brochure. 

“Finally, NADA agrees with 
Chairman Macy’s statement, made 
during the hearings, that whatever 
‘housecleaning’ is needed should 
come from within the industry and 
not through Congress. The associa- 
tion long has insisted that the hon- 
est dealers, acting through their 
national organization, should wipc 
out all bad trade practices within 
their power. To this end NADA has 
given and will continue to give its 
full support.” 


Canadian Plants 
Ship 25,057 Units 
During October 


OTTAWA, Ont.—Factory ship- 
ments of motor vehicles advanced 
to 25,057 units in October compared 
with 23,775 the previous month and 
25,479 in October of last year, the 
Canadian government reported last 
week. 

Imports from the U. S. in Octo- 
|ber totaled 1,151 units, including 
800 passenger cars and 351 com- 





mercial vehicles. 

Canadian factory shipments in 
October included 18,017 passenger 
cars, of which 13,184 were for sale 
in Canada and 4,833 for export. 
Shipments of commercial vehicles 
numbered 7,040, involving 5,545 for 
sale here and 1,495 for export. 

Shipments in the first 10 months 
of this year dropped to 210,079 
units compared with 213,465 in the 
same period last year, the report 
stated. 


William Ullman, Washington correspon- 
| dent, keeps AUTOMOTIVE NEWS readers 
| up to date on political and economic trends 
‘in the nation’s capital every week, 
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“I was in my middle teens when along came 
World War I, and I joined the Navy. A spell at Great 
Lakes and then a trainload of us gobs started west to 
board ship at Seattle. At some whistle stop in Montana, 
a group of friendly cowboys met us with free cokes and 
cigarettes. That was a big moment in my life. I liked 
those happy guys . . . told them I’d be back; and when 
the fighting stopped I lost no time getting there. 





3 “The more I thought it over, the surer I was 
that here was an interesting business. I always liked 
machinery . . . especially engines. And being still too 
young for the branding iron, I was free to roam the 
range till I found the best grazing. I'd saved a few 
dollars. That took me back east to Chicago and a course 
in automobile mechanics. Then, I hustled right back to 
Wyoming and opened a small repair shop on the main 
route to my favorite Park. 


“I made lots of friends for miles around and 
business was good. There were always plenty of cars 
corraled in my shop and getting good attention. Then, 
one day in 1934, a man from the DeSoto factory stopped 
by. I showed him around and we had quite a palaver. 
A few months later I signed up and I’ve been a DeSoto- 
Plymouth dealer ever since. 














an old Cowhand 
_ thats doin’ grand 


Reading time: | minute, 56 seconds 





“I worked on big ranches and I even followed 
the rodeos. Then, one day in Yellowstone I signed up 
to herd government-protected buffaloes around the 
National Park. Well, roaming along with them, I had 
plenty of time to think about where I was heading. That 
was when I got interested in the tourists’ cars that rolled 
in and out daily. Seemed to me there was room for them 
even in the cattle country. 







be . —— = a 
4 ““That was the smartest hunch I ever rode. Folks 
tell me I’m still a rancher at heart and it’s true. I still wear 
a ten-gallon hat. But the acres and livestock I own are 
just for pastime. Selling and servicing automobiles is 
my real business. Hobbies? Yes ... one! That’s delivering 
those classy De Soto ‘Suburbans’ to my friends.” 
Write for our free booklet containing a et ZO. 
number of these typical success stories taken ; 


from our files. Chrysler Corporation, 341 
Massachusetts Ave., Highland Park 3, Mich. = 
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Chrysler Corporation 


PLYMOUTH ¢ DODGE ¢ DE SOTO « CHRYSLER * DODGE "Job-Rated” TRUCKS 
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This is the ad that, entirely on his 









own initiative, Chevrolet dealer, 
L. E. Priest, wrote and placed in 
the Johnstown (Ohio) Independ- 
ent on October 14, 1948. 


The entire national or- 


ganization is back of 







every Chevrolet dealer, 


large or small. 






Thank you, Mr. Priest. 


We'll always do every- 







thing we can to protect 


and improve your cus- 






tomer relations. 
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This is Mr. L. E. Priest, the author of the ad opposite and the 
owner of the Johnstown Motor Sales. A portion of the dealership’s 
Parts and Accessories Department is shown above. Below is a 
view of Johnstown, Ohio, (population 1,000) where Mr. Priest 
has won success and esteem as a Chevrolet dealer. 
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oe end: CHEVROLET 


These are the points from which parts were rushed 
to Mr. Priest’s dealership in order that faster and 
better service could be given to a customer. In all, 
Chevrolet maintains 45 warehouses and 12 master 
depots strategically spotted across the country as 
shown here to facilitate the flow of needed parts 
to Chevrolet dealers everywhere. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 
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Report From Eastern Seaboard .. . 


Dealers See Further U. C. Dip Before Rise 


By Jim White 
Associate Editor 


ALBANY, N. Y.—Used-car deal- 
ers attending the Tim Anspach 
used-car auction here last week ex- 
pressed feeble hopes that market 
conditions will show improvements 
before spring. However, they feared 
it is more likely that conditions will 
be worse before improving. 

Over 60 dealers from the Eastern 
Seaboard, upper New York state 
and New England were in attend- 
ance. Few expressed optimism over 
prospects of retail trade during the 
winter months. 

Mid-February is looked upon as 
the earliest possible date for re- 
newal of active trading, and only 
then if the season is mild, Only 
a few dealers said they expect 
prices to rise substantially at 
that time. 

Terms imposed by Regulation W 
is the greatest factor in present 
market stagnation, dealers said. 
Under present requirements, cus- 
tomers of ordinary income who 
want to move up to a ’48 or °49 


must have a '46 or later model to 
trade in, thereby allowing an un- 
paid balance of $500 to $1,000. 

Owners of prewar cars find their 
vehicles cover little more than the 
down payment, leaving a huge un- 
paid balance at high monthly in- 
stallments. 

Dealers scorned the idea that the 
cream has been removed from the 
used-car business. Actually, they 
pointed out, an intelligent dealer 
operating a sound business is still 
selling cars at retail and making 
money. The margin of profit is 
smaller but in some cases volume 
has held fairly well, they declared. 


“Until we get this business down 
to the level where the ordinary 
person can afford to purchase a car 
without a heavy unpaid balance 
hanging over his head, we can’t 
look for heavy volume,” one Mary- 
land dealer declared. 

Anspach believes that normal re- 
tail trading will result when '46 and 
’47 Ford, Chevrolet and Plymouth 
cars wholesale around $1,000 to 
$1,100, with later models rising pro- 


portionately according to their con- 
dition. 

Steve Parenti, Schenectady deal- 
er for over 25 years, is strong in 
his criticism of dealers who re- 
fuse to liquidate over-priced 
stocks and get down to buying 
and selling at the new levels, 

“If these dealers are taking a loss 
now, it will be worse later on,” he 
declared, “The longer they hold on, 
the harder will be their fall.” 


Parenti believes that the average 
wholesale price for ’46 and '47 Big 
Three units this spring will hang 
around $1,100. Such levels would 
permit fair markups. Higher prices 
will only prolong public apathy to 
purchase postwar cars at prices ex- 
ceeding their original delivered 
price, he said, 

Anspach blamed the public’s buy- 
ing strike on (1) Regulation W, 
“which imposes impossible terms on 
the purchaser,” and (2) “dealer in- 
sistence to keep retail prices up.” 


In addition, he said, dealers who 
have over-invested in their stocks 
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It’s still called an auto. At differ- 
ent times, different people have 
suggested the following names for 
cars: Gasmobile, autokinet, carleck, 
cabine, auto kimet, ipsometer, vic- 
torine, kineter, sineque. 


will have to take their losses and 
start in again. 

“Before the used-car business can 
again become healthy,” he said, 
“dealers will have to offer some- 
thing to the public. We have to 
get down to a point where ’46s and 





The NEW WALKER ELECTRIC LIFT 
with EXTRA WIDE BEAM SPACING 


/ MEANS More Freedom of Movement 


¥ MEANS Increased Under-Car Accessibility 
v MEANS Greater “Mechanic” Working Space 


/ MEANS Better Work and More Utility 





@ Here is the new Walker Electric Lift, re-engineered 
to meet, even more adequately, the demands of mod- 


ern service. 


the frame of the car—out of the way—bringing all 
under-car parts into easy working distance. 


Take a good look at the under-side of this ““Walker- 





The new, extra wide beam spacing providing ten 
extra inches of working space between the beams was 
developed in cooperation with car factory service 
managers to provide maximum working space, in- 
creased under-car accessibility and broader utility — 
for maintenance, lubrication, undercoating, for any 
under-car service. 

32 full inches of clearance places the beams under 


WALKER MANUFACTURING CO. OF 


Lifted” car and you will realize how the new extra 
wide beam spacing now extends the famous Walker 
Open Work Zone from the floor to the bottom of the 
car. 

Here is the finest investment any service operation 
can make. Here is greater profit insurance. Here is a 
piece of equipment that pays its way and pays a 
dividend. 

WISCONSIN 


WISCONSIN - RACINE, 


Also Makers of Walker Jacks, Exhaust Silencers and Oil Filters 


Always open for business 





’47s can be bought as used cars at 
prices well below their original de 
livered price. 

“That condition may force such 
units to wholesale around $1,000 
to allow for adequate markup, 
but still fall within the public’s 
desire,” Anspach said. 

Anspach’s auction is conducted 
every Monday, starting at noon. He 
runs his auction as ringman for 
the auctioneers, Dave and Telford 
Chambers. Anspach works closely 
with the auctioneer, whipping up 
bids in a fast sale routine, Results 
show in the large percentage of 
sales. This is due partially to the 
class of merchandise offered, but 
much credit must go to the fast- 
selling teamwork of ringman and 
auctioneer. 

Anspach is well acquainted with 
most of the dealers who come to 
his auctions, since the larger share 
of his trade is from repeat buyers 
and sellers, He doesn’t hesitate to 
show he’s the boss of the show, 
often clamping down on poor credit 
risks or those who have misrepre- 
sented vehicles in the past. In this 
way, he protects dealers making 
purchases at his auction and curbs 
bad check purchases, 


By the same token, those with 
good reputations do not pass un- 
notited. Anspach meets both par- 
ties with candor and directness. 

A partial list of sales made at 
the auction Dec. 6 follows: 


A 1948 Plymouth super deluxe 
2-door sedan, with miles but clean, 
was sold for $1,600. 


A 1948 Hudson Commodore 8 se- 
dan with 2,000 actual miles went 
for $2,050. 

A 1948 Pontiac station wagon, 
loaded with accessories, clean and 
with 4,000 miles, was bid up to 
$2,150; no sale. 

A 1946 Hudson 2-door, fair and 
25,000 miles, got a top bid of $1,050; 
no sale. 

A 1946 Cadillac (62) 4-door, 
bumped up slightly enroute to the 
auction, collected $2,120. 

A 1948 Chevrolet Fleetline aero- 
sedan, a cream puff, was bid up 
quickly to $1,900 but not sold 
when the owner asked $2,000, An- 
other such model, bid up to $2,- 
025, was not sold when the dealer 
demanded $25 more, 


A 1948 Nash convertible, loaded, 
5,000 miles and three months old, 
sold for $2,025. 

A 1947 Ford 2-door, fairly clean, 
went at $1,310. 

A 1940 Lincoln-Zephyr 4-door was 
bid up to $460; no sale. 

A 1940 Pontiac 2-door, rough, was 
bid up to $470; no sale. 

A 1949 Mercury 2-door, with 3,000 
miles, went at $2,300. The owner 
declared he was “hurt for $125” on 
the deal. 

A 1949 Ford convertible, loaded 
and with only 290 miles, was no 
saled at $2,200. Owner sought an- 
other $50. 

A 1948 Cadillac (62, practically 
new, was bid up to $3,500 but was 
“no saled” when the owner sought 


A 1947 Studebaker Champion 
sedan, very clean but with 24,000 
miles, rang the register at $1,530. 
A 1948 Ford, loaded with extras 
and sporting only 12,000 miles, 
went at $1,520. 

A 1947 Dodge 4-door, clean and 
17,000 miles, was “no saled” at $1,- 
600; owner wanted $1,750. 

A 1940 Studebaker 4-door, 46,000 
miles but fairly clean, drew $570. 
A 1947 Chrysler Windsor 4-door 
sedan was “no saled” at $1,960. 

A 1941 Mercury 4-door sold for 
$620. A 1941 Chevrolet 4-door sold 
for $810. 


Oct. Auto Sales 
Down, Trucks Up 


In N. Carolina 


RALEIGH, N. C.—New car reg- 
istrations in North Carolina for 
October this year trailed totals of 
the same period last year, accord- 
ing to a compilation of car and 
truck registrations made by the 
North Carolina Automobile Dealers 
Assn. 

The association figures show Oc- 
tober registrations at 5,053 passen- 
ger cars this year as compared to 
5,137 passenger car registrations for 
the same period last year. 

At the same time, October truck 
registrations this year exceeded to- 
tals for the same period last year, 
2,498 to 2,060, association figures 
revealed. 
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To Clear Up Misunderstanding . . . 
NYC Tells How to Meet the Press 


| geoning: who go to movies get 
some dizzy ideas of newspaper- 
men. And businessmen who listen 
to advertising salesmen get some 
even screwier ideas. On most pa- 
pers, except the small ones, the 
working press rarely sees an ad- 
vertising man. And editorial men 
resent suggestions from the adver- 
tising department on how to play 
stories. 


For these reasons, Automotive 


Standards Assn. 
Alters Test for 
Safety Glass 


NEW YORK. — The development 
of new types of heat-absorbing 
safety glass for motor vehicles has 
brought about a change in the tests 
for safety glass approved by the 
American Standards Assn., it is re- 
ported here. The new types of glass 
are used in vehicles that are air 
conditioned for service under high 
temperatures, 

Heat-absorbing glass used in 
buses for operation across the des- 
ert and in very high temperature 
areas is manufactured to transmit 
less light than is the standard re- 
quirement for ordinary types of 
safety glass. 

As a result, the test requirements 
used for licensing automobiles and 
buses required a higher percentage 
of light transmittance after the test 
than was practical for the heat- 
absorbant type of glass. 

The revised section of the code 
now recognizes this problem and 
provides a lower percentage of light 
transmission for safety glass used 
in the side and back windows of 
motor vehicles than had been re- 
quired in the original tests. 

The revision has been issued as a 
separate one-page document entitled 
“American Standard Discoloration 
Test for Safety Glass,” available 
from the American Standards Assn., 
Inc., 70 E. 45th St., New York 17. 


Employment Dips 
In Rhode Island 


PROVIDENCE, R. I.—(UTPS)— 
Key Rhode Island industries went 
into a tailspin following Labor Dav 
with manufacturing payrolls down 
1.3 percent in October and off 7.9 
percent for the year. 

This decline came in a month 
which ordinarily shows an upward 
trend as industry swings into new 
season production. However, in 
September only the jewelry indus- 
try showed any signs of a pickup. 
Even here, the industry was em- 
ploying 3.8 percent fewer workers 
in October than a year ago. Textile 
mills were employing 10.6 percent 
fewer workers than last year. 


* ae 
Price Promotion 
Hudson Dealer Advertises 
Listing in Utica 

UTICA, N. Y.—Howard F. New- 
love, Hudson dealer on Oneida 
square, is promoting the sale of new 
Hudsons by advertising price— 
somethi:z that hasn’t been seen in 
the auto advertising field here for 
some time. 

Newlove ran a newspaper ad that 
featured $2,313 in bold type. Said 
copy: 

“Do you know that a new 1949 
Hudson Super Six, 6-passenger, 121- 
horsepower, 2-door sedan delivers 
in Utica, equipped with weather 
control heat unit, super cushion 
tires, triple safety brakes, fluid 
cushion clutch, chrome alloy block 
and dozens of other features for 
only $2,313? 

“This is less than many used cars 
listed for sale in this territory. 
Place your order now at Howard 
F. Newlove.” 


Provinces May Push 
Road Plan Alone 


MONTREAL.— Three Canadian | 


provinces, Saskatchewan excluded, 
were said last week to be prepared 
to construct the western section of 
the Trans-Canadian highway with- 
out waiting for federal aid. E. R. 
McFarland, president of the South- 
ern Trans-Canada Highway Assn., 


said, however, that federal assist- 


ance would still be welcome. 





News occasionally runs material 
on the working press. The other 
day we came across an interest- 
ing booklet along this line called 
“How to Meet the Press.” It was 
prepared by the public relations 
department of the New York Cen- 
tral Railroad Co. 

The booklet brings up a point 
about which there is a good deal 
of confusion. That is the so-called 
“off-the-record” material. It means 
different things to different people. 

* * * 
T° CLEAR it up, NYC says that 
if you are giving information 
to help a newspaperman under- 
stand something but which you do 
not want published at all, say it 
is not for publication. 

If you are giving information 
which you do not wish attributed 
to you (there can be a number 
of legitimate reasons for this) but 
which you do not mind being 
published, say it is not for at- 
tribution. 

Most newspapermen, the booklet 


PUSH-BUTTON STARTING 


says, are honest and proud of their 
integrity. They will accept your 
cocktails as a mark of hospitality, 
but you can’t buy them for love 
nor money. 

. ” * 


HERE is some specific advice 
given in the booklet: 

1. Keep cool. It doesn’t pay to 
show irritation, even if you feel it. 
The best course is to explain the 
company’s position thoroughly, fair- 
ly and clearly. 

2. Sometimes you won’t know the 
answer. It happens to all of us. 
Say so frankly. If you get the dope 
later, let the reporter know. It may 
be too late, but he likes to be the 
judge. 

3. Reporters and their bosses 
don’t like red tape, evasive answers 
or standoff treatment. If they get 
it, what might have been a favor- 
able story may never be written. 

In extreme cases, an unfavor- 
able story may appear on page 
one under a large headline, 
whereas under normal circum- 
stances it probably would have 


varying from new-car d 
“faculty” at the 
subjects. Here C. 


appeared inside, unless it con- 
cerned outstanding news. 

4. On telephone inquiries con- 
cerning controversial or otherwise 
difficult subjects, it sometimes pays 
to promise to call back in a few 
minutes—and use those minutes in 
developing an unmistakably clear 
reply. 

5. If you are going to participate 
in a press c:nference, it is a good 
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TEACHER AND cr ane ae 120 district oy are taking “post-graduate courses" 

in to maintenance of the 

novel university" includes factory executives 
E. Briggs, assistant general sales manager, gives the district managers an 

illustrated talk on "The District Manager's Job." 


If-million Packards now in use. The 
who teach their specialized 


idea to prepare a written statement 
on essentials of the announcement 
you wish to make. And have plenty 
of copies available. 


6. There is never any reason or 
excuse for coloring or stretching 
the facts. 

7. Obstructionism adds up to 
trouble, and seldom stops the news. 

8. The facts are seldom as bad 
as wild rumors. 








with 


Wwe Bendix’ 


PREFERRED FOR THE FINEST CARS... 


AU 







USED BY TWO OF THE THREE LEADING QUANTITY PRODUCERS! 


of over 70,000,000 installations. Equally impor- 


Every day more and more people are enjoying 
the ease and convenience of push-button starting. 
As a result of this ever-growing popularity, they 
are learning to look for this feature when buying 
an automobile. You can add push-button starting 
to your car with the Bendix* Starter Drive. It’s the 
best proved drive in the industry—with a record 


NO MATTER WHAT 
1T BETTER—DO 


DO 


tant is the fact that, with the Bendix Starter Drive, 
you get the recognized selling advantages of 
push-button starting at the lowest possible cost. 
Investigate the many advantages of the versatile 
Bendix Starter Drive. Your inquiries are invited. 


*REG. U. S. PAT. OFFICE 


TYPE OF STARTING YOU SELECT—YOU CAN 
iT FOR 


LESS WITH BENDIX DRIVE! 





ECLIPSE MACHINE DIVISION of 


Detroit Office: 8-212 General Motors Bldg. 


ELMIRA, N. Y. 


AVIATION CORPORATION 








16 


No Need Seen 
For Canadian 


Finance Curbs 


OTTAWA, Ont. — Testifying on 
consumer credit before the Royal 
Commission on Prices, Robert 
Bromley, public relations expert of 
General Motors Acceptance Corp., 
said here motor vehicle financing in 
Canada is largely free of abuses 
which have prevailed in the busi- 
ness in the U. S. 

Legislative action to check finan- 
cial abuses appears unnecessary in 
Canada, he said. 

Bromley produced figures disclos- 
ing GMC is financing purchases of 
more vehicles now than in 1945, 
but number of contracts has not 
reached 1939 levels, with larger per- 
centage of cash sales being respon- 
sible for the difference, 

Another witness, John Smyth, 
president of Industrial Acceptance 
Corp. of Montreal, engaged in 
financing new and used vehicles, 
presented figures revealing his 
firm’s accounts receivable for auto- 
mobile and truck financing on Dec. 
31, 1939, was about four times be- 
low the level on Sept. 30, 1948. 
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TAKES THE MELANCHOLY OUT OF NOVEMBER DAYS—Tom Boyd, Inc. (Ford), Grotes 


Pointe, Mich., had this colorful window display 
assume a more sombre hue. It was the work o 


during November when gardens in the No 
f Fred MacDougall, the dealership's used-car 


manager, who cleverly surrounded the Ford convertible with potted "mums" of all varieties 
and colors against a background of fall foliage. 


Pennsylvania Increasing 


All-Weather Tire Output 


JEANETTE, Pa.—A high demand 
for mud and snow tires has resulted 
in increased production of Pennsyl- 
vania’s Vacuum Cup Cleat tires, 
R. B. Cave, vice-president in charge 
of sales, Pennsylvania Rubber Co., 
reports. Cave attributes the un- 


precedented demand for all-weather 
tires to the scarcity of steel for tire 
chains and to the use of lower 
pressure tires on the newer model 
cars, A great number of last year’s 
mud and snow tires have become 
outmoded because of the varying 
tire sizes of the new automobiles, 
he notes. 


By Arthur E, Jones 
Staff Correspondent 

A FIRST-CLASS row is brewing 
in the United Kingdom over 
the nationalization of the steel in- 
dustry, with the motor manufac- 
turers backing the critics. Produc- 
tion in Britain’s auto industry is 
controlled only by the limited sup- 
plies of steel; more steel would 

mean more cars for export. 

No U.K. car producer is satisfied 
with his allocation of steel, but at 
least he knows that the furnaces 
are turning out more and more 
steel, so that better output from 
the country’s steel works lead him 


to expect that he may get a bigger 


share. 
But nationalization of the indus- 


try might well send steel output 


down, in th opinion of British car 
firms, They point to the industries 
already nationalized, where the first 
results have invariably been less 


output and higher prices. The cost 
of steel today is the major factor 
in keeping car prices so high, but 


Auto News From Britain 


Lower Output Feared if Steel Is Nationalized; 
Export Market Seen Brisk in ’49 


NO EDITORIAL FORMULA 





OUTSHINES NEWS 


People want to know what's happening. News is important; news 
is vital to the automotive dealer. On the basis of news today he 


shapes tomorrow's policies. 


Automotive News is the Newspaper of the industry—founded to 
relay to its readers news of engineering, manufacturing, selling 
and servicing. Automotive News is not a ‘‘how to’’ publication— 
telling you how to repair cars or paint them (although it contains 
news of such servicing operations); it is not a “merchandising” 
publication telling you how to sell cars (although it features sales 
experience stories); it is not a ‘puff sheet’ featuring personalities 
and manufacturers. Automotive News is a newspaper—first, last 
and always—and consequently its columns are READ. Every survey 
shows readership the highest of any automotive publication. 


Read Not Only In The Front Office 
But Also In The Back Shop 



















Automotive News is, first of all, a ‘‘front offiice’’ publication—and 
we're proud of that, because it is the dealer himself who makes 
the decisions and pays the checks. More dealers read Automotive 
News than any other automotive publication. In addition, however, 
Automotive News is also read by the men in the service department, 
in the parts department, and by the sales department. Continuing 
surveys show that, every time. News of parts and accessories, of 
methods and means, is as important to the men in the service shop 
as to dealers. They read about it first in Automotive News. 


That news is what readers want to read is attested by the fact that 
Automotive News now has the highest circulation in its history— 
more than 35,000 A.B.C.—at the highest subscription price ($8 
per year) and is still growing. It pays to invest your advertising 
dollar in a publication so well liked and well read. 


PENOBSCOT BUILDING, DETROIT 26, MICHIGAN 


Representatives: NEW YORK, Edward Kruspak, advertising manager, 5! E. 42nd St., 
Marray Hill 6-0104; CHICAGO, J. Goldstein, western manager, N. Michigan Ave., 
Crate 2.6273; LOS ANGELES, R. E. Delbier, 2506 W. 8th St., Federal 0303; 

DETROIT, Dick Webber, Penobscot Bidg., CHerry 0495. 


















nationalization of the steel industry 
might mean another increase, 


In the battle being planned 
against the Socialist move to in- 
troduce the steel bill, it is known 
that the motor industry is lending 
strong aid, but the government 
will have time to press the bill 
through Parliament before the 
next elections, and, with labor’s 
big majority, it is difficult to see 
how the opposition can expect to 
defeat the measure. 

The opposition believes it might 
even stop the bill going through; 
or, in any case, water it down from 
the all-out nationalization measure 
envisaged by the government, From 
past history of these bills in Parlia- 
ment, I should say that the hope is 
small, and the steel bill will go 
through very much as it stands. 
Any attempt by the House of Lords 
to throw it out will be squashed, 
and the reader can safely say that 
the nationalization of Britain’s steel 
industry will be complete by the 
beginning of 1950. 

oa . 


Show Thronged 

TTENDANCES at the Motor 

show have been breaking rec- 
ords, and the exhibition has become 
so packed on occasion that the 
doors had to be closed. 

Those in charge of stands have 
had their work cut out to prevent 
thefts from the cars, and several 
dodges have been tried by custom- 
ers to get a car quickly. The wait 
of at least a year before delivery 
upsets the buyer, and instances 
have been quoted where prospects 
have posed as doctors in order to 
get priority. 

s 


Export Optimism 


FIGURES issued by the Society of 
Motor Manufacturers and Trad- 
ers show that exports of cars in 
the first nine months of this year 
totaled 168,610, and were valued 
at about £178,000,000, representing 
about 75 percent of production. Big- 
gest market was in Australia, with 
39,218 cars, followed by the U. S. 
buying 15,848, 

Already exports are 30,000 more 
than the whole of last year, and 
the sales success of the Motor show 
indicates that models coming off 
the production lines next year will 
have no trouble in selling overseas. 

Successful production of cars 
for the export market has given 

the complete answer to the gov- 
ernment on what private enter- 
prise can do, and the 

would be even greater if all the 

raw materials were available. The 

free steel industry has been able 
to keep the motor factories going 
with its most important raw ma- 
terial, even if this has not been 
at anything like full capacity. 

What the supply position will be 

under nationalization fills the mo- 

tor industry with alarm, 

Quite evidently the market for 
U.K. cars in 1949 will be as rosy 
as ever. The show has made this 
abundantly clear. 

Those models aimed at the mar- 
ket for small and medium-powered 
cars have hit the target with over- 
seas buyers, and all the cars in 
these categories which can be pro- 
duced next year should find ready 
markets abroad. 

* + * 


Road Building 
ves development of motorways 
in Britain is soon to be put 
underway. A bill is before Parlia- 
ment indicating that 800 miles of 
motorways will be given priority 
once labor and materials become 
available. These motorways will be 
reserved for motor transport. 

A report by the British Road 
Federation, Institution of Highway 
Engineers and the Society of Motor 
Manufacturers and Traders has 
been presented to the minister of 
transport to show that the operat- 
ing costs on a motorway, compared 
with an all-purpose highway, would 
be reduced by 32 percent for a 10- 
ton truck and by 17 percent for a 
seven-ton truck. 

If road transport costs could be 
cut, then exports would be in- 
creased by virtue of falling prices. 
The report urges priority for the 
construction of these saving motor- 
ways, 


... ei 
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AUTOMOTIVE 


AN Call SEA 


SAFE « NO PETROLEUM SOLVENT : UNDERWRITER’S LABEL 


UNDERCOATING ON ALL APCOSEAL 


(PAT. APPLIED FOR) 





THE UNDERCOATING THE INDUSTRY HAS WANTED FOR YEARS 
PROVEN BY LEADING AUTOMOBILE DEALERS AND MANUFACTURERS 


° 1. Apcoseal will not ignite in barrel. 
Even with an acetylene torch. 


2. Apcoseal will not burn while spraying. 
There is no fire hazard. 


3. Apcoseal is odorless—no toxic fumes. 
According to leading industrial hygienists. 


4. Apcoseal will not freeze. 
Even at temperatures 10 degrees below zero. 


5. Apcoseal is a chemical dispersion. 
Contains no petroleum solvent. 


6. Apcoseal sprays at 45 pounds pressure. 
Clean—no masking. Just drop cloth over cowl. 


7. Apeoseal will not drip or splatter. 
Easy to keep floor and equipment clean. 


8. Apcoseal dries like plastic—never brittle. 
Retains elasticity for life of vehicle. 


9. Apcoseal unlike any other undercoating. 
Dries from bottom up—not skin down. 


10. Apcoseal costs more to make and buy. 
Less to use—best for service. 





A NEW BOOK FOR CAR DEALERS 


“THE ED: ZB 


THE HOLE DOES IT 


a 





Here is a really valuable book for car dealers— and tips that any dealer can apply. Will sell for a bill, 








soon off the press. Wish we had written it, but we but with our compliments to all good, honest automo- 
didn’t. Doesn’t mention Apcoseal either. Written by a bile dealers who rush their reservation on their letter- 
successful GM dealer, with a quarter of a century head—while 36,423 last. 
experience—mostly about service—(And how!). Hu- Why not order at least one barrel of Apcoseal and 
mor that packs a wallop of experience. Ilustrated by get started right now. Guarantee you will like it, or 
famous cartoonist. Many valuable systems, formulas your money back quick. 






aan i Direct AAU Inguiries To 
APCO TOWER APCOSEAL CORPORATION 


1241 NO. WELLS ST. 
CHICAGO 10, ILLINOIS 


WHITEHALL 4-2180 





PRODUCTS | 


CHICAGO 


Bruns & Collins, Inc. oes 
1455 8, Michigan Avenue KANSAS CITY ST. LOUIS OKLAHOMA CITY DETROIT AKRON DE KALB, ILL. INDIANAPOLIS CINCINNATI 
h mpany, Inc. The Inde; dent Oil Company A. L. Haskins & Company Grow Solvent Company, Inc. Apcoseal Distributing Co, Frizol & Beckman COLUMBUS 
Famous Lubricants Sherwood & Company - 31 N. Summit 141 W. 4th Street DAYTON HOUSTON 


124 W. 47th Street 3333 Roanoke Road 3930-60 Chouteau Avenue 3437_N. W. 20th Street 14100 Stansbury 


AUTOMOBILE DISTRIBUTORS AND JOBBERS WILL BE INTERESTED IN OUR MERCHANDISING PLAN 
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AUTOMOTIVE WASHINGTON 


Sawyer Gives Formula 
For Halting Inflation 


William Ullman 


3 oe Correspondent 
er the 53rd Congress of American Industry, 
staged under the sponsorship of the NAM, Secretary 
of Commerce Charles Sawyer made it plain to his listeners 
that any enlargement of military expenditures by the fed- 
eral government “will almost certainly call for economic 


controls of various kinds.” ¢- . 
In the first administration | . 


outline of economic policy 
since the November election, Saw- 
yer declared that “breaking the 
inflation spiral is the No. 1 task 
before the country.” 

He deplored the Republican tax 
reduction of 1948, which he said 
had prolonged the inflation by 
lowering the surplus available for 
debt reduction. He failed, however, 
to say whether the administration 
will ask the new Congress to in- 
crease taxes. In calling for the co- 





operation of in- 
dustry to help 
stop inflation, 
Sawyer warned 
that it must “be 
done carefully 
and wisely.” 

“We do not 
wish to cause 4 
depression by go- 
ing back down 





William Uliman 


said. 
The secretary pronounced the 





iT ADDS UP 


| 
FAST... 







This is the added income you bring into your parts 
and service departments when you use the Universal 
C.1. T. “one-a-day plan.” Here’s how it works— 


When you arrange financing with collision insurance 
for only one customer a day (say twenty a month), 
you are building a self-replacing pool of 480 insured 
customers. Actual records show that two in every 
five of these insured customers will file collision 
losses within twenty-four months—and these 
collision losses will average $280 income to you 
because as a matter of policy collision repairs will be 
referred back to the dealer who sold the car. 


You can figure how it all adds up to an extra income 
of $53,760—but it’s easier to let your Universal C. I. T. 
representative show you. He’s got it all down 

in dollars and cents. 


This is only one of many profit opportunities 
developed during a two-year continuing study 
by Universal C.I. T. of dealer problems. The 
complete study is now available in presentation 


form—be sure to see it! 
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following prescription for keeping | 
high-level prosperity — and high | 
employment—while tackling the in- 
flation problem: 

“If every group and government 
agency which is spending will exer- 
cise restraint even though the ef- 
fort is difficult, if essential mili- 
tary expenditures are not too large, | 
if labor and business will exercise | 
restraint in the matter of wages | 
and prices, if food prices can be | 
brought down in an orderly way, 
we can unquestionably move into 
a less feverish atmosphere where 
labor will still be fully employed, | 
at good wages, farmers will still) 
be prosperous, and business will | 
continue to.make money.” 

Sawyer said the fact that de- 
mand is still far outrunning sup- 
ply is the principal factor in the 
existing inflation and that as 
long as this continues efforts 
must be made to hold demand 
in leash. 

“We must face the fact,” he said, 
“that we may not be able to pro- 
duce enough immediately to sup- 
ply the consumers with all they 
would like to buy and business men 


the spiral too| with all the capital goods they 
precipitately,” he| would like to procure, and at the 
same time do all we must do in 
the way of national defense, for- 





$53,760 


EXTRA 
INCOME 











UNIVERSAL C.1.T. 


UNIVERSAL C. 1.7. CREDIT CORPORATION -~ 





OVER 300 LOCAL OFFICES 





IN PRINCIPAL CITIES 


| poods now being carried out be- 
,is.cen key industries with the -co- 
cperution of the Department of 
Ceon.merce. 


















Service 


* * * 


UT, HE added, allocations of 

scarce commodities to key in- 
dustries will not of itself be suffi- 
cient to check inflation. He ex- 
plained, however, that the volun- 
tary system now in effect has 
given the government “valuable ex- 
perience which will make it easier 
to set up an expanded system” if 
that should become necessary. 

Sawyer failed to answer one 

question t in the minds 
of the industrialists: Whether 
the administration proposes to 
ask Congress for power to insti- 
tute mandatory controls if it 
feels they are needed. 

He admitted that some of the in- 
flationary forces “can be controlled 
by the government alone” and 
mentioned the pressures deriving 
from military spending, foreign aid 
and large-scale public works. He 
called particularly for a review of 
public works projects to see where 
reductions in spending can be 
made to help in the solution of the 
economic problem. 

The secretary added that “the 
government is also responsible for 
adjusting fiscal policy to meet 
changing economic’ conditions.” 
The inflation situation, he added, 
requires building a surplus to re- 
tire the national debt. 


What T-H Law 


hh 


~ 


“On cars with 40 percent more 
window area we gotta charge for 
the wiping off.” 

eign aid and other government ex- 
penditures. 

“To the extent that supply and 
demand are still out of balance, a 
a major reliance must be put on 
restricting demand.” 

The secretary praised the system 
of voluntary allocations of scarce 


Does 


EN the Taft-Hartley act was 
put through, over President 
Truman’s veto, it was sorely need- 
ed—and the law was the work of 
Democrats as well as Republicans. 
The new law established equal 
rights and responsibilities for man- 
agement and labor in their rela- 
tions. 

Also, and of great importance, 
it provided increased safeguards 
for the rights of individual work- 
ers. For example, it protects him 
against discrimination or threats 
by union officials or his employer; 
it guarantees him the right, as an 
individual, to contribute to and 
participate in the political activi- 
ties of the party and candidate of 
his choice. 

It also prohibits the union from 
spending his dues for political pur- 
poses—which might run counter to 
his own desire. It makes it possible 
for him to take a job without hav- 
ing first to join a union—a union 
which might decline him member- 
ship. It protects him from being 
charged a higher fee than other 
workers to join a union. 

It guarantees him the right to 
know all the details of his union’s 
finances, fees, dues, constitution 
and by-laws and methods of se- 
lecting officers. The worker also 
is given the right to vote secret- 
ly to accept or turn down his 
employer’s final offer of settle- 
ment in disputes held to be na- 
tional emergencies. 

The Taft-Hartley law, far from 
making slaves of the workers, guar- 
antees the right to strike and safe- 
guards their right to collective 
bargaining. Indeed, it further as- 
sists the process of collective bar- 
gaining. It prohibits unfair labor 
practices by employers. 

The law also safeguards the 
rights of employers. It permits 
them to discuss labor-management 
relations problems with their em- 
ployes—which they could not do 
under the administration of the old 
Wagner act. 

It protects the business of an 
employer against secondary boy- 
cotts, jurisdictional and represen- 
tation disputes of unions, and it 
gives the employer the right to file 
unfair labor practice charges 
against a union or its agents— 
which it could not do under the 
Wagner act, although that legisla- 
tion provided for union charges of 
unfair labor practices against em- 
ployers. 

The right to sue a union or its 
agents for violation of a contract 
also is provided, just as the worker 
is given the right to sue an em- 
ployer. The employer is protected 
from demands that he pay for serv- 
ices which are not performed 
(featherbedding). 


| These are provisions which 
| should not be opposed by any one 
—employer or union leader—unless 
he is seeking monopolistic control 
by big business or monopolistic 
control by big labor. 
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YOU NEED “UP-TO-DATE FIGURES” ON THE PHILADELPHIA MARKET 
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MARKET IS OUTSIDE THE CITY LIMITS... 


Don’t be misled about the Philadelphia Market! 


It’s twice as big as the city itself. Out in the pros- 
perous surrounding 13 counties, lives the majority Compare then “Up-to-Date Nawine”.. 


of the population in this Philadelphia Market Area. NOT JUST THE “HUB” —BUT 
THE WHOLE RICH MARKET! 


To capture this entire buying area—to reach the DAILY SUNDAY 
INQUIRER INQUIRER 


Fo OF FAMILY COVERAGE 


combined population of more than 4,000,000 
persons—to sell them—you need THE INQUIRER. 


77.8 86.5 


Read the Chart and YOU’LL SEE ONE OF THE wer 
MANY GOOD REASONS WHY THE 

INQUIRER HAS CARRIED MORE ADVER- 
TISING THAN ANY OTHER PHILADELPHIA 
NEWSPAPER FOR 15 CONSECUTIVE YEARS! 


WITHIN 
ac. MILES 
WITHIN 

50 MILES 





NOW IN ITS 15TH CONSECUTIVE YEAR OF TOTAL ADVERTISING LEADERSHIP IN PHILADELPHIA 


Che Philadelphia Pnguirer 


Exclusive Advertising Representatives 





T. W. LORD, Empire State Building, N. Y.C. ROBERT R. BECK, 20 North Wacker Drive, Chicago GEORGE S. DIX, Penobscot Building, Detroit 
Longacre 5-5232 Andover 3-6270 Cadillac 6005 


West Coast Representatives: FITZPATRICK & CHAMBERLIN * 155 Montgomery St., San Francisco. Garfield 1-7946 « 448 S. Hill St., Los Angeles, Michigan 0578 
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Here’s City-by-City Report... 


Effects of Reg. W Shown in Survey 


FOUR BUILDINGS—The new truck center of Burkett Motors (Dodge-Plymouth), Houston, 
Tex., covers 49,360 square feet and represents an investment in buildings, machinery and 
equipment of $480,000, according to President Harry J. Burkett. The building is lighted by 
three neon signs and 775 feet of neon tubing mark all the roof borders. Floodlights cover 
the entire service area. The truck center is open 24 hours daily. 





R.I. Sales Hit 
Alltime Peak 


PROVIDENCE, R, I.—(UTPS)— 
Registrations of passenger cars and 
trucks in Rhode Island reached an 
alltime high at the end of October, 
according to figures compiled by 
the state registry of motor vehicles, 

The figure, 207,107, compared with 
the previous high of 206,682 in 
March of this year. The Oct. 31 
aggregate was 13,356, or 6.9 percent 


© 1048 THE Comnd WAST PUBLICATIONS INC. 





set the Fashion for thousands of others. 


when she sees your car in Vogue. 


Some 400,000 readers like her 


turn to Vogue for what’s in Fashion... and, in turn, 





larger than the 193,751 reported last 
year. 

Passenger cars totaled 179,329 last 
month, up 11,546 or 6.9 percent from 
the 167,783 cars registered in the 
same month a year ago. Truck 
registrations rose 7 percent, from 
25,968 to 27,778. 


Carroll Appointed 
Bolen-Garfield, Inc. (Ford), Man- 
chester, N. H., has announced the 
appointment of Charles H. Carroll 
as used-car manager. 


Here is a city-by-city report on 
the effects of Regulation W on 
the auto business. (See summary 
on page one.) 


St. Louis 


New-car dealers in St. Louis re- 
port no material slowdown in pur- 
chases of new models since Regula- 
tion W became effective. There 
have been but rare instances when 
delivery was refused. This is said 
to be particularly true in the 
higher-priced field. 


However, in the high-priced 
used-car field, sales have slacked 
considerably because of the large 
down payment required, 

One dealer reported that three 
prospective purchasers of used-cars 
in this field were unable to consum- 
mate the deals because of the size 
of the down payment stipulated by 
Regulation W. 

Another used-car dealer said that 
contrary to the effect of Regulation 
W during the war when used-car 
purchasers had plenty of money 
and sales of used cars were brisk 
there has been a material effect en- 


what 


VOGLE 


SAYS: GOES 


A word from her...is a word for you... 





countered at the present time. Sales 
in the used-car market have been 
curtailed sharply. However, dealers 
have not reduced prices to any 
marked degree, anticipating that 
conditions will improve. This pre- 
sumption is based largely on Presi- 
dent Truman’s expected recom- 
mendation to the Congress for an 
increase in the minimum wage 


scale. 
> . > 


Butte, Mont. 


Twelve passenger-car dealers of 
this city’s 16 dealers split six and 
six on whether Regulation W 
forces many dealers to turn down 
delivery. 

Variance on this general con- 
clusion began to show up in the 
breakdowns with four yesses to 
five noes in the low-price class; 
six yesses to three noes in me- 
dium-priced cars, and four to 
four in the high-price bracket. 

Three dealers in each category 
replied that the customer was hurt 
now; the customer will be hurt 
later; customer and dealer are 
hurt now, and neither customer 


od 


RAWLINGS 





nor dealer is hurt by Regulation W, 

After seeing the regulation in 
operation for a couple of months, 
three dealers favor it; three 
thought it made no difference— 
these three dealers indicated a ma- 
jority of cash sales rather than 
contracts or had few cars available 
on account of model changeovers. 
Six dealers did not favor continu- 
ance of Regulation W. 

A composite of dealers’ re- 
marks pro and con reflects feel- 
ings toward the matter: We 
don’t like it, it isn’t necessary, 
and is definitely hurting business. 
Both buyer and seller are getting 
hurt; we’d rather have the op- 
portunity of offering buyers a 
longer payment period. 

It’s no good; it’s slowing down 
car sales; it is absolutely wrong; 
they should allow 24 months and 
no more than third down so work- 
ing people—people who have 
enough trouble meeting the down 
payment with an old car to trade 
in—won’t have too big a worry 
about payments. 

Favoring were those who believed 
that there was nothing wrong as 
far as new car sales were con- 
cerned, though it was bad for old 
car sales. Good also because it 
prevents low down payments; 
though rough on the term buyer, 
the financing cost is less. 

* * * 


Atlantic City 
South Jersey automobile dealers 
agreed generally that Regulation W 
has had a depressing effect on the 


market, and attribute skidding 
used-car prices largely to that 
factor. 


The squeeze on new cars was 
felt most in the medium-price 
fields. 

L. Edison Mathis (Studebaker), 
president of the Atlantic County 
Automobile Dealers Assn., said that 
“without question” 10 to 15 percent 
of potential buyers were unable to 
take delivery on new cars which 
they had ordered. His estimate 
covered all price ranges. 

“Buyers aren’t able to cope with 
the size of the payments required 
now,” he declared. “They just 
can’t take on the burden; after 
all, the economic situation has 
worsened, buying power today is 
not what it was a year ago.” 

Mathis rapped the regulation 
sharply as unsound economics. 

“It is poor thinking,” he said, “to 
make a man stay out of the market 
or take on a financial burden he 
cannot handle.” 

Edmund M. Townsend said that 
the ruling had no noticeable effect 
on the sales of high-priced cars, but 
that customers sometimes had to 
refuse delivery of medium-priced 
cars. 

“There has been a noticeable 
decrease in orders,” he declared. 
“The ruling has hurt business. 
Many people who would buy a 
better car if they could stretch 
payments over a long period of 
time are turning to the low-priced 
lines because that is all they can 
afford.” 

Townsend also felt that used-car 
prices suffered. 

George Fiedler, sales manager for 
E. James Peters Co, (Ford), re- 
ported that Regulation W is un- 
doubtedly serving to depress the 
market generally, but that his com- 
pany had experienced no ill effects. 

At Eastern Motors (Dodge-Plym- 
outh), George Steinhardt, sales 
manager, echoed Fiedler’s_ senti- 
ments and admitted that the effect 
on sales was not as great as he had 


expected. 
+ of * 


Atlanta, Ga. 


Regulation W has already caused 
a number of new-car cancellations 
in the medium-priced car range, 
and it is expected to take an even 
heavier toll in future months, a 
survey in the Atlanta area reveals. 


Many dealers, however, report 
that the new regulation has had 
little if any effect. This was par- 
ticularly true in the higher-price 
car range. 


“Some of our customers prob- 
ably will be forced to buy a 
cheaper car or one with fewer 
accessories, but we’ve seen no 
drastic results yet,’ commented 
L. Stavoren, sales manager at 
Atlanta Packard Motors, Inc. 


One dealer in medium-priced cars 
(Continued on Page 26, Col, 1) 
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Post-Election Loss 
Lessened by Stocks 


By George Deery 
Associate Editor 


THE MARKET executed a pleas- | lines. 


ing reversal in the week ended 
Dec. 4, with the Dow-Jones indus- 
trial average climbing to 176.22 on 
increasing volume, which is always 
a good sign. The low this year was 
165.39, compared with a high point 
of 193.16. 

November and the first week in 
December furnished plenty of ac- 
tion marketwise, and in November 
alone the industrial average ranged 
from 171.20 to 189.76, flirting within 
a short distance of the top and 
bottom for the year. 

While many of the Dow the- 
ory exponents are of the opinion 
that the rise is intermediate, it 
has been a good recovery from 
the post-election low, considering 
the gloom that overtook a large 
segment of the business com- 
munity. 

It can be added that a large 
part of this dismay and doubt can- 
not be traced entirely to the fact 
that Dewey lost the election. 

There are several other problems 
that remain to be resolved before 
what many believe to be a bear 
market can be turned into one of 
bullish proportions. 

7 + 


Which Are Best? 

TN A post-election analysis, Bache 
& Co., members of the New 

York Stock Exchange, lists what 





Earnings 


F. L. Jacobs Co.—Net profit for 
the fiscal year ended July 31 
amounted to $409,838, after provi- 
sion of $313,159 for federal income 
taxes. This compares with a net 
loss of $219,786, after federal tax 
refund of $83,000, for the fiscal year 
ended July 31, 1947. Consolidated 
net sales for the fiscal year ended 
July 31, 1948, totaled $37,085,326 as 
compared with $32,888,048 in the 
preceding fiscal year. In a letter 
to stockholders, Rex C. Jacobs, 
president, said that of total sales 
for the year, “approximately 54 
percent represented automotive 
business, while appliance sales ac- 
counted for 25 percent and Coca- 
Cola vending machine sales 
amounted to 21 percent, in contrast 
to the previous year when total 
sales were about evenly divided 
between automotive and appliance. 
Coca-Cola machines were then just 
getting underway. “Automotive 
sales for the year increased 16 per- 
cent, reflecting expanded business 
in our old-established line and in- 
troduction of new products,” he 
added. ie 


Cleveland Graphite Bronze _ re- 
ports net profit of $586,620 for the 
third quarter of 1948, equal after 
preferred dividend requirements to 
87 cents a share. This compares 
with $363,192, or 51 cents a share, 
in the third quarter of 1947. Sales 
in the quarter just ended were $6,- 
833,781 as compared with $5,666,768 
in the corresponding quarter last 
year. Net profit for nine months 
of 1948 amounted to $1,676,508, or 
$2.48 a common share, while sales 
were $20,330,953. In the correspond- 
ing period last year profit was 
$2,443,309, equal to $3.66 a common 
share, on sales of $23,826,259. 

~ - = 


United States Rubber—Net earn- 
ings for the nine months ended 
Sept. 30 were $15,216,798 after all 
charges, including a provision of 
$11,624,657 for income taxes and 
$907,264 for foreign exchange losses 
resulting from devaluation of cur- 
rency in Latin American countries. 
This is equivalent to $6.42 a share 
on the common stock. Net sales 
for the nine months were $431,930,- 
181, Earnings were 3.5 percent of 
sales. Net earnings for the nine- 
month period of 1947 were not re- 
ported since the company did not 
issue quarterly reports last year. 
Net for the first six months of this 
year was $10,889,643, equivalent to 
$4.70 a share. 

* 


* 
Bower Roller Bearing — Nine 
months: Net profit, $2,064,138, com- 
pared with $1,913,110 last year. 








































it considers the favored industries 
and the stocks of firms in these 


The “better grade” issues for 
the automotive group include 
Borg-Warner, Chrysler and Gen- 
eral Motors. Under the “more 
speculative” classification in the 
Bache summary are Doehler-Jar- 
vis and Studebaker. The automo- 
tive is not rated as one of the 
“most attractive” industries. 
Neither is petroleum included in 
the “most attractive” category. In 
the “better grade” column are Gulf, 
Phillips, Socony-Vacuum and 
Standard Oil of New Jersey. 

The “more speculative” group is 
made up of Amerada, Ohio, Pure 
Oil and Skelly. Both Goodrich and 
Goodyear are called “more specu- 
lative.” The rubber industry also 
fails to come under Bache’s appro- 








Auto Stocks 

Dec.6 Nov. 29 
Chrysler .................... 53% 50% 
oe % 6% 
General Motors ...... 58% 57% 
aa 18% 12% 

Kaiser-Frazer ........ 9% 8 
Nash-Kelvinator .... 15% 15% 
eitpnncntiiingtews 43, 43, 
Studebaker .............. 21% 21% 
ae ee 1% 1% 
Willys-Overland .... 7% 1% 

Average for —_ 

10 Stocks ........... 19.40 19.22 





bation as one of the “most attrac- 
tive.” 
+ * * 


Shorts Boost Stake 


[He New York Stock Exchange 
report on the short interest for 
the month ended Nov. 15 showed 
an increase in all the motor issues 
listed in the compilation for the 
first time in several months. 

Such action by this group was 
contrary to the general trend, the 
total for all issues showing a 
slight decline to 982,408 from 
982,714 in the Oct. 15 report. 
Short positions of 5,000 shares or 
more were indicated for 46 of 


1,417 stocks listed on the Big 
Board. 


Gain in the short side for Chrys- 
ler was to 20,774 from 18,288 Oct. 
15. General Motors rose to 24,816 
from 22,208, and Studebaker stood 
at 9,672 against 8,175 in the Ex- 
change’s Oct. 15 report. The posi- 
tion in Standard Oil of New Jersey 
dropped to 2,331 shares from 7,982, 
and Richfield Oil’s total declined 
to 4,005 from 8,990. 


New-Car Sales 
Off in October, 
But Still Top *47 


DETROIT.—For the first month 
since June, 1948, new-car registra- 
tions have shown a tendency to 
flatten out. The total for October 
in new-car registrations is expected 
to reach 287,000 units, which is less 
than for any month since June, R. 
L. Polk & Co. reports. 

Registrations from 36 states show 
a total of 185,947 new passenger 
cars. This is only 3,000 above totals 
for the same states in October, 1947, 
when 182,258 new cars were reg- 
istered. 

On the basis of cars licensed in 
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the 36 states, Polk statisticians esti- 
mated that should present ratios 
hold for states yet to be tabulated, 
the total for the month would 
approximate 287,000 units. In Sep- 
tember, the total was 296,339; in 
August, 317,388, and in July, 291,206. 

New-truck registrations from 37 
states thus far tabulated for Octo- 
ber likewise show a slight down- 
ward trend, a total of 51,894 units 
being registered, as compared with 
55,507 units for the same states in 
October, 1947. The total new-truck 
registration for October is expected 
to reach 81,000 units, Polk officials 
said. 

The leveling off in car and truck 
sales during October was attributed 
by Polk to material shortages, 
strikes in supplier plants, new-car 
model changeovers, reestablishment 
of credit controls and other factors. 





Customer Service 


Harbor Motor Co. (Ford), 7810 N. 
Lombard St., Portland, Ore., has 
inaugurated a personal delivery 
service for its customers. Using a 
Ford station wagon the firm takes 
customers to work and return while 
cars are being serviced. 








New model cars with angled windshields admit more sun- 
glare. Drivers of these cars find a particular need for VISILITE. 


eh 


VISILITE CORPORATION 


1905 N. MICHIGAN AVENUE e 


Is never in the way. 


* 
e 
* 
@ Lasts the life of the car. 
* 
é 


Gives scientific eye protection. 
Does not change outside appearance of car. 


Reduces harmful glare 85-88%. 
Easily installed in an average of 15 minutes. 


SAGINAW, MICHIGAN 


LASTING SATISFACTION 


KE e 2 _—— 
ae et 
? ” 
ene. 

one ae. a 





VISILITE LIGHT FILTER 


Metal visors, goggles and movable 


i 
See 
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gadgets were not the answer. 


VISILITE IS! No loss of vision. No 


wind resistance. Optically true. No 


tive against 





Send us: 


Dealer's Name 


City. 


ccc ee ee 


VISILITE CORPORATION, Bex Ne. 1211, Saginaw, Michigan 


Visilite sets, make of car. 
Visilite sets, make of car. 
1948 Models 9.75 list less 40%, cost 5.85 


EXCEPTIONS: Cadillac, Olds 98, Packard and 1948 Hudson: 12.50 
list less 40% or 7.50. All 1949 Models 12.50 list less 40%, cost 
7.50. Open account— 10th prox. net. 


BUICK, KAISER-FRAZER AND NASH DEALERS: WE NOW HAVE 
VISILITES FOR YOUR 1949 MODELS. 
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traffic light trouble. Equally effec- 


sun and headlights. 
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Which member of this 





Yes, if you’re looking for influence in the family buying 
council, you can discount the fellow at the right. He’ll wag his 
tail about a new car any time—provided he’s taken along 
for a ride. 


But don’t discount any of the others. And don’t overlook 
them in your advertising. For each exerts a tremendous 
influence on the final decision. 


Does this mean that you must use a variety of media to 





to cast a vote in 





get full coverage of the entire family group? Not necessarily. 


An easier (and much less expensive) way is to concentrate in 
the one medium that reaches a national audience embracing 
more men, more women and more teen-agers than any 
national magazine or Sunday supplement. In fact, more than 
some of them combined! 


That medium is Metropolitan Sunday Magazine Group—the 
national network of 26 Sunday Magazines, independently 


Metropolitan Sunday 


THE NATIONAL NETWORK OF SUNDAY MAGAZINE PICTURE SECTIONS * INDEPENDENTLY 
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family is least likely 


buying a new car? 





published and locally edited by 26 of the country’s most in- 
fluential Sunday newspapers. 


Not only do these Sunday Magazines reach every third 
family in the country, but—according to all available studies 
—they are given by those families the highest average 
inside page readership of anything in print. 38,000,000 
readers altogether—men, women and teen-agers—in 15,000,000 
homes coast to coast. 


And remember—this readership takes place on Sunday— 


Magazine Group 


when the whole family is together, with enough time to 
discuss a purchase of major proportions. 


Most important of all, perhaps, from an automobile adver- 
tiser’s standpoint, is the fact that most of these families reside 
in the counties that traditionally account for the registration 
of 17,000,000 cars! 


Have you heard the whole Metropolitan Sunday Magazine 
story lately? 


PUBLISHED, LOCALLY EDITED, PRINTED IN GRAVURE, FOR 15,000,000 FAMILIES 
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By Jim White 


Associate Editor 


Demonstration of the product in 
actual operation is a unique fea- 
ture of television in automotive 
advertising, says C. J. French, ad- 
vertising manager, Chevrolet Mo- 
tor division. 

“Television has added a ‘third 
dimension’ to Chevrolet advertis- 
ing,” French asserts. “Previously 
our advertising had to rely on the 
printed word or picture in news- 
papers, magazine and outdoor ad- 
vertising, or the spoken werd in 
radio. 

“But with television, the pros- 
pective customer is given a real 
demonstration of the car in use, 
just as if the salesman called to 
give him a ride. He sees and 
hears the product in operation.” 

French pointed out two recent 
Chevrolet television commercials as 
examples. One is the so-called 
“weather forecast” commercial 
which uses the top of a Chevrolet 


_@ SPRING TUNE-UP © 


Affecting Factories and Dealers... 
Auto Advertising 
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convertible to indicate a change in 
the weather. Bad weather is sig- 
nified by raising the top. Good 
weather is forecast by the lower- 
ing of the top. The weather tele- 
casts have been a feature in the 
New York City area, sponsored by 
the Chevrolet Dealers of Metropoli- 
tan New York. 

Other commercials feature actual 
demonstration of doors and other 


working parts of the car. 
* * ” 


L-M Ad Parley 


Chairmen of the Lincoln-Mer- 
cury Dealers Advertising commit- 
tees met with company sales and 
advertising executives in Detroit 
the week of Dec. 7 to review 1948 
advertising activities and discuss 
the 1949 program. 

Dealers attending include Paul T. 
Henson, Syracuse, N. Y.; J. H. 
Fassitt, Philadelphia; D. A. Nye, 
South Bend; H. B. Edwards, Fort 
Wayne, Ind.; S. J. Brenza, Cleve- 
land; George Flerlage, Grand Rap- 


... and all forward-looking dealers from coast 
to coast will profit. 


Here’s the over-all plan. As each natural service 
selling season approaches, two full pages in 
Collier’s will be devoted to a dramatic presen- 


tation of the vital need for preventive service. 


Millions of car owners will be stimulated to 


action by the unbiased, yet urgent Collier’s 
P. S. messages. But .. . and this is mighty 





SUMMER SAFETY CHECK- 


ids, Mich.; Glenn H. Smith, Des 
Moines; K. M. Matthews, Charlotte, 
N. C.; H. H’Lavac, Hempstead, N. 
Y.; T. E. Willis, Pittsburgh; H. C. 
Bender, St. Louis; V. E. Wentworth, 
Newton, Mass.; J. Raymond Young, 
St. Paul; R. I. Klopfer, Washing- 
ton; T. B. Lynch, Santa Monica, 
Calif.; E. E. Lowery, San Fran- 
cisco; B. T. Berry, Kansas City, 
and Thomas Dutton, New Orleans. 
* + + 


The Times for Europe 


The New York Times has an- 
nounced ‘plans to publish a for- 
eign air edition to be flown to 
Europe. Plans are dependent on 
official approval of airline ap- 
plications for lower newspaper 
air freight rates, it was added. 


Initial distribution is planned 
for London, Paris, Amsterdam, 
Brussels, Copenhagen, Stock- 
holm, Frankfurt, Rome, Vienna, 
Geneva and Basle. 

+ * * 
British Up Budgets 

British advertising outlays for 
Canadian automobile markets will 
be increased substantially next 


year as the result of sales growing 
out of expanded: promotion pro- 














SELLING FORDS FOR 25 YEARS—That's the slogan of Romy Hammes, Kankakee, Ill., and 


South Bend, which recentl 
says the addition gives ¢ 
generai manager. 





opened a $100,000 
firm 100,000 square feet. 


addition to its Indiana dealership. Hammes 
Jim Hammes is vice-president and 


grams during 1948, a report from! Sales Films for K-F 


Ottawa indicates. 

Several British manufacturers 
are expected to increase their Ca- 
nadian advertising budgets by “sub- 
stantial amounts,” the report said. 
Dealers admit that the heavy pub- 
licity given to British cars in 1948 
was largely responsible for in- 
creased public favor. Heavier out- 
lays next year are expected to im- 
prove sales proportionately. 





UP © WINTER TUNE-UP 


important ... the bulk of the business will go 
to those dealers who get solidly behind the 
programs and make full use of all the avail- 


able tie-in material. 


Why not write today for complete information 
on the 1949 Collier’s P. S. plans? Write to 
Collier’s Promotion Department, 250 Park 
Avenue, New York 17, N. Y. Make this a big 


year for sales and service. 


Preventive Service 
for 


Motor Car Owners 


Sponsored by Collier’s 


For Pleasant, Safe Driving 


“Selling Is My Business,” a series 
of three slide films produced by 
Sarra, Inc., Chicago, was launched 
this month by Kaiser-Frazer Corp., 
Jack R. Ackerman, K-F merchan- 
dising manager, has announced. 

Sales experience of more than 
4,000 K-F dealers have been used 
as background for the sales sit- 
uations depicted in the films. For 
further realism, Sarra camera 
crews filmed many scenes in K-F 
showrooms across the nation. The 
series was planned and written 
under the direction of Joe Betzer 

and was produced by Harry W. 

Lange. 

The series deals with the impor- 
tance of each salesman’s attitude, 
product knowledge and work plan. 
Distribution is now being made to 
regional and district sales offices 
for showing to every K-F distribu- 
tor and dealer in the country, 


Ackerman said. , 
* . . 


Texaco Opera Season 


For the ninth consecutive sea- 
son, the Texas Co. (Texaco), is 
sponsoring the Saturday afternoon 
broadcasts of the Metropolitan 
Opera over ABC networks. 

The broadcasts over ABC will 
run for 16 weeks, ending March 19. 

Buchanan & Co., Inc., of New 
York City, is the agency for the 
Texas Co. aa ae 


Ban on Road Signs 


Removal of private and com- 
mercial roadside signs and bill- 
boards now planted on Wisconsin 
state trunk highway right of 
ways has been ordered by the 
Wisconsin State Highway Com- 
mission. 

Commission engineers have 
been instructed to give notice to 
property owners to remove of- 
fending signs within 30 days. If 
the order is ignored, engineers 
are instructed to remove and de- 
stroy the signs, the commission 
stated. 

* 7 * 


Malone Recalled 


Westinghouse Electric Corp. has 
renewed its sponsorship of the 
ABC broadcasts of Ted Malone for 
an additional 52 weeks. 

The contract, which becomes ef- 
fective Dec. 27, was placed through 
McCann-Erickson, Inc., New York 
City. 

* * 


Names 

Jay Gabriel Bumberg, Advertis- 
ing, has moved to larger quarters 
at 8 E. 48th St.. New York City. 
The new telephone number is 
PLaza 9-3858. Staff changes will 
be announced shortly. 

The agency, organized in April 
of this year, specializes in station- 
ery and automotive accessory 
fields in addition to general ad- 


vertising. 
° . 


Al Rothenberg of the Cleveland 
News promotion department has 
been named automobile editor suc- 
ceeding Claude Verne Talbot, who 
will devote his full time to his 
duties as travel editor. 


Talcott Promoted 


The promotion of Frank A. Tal- 
cott Il, from assistant sales man- 
ager to general sales manager, has 
been announced by Leroy E. Tal- 
cott, vice-president and _ general 
manager of Nicoll-Talcott Corp., 
farm machinery division, New Eng- 
land distributor for Ford tractors 
and Dearborn farm equipment, 























DUNDEE, Scotland (UTPS)— 
Veedor-Root, Ltd., British branch 
of the American parent company, 
has begun production in its new in- 
dustrial estate factory here. The 
plant will manufacture industrial 
counting mechanisms and is work- 
ing meantime on assembly of Amer- 
ican-made parts. 

When new diecasting machin- 
ery is installed in the Dundee 
plant, importation of American- 
made parts will be largely elimi- 
nated and production drawn al- 
most entirely from Scottish-made 
components. Some two-thirds of 
the total production is intended 
for export. ' 

The firm will share with the 

American parent company world 
distribution rights for the patent 
petrol pump computator, work on 
which is done at Croydon, for which 
Dundee will manufacture compo- 
nents. 


The present staff of 70 will be in- 
creased to some 300 within the next 
12 months, company officials said. 

o 7: * 


Electric Dipstick 


EDINBURGH, Scotland—(UTPS) 
—The Royal Scottish Society of 
Arts, at its meeting here last month, 
was shown an electric dipstick in- 
vented by Alex Peet. 

This new stick not only fulfills 
the essential function of measur- 
ing the oil level but heats it to a 
temperature of between 60 and 65 
degrees, facilitating starting with- 
out imposing an undue strain on 
the car battery. 

The heating element in the dip- 
stick is run from the car battery 
but may also be operated from the 
mains in the garage by means of a 
small transformer. 

* : 


Turbine Car 


PRAGUE. — (UTPS) — The first | 
Czechoslovak turbine-driven motor 
car, invented by K. Spacier who 
worked on his invention for 16 
years, was exhibited at the Prague 
sample fair this fall. 

The turbine weighs 99 pounds, 

is four feet long and its outside | 
diameter is nearly 1% feet. The 
rotor makes 18 to 20,000 revolu- 
tions per minute and has a per- 
formance of 60 to 80 horsepower, 
according to reports. 

The engine can use any com- 
bustible fuel—gasoline, coal gas, hy- 
drogen, acetylene, butane mixtures, 
etc. The combustion process is so 
perfected that there is no smoke 
and exhaust gases can be used in 
the winter for heating the vehicle, 
it was reported. | 


Bizone Deal 


COLOGNE, Germany.—(UTPS)— 
Belgian foreign trade officials here 
have announced that 2,550 cars 
have been ordered from the Bizone 
(British and American zones). 

The deal was made on a dollar 
basis and includes the following 
vehicles: 

1,500 Volkswagens, Fallersleben 
product, of streamlined, back- 
wheel-drive construction of the 
formerly Nazi-backed Ing. Dr. 
Porsche. , | 

500 Opel-cars, Ruesselheim prod- 
uct of rocket-car pioneer Dr. Opel. | 

300 Tempo trucks. 

100 Buessing five-ton 
(Deisel engine). 

100 Mercedes limousines. 

50 Bergwardt trucks. 


* * * 


New Maybach Motor 


Dr. Friedrich Maybach, son of | 
Karl M. Maybach, the Zeppelin en- | 
gine pioneer, revealed that he has | 
constructed a new 1,000 Ps high- 
speed engine. 

Dr. Maybach has a private con- 
tract with a French company at 
Vernon. 


trucks 


* + * 


U.C. Prices Up 


SYDNEY, Australia — (UTPS) — 
During the first seven weeks of free 
Selling of used cars, prices have 
shown an average increase of 2 per- 
cent on the first free sale held here. 


American models have actually 
gained 6 percent while prices of 
small British makes have dropped 
5 percent. Demand for late model 
vehicles is keen but prices have not 
reached anything like those being 
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paid on the black market before 
controls were lifted. 

A 1947 Ford V-8 which would 
have been worth at least £1,000 on 
the black market was sold at auc- 
tion for £3872. 


Bids for 19 vehicles at one auc- 
tion totaled £9,067 against a pegged 
value (under controls) of £7,602, but 
the black market prices for the 
same lot would have been over 
£11,000. 

Buyers pay .no attention to the 
old pegged prices, but consider only 
the condition of the vehicle as a 
guide to what they are prepared 
to pay. 


* * * 


Communist Coup 


ROME. — (UTPS) — Circumvent- 
ing all U. S. export regulations, 
Czechoslovakia, Poland, Rumania 
and Yugoslavia have just concluded 
an agreement with Italy for the 
supply of spare parts for 60,000 au- 


Tr 
. 
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THE NEW HOME OF JONES IN JAMESTOWN, N. Y.—Headquarters of Jones Motors, Inc. 


(Hudson), cost $60,000, 
and a showroom covering 2,500 square feet. 


that the firm's facilities include a complete and modernl 
department, body, fender and paint shop and lubrication department. 


has 6,500 square feet of space devoted to parts and service business 
Oscar Jones, president of the dealership, reports 


equipped service department, parts 
Hazel Anderson is 


vice-president, and John S. Tordoff, secretary-treasurer. 


tomobiles supplied the four coun- 
tries by the UNRRA. 

The parts will come from U.S. 
stocks left in Italy. In return the 
four countries will give Italy raw 
materials, scrap iron, iron ore and 
copper. me 


Production Dips 


= vehicle production dur- 
ing August was 108 vehicles 


UPERIORITY 
Us 


short of previous July totals. Total 
for July reached 5,422 units, as 
compared to an August total of 
5,314. Car output totaled 2,169 units 
in August and 2,635 in July. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue. 
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Milwaukee Banks 
Reach Accord 


On Car Loans 


MILWAUKEE.—Banks here re- 
port they have reached virtual ac- 
cord with regard to time payments 
on the purchase of new cars. 


The plan as explained by the 
banks to borrowers involves inter- 
est at 4% percent. On a new auto- 
mobile costing $1,800, the borrower 
pays $600 down. The remainder of 
$1,200 plus interest is repaid in 
monthly installments. 

The banks do not insure cars but 
require borrowers purchasing cars 
to acquire insurance immediately 
after the loan is made and to show 
proof that they have done so. 


Charter for Barrick-Garey 


Barrick-Garey Motors, Inc., has 
been incorporated in Buffalo with 
capital of 200 shares. Incorporators 
are Martin P. Garey, Lloyd H. Bar- 
rick and Reid S, Moule. 
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Here’s City-by-City Report 


Effects of Reg. W Shown in Survey 


be a good thing—if it doesn’t last! meet these stiff credit require- 


(Continued from Page 20) 


reported cancellations of “25 or 30” 
new cars, while another in the same 


price range said that 10 or 15 cus- | 


tomers with used cars to trade had 
cancelled their orders. In the low- 
price field, the average was five 
or six, 

Although most dealers felt it was 
“a little too soon to tell,” all agreed 
that the lowered prices of used cars 
will affect new-car sales in the com- 
ing months. 

“The buyer who could get more 
than the list price of a new car 
for his year-old model in the past 
will find the situation changed,” 
said C. M, Daniel, sales manager 
at Ernest G. Beaudry (Ford). 
“Lower tradein value plus higher 
down payments and higher 
monthly payments undoubtedly 
will cut new-car sales.” 

D. C. Fuller, sales manager at 
DeKalb Motor Co. (Chrysler-Plym- 
outh), summed up the opinion of 
most dealers on the regulation. 

“By cutting down the inflated 
prices on used and black market 
cars,” he said, “the regulation will 


| too long after cars become plentiful 
again.” 
+ * * 


Buffalo 


10 percent of the customers on new- 


liveries, a survey here indicates. 
Most of these customers say 

they can’t afford to meet the stiff 

monthly payments required under 


| Regulation W,. while they could 


buy on a 24-month or 30-month 
plan. 

One leading dealer in the low- 
priced field reported five instances 
recently in which customers on his 


car waiting lists to turn down de- | 


ments.” 

| Dealers contacted in the survey 
| were unanimously opposed to the 
time limitation phase. Some of them 


Regulation W has forced roughly | felt that the down-payment require- | 


| ment was fair enough. 

The low and medium-priced lines 
| have been hardest hit by the credit 
| restrictions. 

| Another leading dealer said that 


| “the automobile trade will never be | 
|able to do a volume business under | 


| these credit regulations if a reces- 
| sion comes next year.” 

One dealer reported that several 
|customers came to him before W 
|was re-established and said they 
wouldn’t be able to accept delivery 
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HOW VER HOVEN STOPS 'EM—Ver Hoven Chevrolet signs in the Detroit area use the ele- 


ee eee 


phant as symbolic of the dealership's "Service in a Big 


ther shows that most of the deal- 


prices and business the way it 
ers report the new regulation has 


should be. 


list were forced to turn down deliv- 
ery because of credit requirements. 
“As time goes on and money gets | 
tighter,” said the dealer, “this is go- | 
ing to work a hardship on the trade. | . 
Right now it isn’t too serious be- | South Be 
cause we merely call the next cus-| New-car dealers here say Regula- 
tomer on the waiting list. | tion W does not force customers to 
“But some day that list will be | turn down delivery in the low-price, 
wiped out and we may have diffi- | medium or high-price car. Some 


on their cars unless they could get 
them before the new credit terms 


went into effect. 
* * ” 





culty finding customers who can 


say it is beneficial and helps to keep 


+ * * 


Toledo 


Most of the new-car dealers in 
the Toledo area believe Regulation 
| W is a good thing as it has a tend- 
ency to hold down present inflation 
|of new-car prices, and prevents peo- 
|ple from sticking out their necks 
too far, a survey of the Toledo new- 
‘car dealers shows. The survey fur- 








Good brakes are good business 
for one truck or one hundred 


When your business runs on wheels, good brakes are just good sense. It comes down to the 


important fact that brakes are one place you can’t afford to economize. That’s why experi- j 
enced trucking men install Bendix-Westinghouse Air Brakes. Their records show that j 
in addition to assuring greater safety, the extra efficiency of Air cuts costs to the bone on | 








not in any way slowed down sales 
and the longer it prevails the bet- 
ter it will be in the long run for 
the new-car dealers. 

Richard Kopf, general manager 
of the Kopf Motor Sales, Chevrolet 
dealer, reports that this dealership 
has operated on the one-third down- 
payment since the war, hence Regu- 
lation W has not affected sales in 
the least. J. C. Steinman, Stude- 
baker dealer, also states Regulation 
W has not affected new-car sales 
at all. 

Ollie Mears, Dodge dealer, reports 
the majority of his customers pay 
cash for new cars in both the 
Dodge and Plymouth lines. 

“We admit we have had a few 
cases of complaints on Regulation 
W,” he said, “but these are excep- 
tionally low and if this proportion 
keeps at this level all along, then 
the Regulation W will not affect 
new-car sales very much.” 

R. Dilger, head of the Star-Dilger 
(Lincoln-Mercury), says the regu- 
lation has not been affected in new- 
car sales either in the Lincoln or 
the Mercury class. 

Edgar T. Keller, Nash dealer, 
states the Regulation W is defi- 
nitely slowing down the sales on 
new cars, due to the fact that the 





payments are running too high. He 
believes at least a customer should 
be given 24 months instead of 18 
months to complete payments on 
new cars. 

Burtram Jamieson, Hudson deal- 
er, reports Regulation W has defi- 
|nitely taken a certain number of 
customers out of the market. Many, 
he states, come in, look and would 
|like to purchase, but they simply 
|can’t meet the payment schedule. 
| However, Jamieson adds the dealer- 
|ship is selling all the cars it re- 
|ceives, despite the Regulation W 
| handicap. 





* * «* 

Lincoln, Neb. 

| While cash sales prevail on new 
|cars, many dealers fear complica- 
| tions with Regulation W in the near 
| future. Already some customers are 
|turning down deliveries. So far all 
new cars have been snapped up 
with large waiting lists in sight. 
| Buyers of low and medium-priced 
|cars seem to be having the most 
| difficulty. In the high-priced field, 
|the customers do not seem to be 


| affected so far. 
* + + 





Seattle 


Regulation W definitely has an 
| effect on car sales but dealers have 
such long waiting lists that they 
can take it in stride. This seems 
the summation of local dealer 
opinion. 

“Any obstruction in the path of 
|the sale of commodity slows down 
| sales,” is the way S. L. Savidge of 
S. L. Savidge, Inc. (Dodge), put it. 

“Higher down payments and in- 

creased monthly payments most 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY 


brake maintenance. This adds up to real cash savings. 
It means savings in time, too— valuable time trucks can 
spend hauling profitable loads. Check the facts and you'll 
agree that Bendix-Westinghouse Air Brakes are more 
than just good sense. They are a solid business asset, / 


ELYRIA, OHIO 





| certainly push some prospective 
buyers out of the new-car mar- 
ket. They must level off to lower 
brackets.” 

But dealers who have long wait- 
ing lists such as this firm are not 
|“ideal judges,” said Savidge. “We 
| still have orders for 1,600 new 
| Dodges and Plymouths and when 
|new cars arrive for delivery, all we 
do is call the list. 
| “We note this difference since the 
new terms became operative. Where 
ee months ago we would get 4 
| quick response and car pickup from 
the ‘call list,’ now we frequently call 
| five or six before the deal is closed. 
“Some say they have decided to 

wait for the new models; others 
| admit lack of funds. This applies 
equally to either car.” 

T. W. Wheeler, Wilson Motor Co. 

(Continued on Page 49, Col, 1) 
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market more than WU as go 


) \ ithin 10 years, a Better Homes & Gardens 


family buys 3.57 cars against less than 1.75 


for the average family. 


But being twice as good is only half the 
story. The BH&G family has an income 
among the highest for all big magazines, 


spends more than its neighbors on every- 
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thing that makes a better home and family. 
That makes the BH&G people pace-setters; 
the cars they buy set the fashion for their 


prosperous neighborhoods. 


Where could you find a more concentrated 
market for automobile advertising than in 


Better Homes & Gardens? 
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Mississippi and Ohio 


ISSISSIPPI and Ohio are the 
latest states to undertake engi- 
neering analyses of highway needs. 
The studies are being made on a 
staff loan basis by 
the Automotive 
Safety Founda- 
tion. 
The ASF’s pol- 
> icy permits par- 
4 ~ ticipation in sur- 
CUSTRN q veys of this nature 
when the state- 
wide highway study committee is 
responsible to the state legislature 
and represents state, county and 
urban interests as well as highway 
user organizations, and when the 
engineering studies are paralleled 
with separate finance and adminis- 
tration studies, with all three com- 
bined in final committee considera- 
tion. 
In Mississippi, the survey was 
started at the request of the leg- 
islative committee, while in Ohio 





it is being done at the request of 
the Postwar Program Commis- 
sion, 

These two new studies are likely 
to benefit greatly from improved 
fact-finding and analysis techniques 
which are expected to result from a 
meeting held last month by the 
Highways division of the ASF. 

+ + * 
HE HIGHWAY division exam- 
ined the six previous engineer- 
ing analyses in which the ASF staff 
has participated in an effort to im- 
prove survey methods and tech- 
niques. 

Concurrently, ASF highway en- 
gineers reviewed major phases of 
the studies with representatives 
of 13 national official and private 
groups, in separate meetings, to 
acquaint them with problems and 
methods and to obtain suggestions 
pertaining to future studies. 

Major attention was directed to 
the development of secondary road 








FOR SAFER DRIVING—Alian & Locke Motors, Inc. (Ford), 117 W. Main St., Northville, 


Mich., provided the public schools there with a dual-training car. 
the keys fo Russell H. Ammerman, superintendent of schools. George Locke looks on. 


systems, the need for close classifi- 
cation of roads of major conse- 
quence of all classes, the value of 
closer cooperation between federal, 
state, county and city governments 
and the desirability of correlated 
accident facts and design of high- 
way facilities. 


Improved techniques evolved 
during these conferences were 
presented in a joint paper on “Ob- 
jectives and Findings of Highway 
Needs Studies” by Carl E. Fritts 
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In Philadelphia— nearly everybody reads The Bulletin 


Evening and Sunday 


Dick Allan (left) hands 





and J. P, Buckley, at the annual 
meeting of the Highway Research 
Board in Washington last week. 
Fritts is supervising engineer on 
the Mississippi study, while Buckley 
holds a similar position on the Ohio 
survey. 
. 2 a 


Jalopy Threats 
Worry Buffalo 
Police Head 


Hundreds of mechanically defec- 
tive autos are being operated in 
Buffalo but the police department 
has no power under local or state 
law to order them off the street, 
Commissioner Thomas J. McMahon 
asserted last week. 

Compulsory inspection of motor 
vehicles every six months and the 
enforcement power to remove de- 
fective machines from the highways 
would eliminate many traffic acci- 
dents, he declared. 

McMahon pointed out, however, 
that lack of city funds precludes 
the possibility of the police de- 
partment beginning such a program 
in the near future. 

High praise for the brake-light- 
horn safety campaign sponsored in 
prewar years by the Automobile 
Club of Buffalo and the chamber of 
commerce was voiced by the com- 
missioner. He said he hoped some 
organization would resume the 
safety feature. 

* * + 


Oklahoma Toll Highway 
Given New Lease on Life 


Confidence that a $35,000,000 toll 
highway will be built between 
Oklahoma City and Tulsa was ex- 
pressed by Gov. Roy J. Turner fol- 
lowing a recent session with the 
Oklahoma Turnpike authority. The 
proposed toll project was given a 
new lease on life when the turn- 
pike authority and the state high- 
way commission approved con- 
struction of a new free road be- 
twen Sapulpa and Tulsa, in addi- 
tion to the toll road. 

The authority adopted a resolu- 
tion approving the Tulsa-Sapulpa 
free road, and shortly afterward the 
highway commission announced it 
had approved location of a new 
U.S. 66 route between the two 
cities, 

* * * 


Gas Tax Boost Proposed 
For Okla. Farm Roads 


An extra ‘%-cent state gasoline 
tax to finance an expanded farm- 
to-market road construction pro- 
gram has been recommended to the 
Oklahoma State Legislative council 
by its highways committee. 

Estimated to yield $2,800,000 an- 
nually, the proposed added tax 
would be earmarked for school bus 
and mail routes on the farm-to- 
market system, Oklahoma’s gas tax 
now is 5% cents per gallon. 

* + * 


New Line 
Road Markings Revised 
By British Columbia 


British Columbia has adopted a 
new system of highway marking. 
Formerly a solid center line was 
placed on the highway with double 
lines where parking was not per- 
mitted. The new method is to have 
a broken line in the center of the 
highway. 

At places where a _ motorist 
should not pass, there is a solid 
white line to the right of the bro- 
ken center line. At points where 
a motorist should not pass coming 
from either direction there are 





solid white lines at both sides of 
the broken center line. 

Up to now, only the King George 
highway south of New Westmin- 
ster and the portion of the Island 
highway leading out of Victoria 
have been painted. Deputy Public 
Works Minister N. W. Macpherson 
said it is hoped by next spring to 
have all the main highways 


marked. 
sw Ss 


Base-Price Ban 
Called Threat 
To Road Building 


Outlawing the long-established 
basing point system of pricing in 
the cement industry and other 
heavy goods industries may result 
in restricted competition in the 
highway construction industry, ac- 
cording to Donald O. White, presi- 
dent of the contractors division of 
American Road Builders Assn. 

He testified before the Senate 
committee investigating the effects 
of the U.S. Supreme Court’s ruling 
and the order of the Federal Trade 
Commission. 

White urged the committee and 
Congress to give “favorable consid- 
eration to legislation which will 
clarify the utter confusion now ex- 
isting” in the highway construction 
industry. 

+ = 6 
Oregon Drops Yearly Tags 
Starting in 1950 


After studying the proposal for 
six months, Secretary of State Earl 
Newbry has announced that Ore- 
gon will issue permanent motor ve- 
hicle license plates starting in 1950. 
He said that while existing state 
laws authorize the secretary of 
state to issue permanent alumi- 
num-alloy plates, he would ask the 
1949 state legislature for authority 
to stagger the issuance of the 
plates through the 12 months of 
each year. 

Newbry estimated adoption of 
the plan would result in an overall 
saving of approximately $200,000 a 
year. 





Owner Neglect 
Seen Threat to 


Cushion Tires 


AKRON.—Tire company officials 
here are reportedly upset about a 
growing feeling in some quarters 
that the low-pressure tire, intro- 
duced in the last two years, is on 
its way out. 

Development men say _ there’s 
really nothing the matter with the 
tires provided they are properly 
serviced, Consumers, however, won’t 
take care of their tires, so reports 
of rapid tread wear, “squealing,” 
exaggerated steering trouble and 
the like, are giving service depart- 
ments the jitters and causing a high 
percentage of adjustments, 

One company reports that the 
tires wear at least as well as con- 
ventional tires but inflation has to 
be checked regularly. In fact, serv- 
ice staffs claim that practically all 
of the troubles with the new tire 
stem from underinflation. 

Best way to make sure low- 
pressure tires will give good service, 
they say, is to make sure they are 
inflated to the proper pressure when 
they’re cold, 

If the car is driven any distance 
immediately before checking the 
pressure, they advise adding from 
two to four pounds over the recom- 
mended pressure to overcome the 
heat buildup from flexing. 





Stiff Jail Terms End 


Sales Careers for Two 

CLEVELAND. — Sentences to 
Mansfield Reformatory last week 
ended the brief careers of two 
men dealing in almost-cars. Lo- 
cal authorities said the sales 
methods of both lacked one all- 
important element—failure to 
make delivery. 

Anthony Dottore, 28, and An- 
gelo Virzi, 24, were given prison 
terms of 3-21 years on six counts 
of larceny by trick. They plead- 
ed guilty to charges of swindling 
various persons out of $100,000 
for car deliveries which were 
never made. 
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News pollers escape 
post-election pink... 
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The eminent poll-takers who faced the post-election 
period with a feverish flush...can find comfort in the 
News poll—as the exception that proves the routine. 


To paraphrase William Shakespeare, another prominent 
pulse-feeler in his day...the fault is not with the polls, but 
with the public! Some 90 million people were qualified to 
vote. Only 60 million registered—and 47 million voted!...No 
poller can probe the individual citizen’s conscience. 


NEVERTHELESS, and notwithstanding, 
the New York News poll of New York 
State, wasn’t far off the beam. With 30,000 
straws, taken in 14,000 miles of driving, in 
20 days...door to door, house to house, 
farm to farm—News poll findings were 
well under the 4% margin of error even 
the experts expect. 


TOTAL actual vote. ... 6,141,481 
TOTAL News poll .... 6,135,775 
ACTUAL News _ ERROR 
Dewey 46.2% 49.2% 3.0% 
Truman 45.5 44.1 1.4 
Wallace 8.3 6.7 1.6 


This last poll of The News... 
...pointed out that 4.4% of the voters 
“hadn’t yet made up their minds,” and 


“if a majority decided on Truman, could 
reduce the Dewey percentage.” 

... scored a bulls-eye on the Dewey 
vote in scores of counties, cities, towns, 
wards, and assembly districts 


_...in Buffalo came within seven-tenths 


of 1%, predicted that Truman would run 
stronger than Roosevelt four years ago 
..-predicted the Dewey vote exactly in 
Yates County— 
...in nine counties showed an error of 
less than 1%: 
...One-tenth in Greene, Madison, and 
Tioga; two-tenths in Herkimer; three- 
tenths in Dutchess and in Jefferson; 
four-fifths in Tompkins; and five-tenths 
in Fulton and Steuben counties. 

In a few areas the poll went wrong 


including Saratoga, Franklin, Rensselaer, 
and Scoharie counties, where Dewey was 
overpolled by 13.6%, 13.3%, 12.9% and 
12.6% ...in Kings County where the 
excess was about 5%. And The News is 
already planning new surveys to analyze 
conditions in the several spots where the 
poll results went sour. 

Since 1928, The News has conducted 
17 pre-election polls...missed only twice, 
straddled once, and was right 14 times! 

This paper has no private crystal ball, 
no particular techniques of poll-taking. 
We believe the polls are news, and try 
to get them current and correct... Aware 
that sentiment. as well as statistics can 
change overnight, the News 
poll was started later, ran 
right up to election, to keep 
the facts fresh. . 





ni 
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A more important factor 
is an intangible. . .the faith, 
interest, and respect of its ' 
readers in The News...and the mutual 
understanding of this newspaper and its 
market. The News is closer to its audience 
—and the audience is closer to The News. 

If you have merchandise to sell... 
the same meshing of customers and 
medium makes The News the most 
successful selling tool in New York! 
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Each issue read in 14,950,000 families... 
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to pick the family car? 


S you know, in most cases, it takes the entire family. 
Everyone has a voice in this important family matter. 


That’s one very strong reason for being represented at 
another affair which holds the attention of most of the 
family—the weekly reading of LIFE. 


LIFE is read in 14,950,000 families ... 
36% OF THE NATION’S TOTAL! 
That’s the largest family audience of any magazine. 


That’s the kind of attention that’s focused on the cars 
you sell when they appear in the pages of LIFE. 





36% of the U.S. total 














Robinson Named Sales Head 
For Koppers Metal Products 


Appointment of McMillan Robin- 
son of Philadelphia as sales man- 
ager for the Metal Products divi- 


Hi sion of Koppers Co., Inc., is an- 
nounced by Walter F. Perkins, gen- 
eral manager of the division., 

Robinson, who resigned as vice- 
president of the Ocean City Mfg. 
Co. to accept the Koppers position, 

i will be responsible for coordination 

ty of sales activities of the division, 

i development of policies, methods, 

organization, promotional activities, 
advertising programs and merchan- 

dising plans, Perkins said. 
* * * 


Smelker Vice-President 
Of Newgren Distribution 

C. S. McIntyre, president of New- 
gren Co., has announced appoint- 
ment of W. W. Smelker, until re- 
cently assistant general sales man- 
ager of Harry Ferguson, Inc., as 
Newgren vice-president in charge 
of distribution. 


Smelker will supervise sales, edu- 
cational, development and distribu- 


Because the Chicago Daily News is an evening newspaper, its million reader-friends 


Auto Personnel 
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tion activities in the Newgren farm 
equipment program, based on im- 
plements designed for use with the 
Willys-Overland Jeep, equipped with 
the Monroe hydraulic lift and sold 
through Willys-Overland distribu- 
tors and dealers. Smelker joined 
Ferguson in 1940. 


” * + 
Sherwin-Williams Names 


Six in Auto Sales 


Six new appointments in Sher- 
win-Williams Co.’s Automotive Fin- 
ishes division are announced by 
C. M. Lemperly, vice-president and 
director of sales, as part of a new 
program for intensifying the com- 
pany’s specialized service to the 
automotive field. 

E. W. (Buzz) Windsor, who has 
been with S-W for 24 years, will de- 
vote full time to the automotive 
business as general manager of 
automotive sales. ; 

As part of the arrangement, S-W 
has established five sales zones in- 
dependent of S-W’s regular field 
organization. W. K. Koester has 
been named manager of the Atlan- 
tic Coast zone with headquarters at 


Talk to Chicago's Most 
IMPORTANT Million! 





Newark, N. J.; E. T. Evenson, man- 
ager of the Southern zone with 
headquarters at Dallas; R. R. Ow- 
ens, manager of the Pacific Coast 
zone with headquarters in Oakland, 
Calif.; N. A. Paelke, manager of the 
Central zone with headquarters in 
Cleveland, and R. H. Henderson, 
manager of the Midwestern zone 
with headquarters in Chicago. 
. * * 


Albrecht Succeeds Father 
As MotorKool President 


Carl W. Albrecht has been elected 
president of MotorKool Products, 
Inc., Columbus, O., to succeed his 
father, the late Carl A. Albrecht. 

He has been vice-president and 
treasurer of the company. The con- 
cern, formed 13 years ago, manu- 
factures automotive cooling-system 
chemicals, cleaner compounds, radi- 
ator repair materials, etc. 

* * * 


Sanders Gets Sales Post 


At Clayton Mfg. 
J. A. Cortright, general sales 
manager of Clayton Mfg. Co., El 
Monte, Calif., announces the ap- 
pointment of Ray Sanders as as- 
sistant general sales manager. 
Products are the Clayton Vehicle 
Analyzer and Kerrick Kleaner. 


In making the appointment, Cort- 
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representing transportation and 
maintenance activity of the national 
Society of Automotive Engineers 
The announcement was made by 
the SAE nominating committee. 
Snead’s nomination is one of 12 
posts representing different phases 
of SAE activity. Election results 


will be announced in January. 
? * * 


Willard Names Somers 


Sales Vice-President 


Directors of Willard Storage Bat- 
tery Co., Cleveland, have announced 
the election of Frank R. Somers to 
the newly created office of vice- 
president in charge of sales. 

Somers joined Willard in 1916 in 
the company’s credit department. 
He was named assistant credit 
manager in 1918, and credit man- 
ager two years later. His entire 
career has been spent with Willard, 
except for a brief period during the 
first World War. 

. . + 


New Departure Announces 
Sales Department Transfers 


Transfers involving three mem- 
bers of the sales department at 
the New Departure division, Gen- 
eral Motors Corp., Bristol, Conn., 
were announced by Frank J. Mil- 
ler, general sales manager. 

Ralph O. Wirtemburg moves 
from the position of Eastern re- 
gional sales manager to that of 
special assignments originating 
from the general sales manager’s 
office. James P. Gillilan, manager 
of the department’s New York 
zone office, succeeds Wirtemburg 
as eastern regional manager. Clif- 
ton S. Fleet fills the vacancy cre- 
ated by Gillilan’s transfer, 


Ford Names Dillingham 


To Buffalo Sales Post 


Ralph G. Dillingham, of Buffalo, 
has been appointed an assistant 
district manager in the New York 
district of the Ford Motor Co., it 
is announced by Nelson F. Bowe, 
district manager. He _ succeeds 
Harry T. Goerger, who resigned to 
enter private business. 

Dillingham was previously sales 
office manager in the Buffalo dis- 
trict for Ford. He joined the com- 
pany in 1939 as a representative of 
the now designated Lincoln-Mer- 
cury division. 


right said that expansion of the 
Clayton field organization has been 
made necessary to keep pace 
with the service programs being 
launched by leading motor car 
manufacturers. 

+ > * 


Federal Promotes Clark 


To Assistant Sales Chief 


Promotion of H. L. Clark to as- 
sistant general sales manager has 
been announced by Carl Loud, gen- 
eral sales man- 
ager of Federal 
Motor Truck Co. 

Clark will su- 
pervise field sales 
personnel and 
dealer activities 
in the central and 
western states as 
assistant to the 
general sales 
manager, with 
headquarters at 

= & Ce the factory’s main 
plant in Detroit. 

> * 





Snead Is Nominated 


For SAE Vice-Presidency 


John L. S. Snead jr., vice-presi- 
dent, Consolidated Freightways, 
Inc., Portland, Ore., has been nomi- 
nated for the office of vice-president 


* * * 
Fruehauf Head in Canada 
Named to Vice-Presidency 


Robert T. Hazell, general manager 
of Fruehauf Trailer Co. of Canada, 
Ltd., at Toronto, has been appointed 
vice-president of the firm, Harvey 
C, Fruehauf, president, announces. 

Hazell joined Fruehauf as Cana- 
dian sales manager and was recent- 
ly promoted to the post of general 
manager. Prior to his service with 
Fruehauf, he was with International 
Harvester Co. of Canada for 15 
years, starting as a salesman and 
working up to branch manager in 


Toronto. 
* + 7 


Houdaille-Hershey Moves 
Offices in Detroit 


Houdaille-Hershey Corp. has an- 
nounced the removal of its execu- 
tive offices from 2188 National 


Bank Bldg. to 1500 Fisher Bldg., 
Detroit. 


FRANCE LAUDS FIRESTONE — Harvey S. 
Firestone jr. (right), chairman of Firestone 
Tire & Rubber, receives from J. J. Viala, 
counsel general of France, the Cross of Che- 
valier of the Legion of Honor awarded by 
the French government in recognition of 
Firestone's outstanding service to agriculture 
throughout the world. Established by Napo- 
leon Bonaparte in 1802, the Legion of Honor 
is the only official honors organization of 
Re Senn government. The award was made 
n Akron. 
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had delivered the automobile and | Dunn (dealer) to hold himself out|estops himself from setting up a|owner of property allows another 
the certificate of title signed in | and appear as the owner of the au-|claim to them as against a pur-|to appear as the owner of the 
blank without notarization to the | tomobile. Where the real owner of | chaser for value without notice.” property, and innocent third par- 
i % dealer. The court said: an automobile by some act or con-| Also, see Crockett v. Rogers, Tex. | ties are thus led into dealing with 
D “In the instant case appellee (Er- | duct vests the possession and right | Civ. App., 137 S.W. (2d) 185, 190.| such apparent owner, they will be 
€c1sions win) admitted that he permitted | apparently in the seller, he thereby | This court held: “Where the true| protected.” 
By Leo T. Parker 
Attorney at Law 
: ACCORDING to a recent higher “WE ADVERTISE in the Rapid City 
court an automobile owner le- are comms tt So he See 
gally forfeits his ownership to the eee a Po 
, car if he causes another to buy his tential farm and ranch customers, 
car, or loan money on it, when be- and it is the ONLY daily news- 
lieving that the automobile belongs paper adequately serving our 
to a person other than the real territory Fifteen years ago it was 
owner. a different story; however, we 
can now reach this great Western 
For example, in Southwestern Inv. South Dakota territory at the 
Co, v. Erwin, 213 S. W. (2d) 81, the POINT OF PURCHASE the 
testimony showed facts as follows: day of publication.” 
One Erwin owned a Lincoln RAPID CITY 
Zephyr automobile. He wanted to IMPLEMENT CO. 
sell it for $1,300. He took the au- 
tomobile to a used-car dealer who alank 
agreed to get Erwin $1,300 for the Si, ; 
car. Erwin delivered the automo- President 
% bile, and the certificate of title <a 
t signed in blank without notariza- 
k tion to the dealer so that the wnat rane » . 
t dealer might act as his agent in ee i : aa yttta , MPILEMEN'IT Co 
>, selling the automobile. " ; ws : TIONAL - MOTOR - TRUCKS : eR MN a | 
is The dealer represented to the F 
o finance company that he was the 
owner, procured a loan on the auto- - 
s mobile and executed a note and de- We have to Cancel Ads 
.. livered to the finance company a in South Dakot - 
a trust receipt for possession of the “We h @ Dailies! 
f automobile and the certificate of ive heniane oy Progress. 
. title endorsed in blank by the owner. i of armers here 
The finance company loaned the : 
dealer $1,540 on the car. Soon after- ae, ee. 
wand the dealer placed the car on anette. ' on . 
is lot for sale but later disappeared ee ; i i ” 
ee ee oe eee Your farm page is doing a good job for us.” | week. Ne usually order 
“ rs ameaagers toe ~ Hy — loan _ Capture NOW this rich golden market of very often we ic _— 
; aa e pany had made on the South Dakota by using the-advertising col- cel it after the first mae 
d . umns of the locally managed, locally edited ea oe the item advertis. 
. When the latter learned of the South Dakota Dailies—the ONE PRACTICAL as already been sold.” 
: dealer’s disappearance, it located MEDIA for pulling profits from this prosper- x ATERTOWN 
F the sutemohiie, took possession of ous state! MPLEMENT Co. 
- it, filled out and notarized the blank . is i ili 
- transfer of title showing a transfer This Pr roe 2 es ne Dollies SbF 03 alaf pen 
ul from Erwin to the dealer, obtained rovide the Golden Key: vad 
h a new repossessed certificate of title e South Dakota is geographically set apart 
il and sold the automobile to liquidate and is NOT INFLUENCED by ANY out-of-state 
5 the loan. metropolitan daily! 
d Erwin learned of the disappear- e Advertising’ in the South Dakota Dailies 
n ance of the dealer, located the auto- is a local recommendation of an established, 
; : : local friend. And all buying is local! 
mobile and filed suit against the ws : 
finance com : e Local South Dakota Dailies bind the 
pany for possession of > : : . : 
the automobile state’s wide open spaces into big, rich and 
The high P os bees Beat concentrated markets! 
wali bean tia an aed in te You saa a Market Worth 
- hold that the finance company 300,000,000: * 4 
| must pay Erwin any money or re- Three hundred million dollars—South Da- tT Bee) ae Be Lao 
turn the car because he kota’s pocket money—is ready cash, ready 
i to be oat for household appliances and reach 89.7% 4 the urban market. toa! 
Refinery Unit Raises ne. ao ee. See 
- ° e systems, breakfast foods—all the products y ‘ 
Crude Oil Yield to fill the larder of a lush, luxury-loving re- aes ri CLT z 7? TLL Steen ee 
TORRANCE, Calif.—Completion gion. South Dakotans enjoy a standard of . , y 
of a new $500,000 vacuum distil- aregeenene to none. For two straight years KN Nw TI Laser lLy F 
lation tower to increase gasoline South Dakota. topped the nation in “E ‘ 


bond:sales per capita! 

South Dakotans are buying what they 
want with cash they have on hand. They 
buy freely and with confidence products ad- 


recovery from the more than 100,- 
000 barrels of crude oil which is 
processed daily at the General Pe- 





troleum Corp. refinery was an- : ‘ : or : 
vertised in their South Dakota Dailies. Link 
- ee last week by the South Dakota Dailies to your product pro- 
- - motion and watch your sales soar! Stake 
The new tower is said to be ca- your claim now in this $300,000,000 market! 
pable of producing 12,000 barrels 4 é ¢ The South Dakota Dailies Comprise Six 
of gas oil daily, which will be fed There’s Opportunity “ Locally Managed and Locally Edited News- 
into four thermofor catalytic crack- ° papers Serving the Six Primary Markets of 
ing units for conversion into gaso- in South Dakota! South Dakota . . . both Rural and Urban. 
line. 1,000,000 additional kilowatts of electricity . . 
<astiaredianieaeglitnedadinaina tai ® abundant natural ——— ... friendly aueer 
ican labor . . . a fine highway system that is 
Rootes Group Plans Outlets constantly being improved a expanded by 
the State Highwa ommission .. . planne 
) At Fort Worth, Dallas recreational facilities under the daveition of the 
s 6 Brian G. Rootes and Robert A. Department of Game, Fish and Parks . . these 
ne Wimbush, of Rootes Motors, Inc., are but a few of the many advantages that ag- 
a Long Island City, N. Y., recently gressive manufacturers and distributors are 
> held conferences in Dallas with connioosing their plans for expansion or de- 
0 prospective dealers for the Hillman — coe 
r@ : ; In the friendly state of South Dakota, ap- 
= Minx and the Sunbeam Talbot lines. proximately eight hundred million dollars will 
of Dealership outlets in the Fort be spent in the next ten years in the Missouri 
of Worth-Dallas area are contem- River Plan to further improve one of the rich- 


ie plated by the English firm, est agricultural states in the nation! 
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Another great poster that’s 
telling the automobile event of the year— 
the sensational reception that all 


America has given the new Nash Airflyte! 


With 8-year-olds and 80-year-olds, 


the word for Nash is Wow! 


Watch for this poster, lining America’s 
highways and byways—from 


coast to coast! 


A great car... built by a great company... 
sold and serviced by the finest dealer 


organization in America. 
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GREAT CARS SINCE 1902 


Nash Motors, Division of Nash-Kelvinator Corporation, Detroit, Michigan 








rouge used trucks now being 

five-truck epesesanes reconditioning kit for truck cabs, 
ndale, Mich., should be of interest to many 

dealers. The kit is built up of the same type of materials used in the appearance renew 


TRUCK CAB APPEARANCE COC TONING <Ahtt many 
taken in on trade by dealers, the 
developed by Arndt-Palmer Laboratories, Melv 


ind customer passenger cars but of heavier materials where required for truck 
cab use. In photos above, the torn top and side lining of the cab was removed and top 
and side walle sprayed with truck panel flock which only beautifies but sound deadens; 
seat back was patched with quick-back cushion patch and entire back refinished with 
leatherette dye to match interior color; seat retied and filled and covered with telescopic 
seat cover that can be fitted to both bucket and full-width seats; kick panels and door 
flocked with truck panel flock; steering wheel cracks filled and. entire steering wheel 
refinished with steering wheel enamel; all metal — work refinished with durable rub-on 


kit for used ai 
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lee "i One Method to Fix Up a Rough Used Truck 





RUGGED TO PRESENTABLE—Door pane! removed and replaced with board and cloth 
panel flocked with truck panel flock; door frame refinished with rub-on enamel; holes 


patched and filled with quick solder. 





QUICK METAL REPAIR—Holes in door covered with Howard quick metal repair patch, 


enamel—no masking required for any part of 


heavy material to stand up under truck use. 





GM to Dispose 
Of N.Y. Foundry 


LOCKPORT, N. Y.—General Mo- 
tors Corp. announced last week it 
will shut down its foundry plant 
operated here by the Central Foun- 
dry division. A total of 255 workers 
will be laid off. It is expected the 
plant will be sold or leased. 

Operations will be suspended as 
soon as arrangements can be made 
to complete the manufacture of 
products and materials now in 
process, probably within some 60 


to 90 days, James H. Smith, gen- 
eral manager of the division, said. 
The plant manufactures gray iron 
castings, most of which have been 
produced for other production units 
in the GM organization. 


Antifreeze Info 
Government Gets Up 


Booklet on Subject 
WASHINGTON.—Practical infor- 
mation on the essential properties 
and proper use of automotive anti- 
freezes and cooling systems is 


given in the new booklet, “Auto- 
motive Antifreezes,” issued by the 
National Bureau of Standards. 

This publication, although de- 
signed primarily for the average 
automobile owner, should prove 
helpful to manufacturers interest- 
ed in entering the field of anti- 
freeze production, the bureau said. 

The booklet, NBS circular 474, is 
available from the Superintendent 
of Documents, U. S. Government 
Printing Office, Washington 25, for 
15 cents. 





Want to Buy or Sell something? Try 


AUTOMOTIVE NEWS Want Ads! 


City Chevrolet Opens Truck 
Center in Baltimore 


City Chevrolet Co., Baltimore, 
has announced the formal open- 
ing of its new commercial serv- 
ice center which will specialize 
in the maintenance and recon- 
ditioning of Chevrolet trucks. 

L. W. Kiefer, president of the 
company, anticipates the offer- 
ing of a real service to the com- 
mercial fleet owners of Baltimore 
by providing them with a cen- 
trally located service center at 
Maryland and Oliver Sts. 


New Passenger Car Registrations, 48 States for October, 







































































































Colleges Advised 
To Produce More 
Skilled Engineers 


TROY, N. Y.—American industry 
foresees a steadily increasing de- 
mand for engineering specialists. It 
expects the colleges to continue to 
supply engineers of increasingly 
broader competence. It is willing, 
for the most part, to help meet the 
increased costs which such a pro- 
gram of education puts upon the 
colleges of engineering. 

These are the salient views ex- 
pressed by 550 representative indus- 
trialists in an analysis made public 
by Livingston W. Houston, presi- 
dent of Rensselaer polytechnic in- 
stitute. Highlights of the study are: 

Although industrial production is 
at the highest peacetime level in 
the nation’s history, 76 out of each 
100 of the executives think the de- 
mand for engineering specialists 
will continue to increase during the 
next 10 years. The remainder see 
no slackening in the need, 

Seventy-eight of each 100 of the 
industrialists say the colleges should 
raise the level of faculty salaries as 
a major step in supplying engineers 
of broader competence. 

Sixty-five of each 100 think that 
industry and business, in one way 
or another, should help the colleges 
of engineering carry the heavily in- 
creasing burden of costs which this 
progressive program entails. 


School Bus Painted Free 


By Farmer Motor 

Through the generosity of Far- 
mer Motor Sales (Chevrolet), Roch- 
ester, N. H., a bus given to Holy 
Rosary school by the War Assets 
Administration for transportation 
of athletic teams and students to 
various games and outings has 
been painted in school colors of 
blue and gold. 
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Dealer Business Counsel 


Excessive Stocks of Slow Moving Items Called 
Drawback to Profitable Parts Operation 


(The opinions expressed herein are those of Columnist Van Tassel and are not 
necessarily those of Automotive News. 


By J. B. Van Tassel 


HE annual turnover rate of parts 
inventories has decreased from 
3.6 times per year for the first half 
of this year to 2.9 
times per year in 
the last half of 
this year, accord- 
ing to dealer 
statements sent 
me for analysis. 
This reduction 
has not been due 
entirely to a drop 
in parts volume. 
7 Fag reason 
e apparent 
4. B. Van Tassel abnormal increase 
in the amounts of dealers’ stocks 
of parts. 

Further investigation reveals the 
fact that these increases in parts 
inventories are increases in the 
slow moving parts classification, 
rather than fast moving parts 
items. 

In other words, it appears that 
dealers are loading their stock- 
rooms with slow moving parts, 

which is not only very costly to 
dealers, but also costly to the 
factory. 

When a dealer clutters up his 
stockroom with slow moving parts, 
then he has no room for the stock 
of fast moving, profitable merchan- 
dise. You cannot make a maximum 
profit in a parts operation with 
stocks that are abnormally heavy 
with slow moving items. 

- * . 
) bpd THIS parts business, avail- 
ability of fast moving merchan- 
dise is much more important from 
a profit-making standpoint for both 
dealers and factory than is the 









availability of slow moving mer- 
chandise. 

When a customer wants a slow 
moving part he is generally willing 
to wait a reasonable period of 
time to procure this part, because 
ordinarily he would not expect a 
slow moving part of any conse- 
quence to be available. However, 
when an independent service op- 
erator wants a fast moving part 
and the dealer does not have this 
part in stock, then the independent 
operator will go some place where 
this fast moving part is always 
available. 


Naturally, if he has to do this 
very often, he probably will get 
the habit of doing all of his shop- 
ping at the place of business that 
offers him immediate availability. 


ANOTHER important reason why 
fast moving merchandise is 
more profitable than slow moving 
merchandise is that it develops re- 
peat business for a dealer, or helps 









































Oct. Consumption 


Of New Rubber 
Declines Slightly 


NEW YORK.—New rubber con- 
sumed in October was estimated at 
88,069 long tons by the Rubber 
Manufacturers Assn., in its regular 
monthly report released here. The 
October estimate is 3.34 percent less 
than the September figure of 91,109 
tons. 

October natural rubber consump- 
tion amounted to 49,693 long tons, 
which is 4.25 percent lower than 
the previous month when 51,898 
tons were used. 

All types of synthetic rubber con- 
sumed in October totaled 38,376 long 
tons, a reduction of 2.13 percent 
from September when consumption 
totaled 39,211 tons. Of the October 
total 29,187 tons were GR-S, 3,188 
tons were neoprene, 5,125 tons were 
butyl, and 876 tons were all other 
types. 

1948 consumption of rubber is 
running slightly lower than in 1947. 
For the first 10 months in 1948 
total new rubber used amounted to 
902,836 long tons as compared with 
931,646 tons in the same period in 
1947. 

Natural rubber consumption in 
the same period increased to 525,695 
long tons from 454,301 in 1947 and 





CORNER SPOT—The possibilities of remodeling a corner buildin 
sales and service headquarters are illustrated by 
la. Arthur Gilbert heads the dealership. 


(Studebaker), Lakeland 


to build a constant flow of volume 
in the parts department. The faster 
a dealer can develop this flow of 
volume in parts wholesale, the more 
times he will turn his investment 
and naturally the more money he 
will make. 

The real difference in classifica- 
tion between a slow moving part 
and a fast moving part is that a 
slow moving part is a non-competi- 
tive part while a fast moving part 
is strictly a highly competitive 


into an attractive auto 


this photograph of Gilbert Motor Co 


part. They usually are available at 
a price that makes them very at- 
tractive to the wholesale trade. 

It would be my suggestion that 
every dealer who is interested in 
the promotion of wholesale parts 
business, install a lost sales record. 
This lost sales record can be very 
easily kept on the back of the parts 
location and price card. When a 
customer comes in for a certain 
specific part which a dealer does 
not have in stock, a record of it is 


made on this lost sales record and 
when this record shows that there 
is a reasonable demand for this 
part, then it should be carried in 
stock before too many sales are 
lost, and customers start going else- 
where for their requirements. 
* 7 * 


At*e my analysis shows where 
parts volume at wholesale de- 
creased 7.5 percent in November 
from October, and retail parts sales 
through the shop are on the decline 
in line with the current decline in 
service labor volume. 


However, aside from this re- 
duced trend in parts volume it is 
not good business to increase 
parts inventories in excess of a 
normal annual rate of turnover 
and this is apparently what is 
happening at the present time. 

Where your increase in parts in- 

ventory has been excessive as com- 
pared with your sales of parts and 
your rate of annual turnover, you 
should insist on your parts manager 
making a careful check on every 
item in stock with a view to reduc- 
ing the stocks of any and all parts 
that are excessive as compared with 
current demands, 

Eprror’s Note: Any questions 
on business management will be 
gladly answered by J. B. Van 
Tassel, care of Automotive News. 








One of America’s Leading All-Time Auto Shows | 


Year after year, the high reader interest and reader 

influence of the Cleveland Plain Dealer have been largely 
responsible for the maintenance of Cleveland’s high sales 

record for new cars. That’s why the Plain Dealer rates consistently among 
the top metropolitan newspapers of the nation in 

passenger car advertising lineage. This powerful combi- 

nation of a leading newspaper in a leading market creates your 


' total synthetic consumption de- 
i clined to 377,141 long tons from 
477,345 in the prior period. 
Consumption of reclaimed rubber 
was estimated at 22,378 long tons 
in October as compared with 24,115 
tons the previous month. 


Marketing Data for 
Advertisers... 


The Plain Dealer Market Survey 
department has compiled factual mar- 
ket data for your use. This informa- 
tion, valuable in appointing and 


Texas Sets Standards 
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For Safety Glass 


AUSTIN, Tex.—The State High- 
way commission here has an- 
nounced adoption of safety glass 
standards. They will apply to all 
new automobiles sold in the state 
and to glass replacements on ve- 
hicles manufactured after Jan. 1, 
1948. 

The commission’s action provides 
that all glass specified by the new 
highway traffic act passed by the 
last legislature shall comply with 
the American standard code for 
safety glass. 
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AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue, 








best automobile show throughout Northeastern Ohio. 


All Business is Local! 


CLEVELAND 


locating dealerships, as well as assist- 
ing in establishing sales quotas, is 
available upon request. Call or 

write today for an appointment to re- 
ceive this individualized service. 


PLAIN DEALER 


Cleveland’s Home Newspaper 


Cresmer & Woodward, Inc., New York, Chicago, Detroit, San Francisco, Los Angeles 
A. S. Grant, Atlanta 
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Service and Used Car Reconditioning 


{ Regular Monthly Section for Dealers, Jobbers and Maintenance Men who Service and Lubricate 


{merica’s 37 Million Motor Vehicles and Appearance-( ondition 5 Million lLsed Cars fnnually 





By Jack Weed 


S SORT of an interlude to my 

regular “tear - yourself - apart” 
circuit I have been on since the 
first of October—and will be on un- 
til well into February, I took a 
little offshoot down to Buffalo the 
other day to keep a date with my 
old friend Bill Baldwin of Baldwin, 
Bowers & Strachan. I’m _ kinda 
slowing up these days, but then if 
I take on more than I can do, it 
is my own fault—I’m the kind of 
a guy who always takes more food 
in a cafeteria than I can com- 
fortably eat. 

Bill took me out to Trico, where 
I had a nice talk with G. Z. Spen- 
cer, sales manager of the replace- 
ment division, about the diagnosis 
method of selling service. He 
brought up a point that has been 
giving them trouble for some time 
—how to get automotive service 
men to check windshield wipers 
and wiper mechanisms thoroughly 
when the car is available for a 
complete inspection. 

He claims that far too many 
wiper mechanisms are_ replaced 
when the fault really lies in either 
the hose or the diaphram. Pinched 
or cracked vacuum hoses are the 
cause of many wipers not having 
power enough to clear snow and 
light ice off windshields — and 
makes motorists blame the motor 
for lack of power. 

With the new larger blades that 
are designed to wipe the curved 
windshields, present engines do not 
develop sufficient vacuum at times 
to properly operate them, so Trico 
has brought out a separate little 
vacuum cylinder that is operated 
independently of the car engine 
and develops power enough to not 
only wipe off heavy snow but to 
operate a pair of vacuum horns as 
well, if the owner wants them. Of 
course, Trico has brought out the 
horns to go with the new cylinder. 
. * ¢ 8 


Was there I ran into a story 
I had never heard before—and 
one that should be enrolled in any 
automotive folklore that is ever 
written about the industry. 

It seems that in the very early 
days of Trico, the company had no 
name—the Oishei brothers had 
financed an inventor who had made 
a hand-operated windshield wiper. 
After a demonstration in a New 
York show window, the brothers 
began to get orders for the device 
by mail. One day an order came 
in from a man in England and 
another from a man in Australia 
—both of whom had seen the dem- 
onstration in New York. 

The question of what to call the 
company was under discussion at 
the time and, on receipt of these 
two foreign orders, J. R. Oishei 
said, “This gives us the name of 
the company — Tri-Continental 
Products Co.—cable address Trico.” 
The products have been known as 
Trico ever since, but the name of 

(See BACKSHOP, Page 41, Col. 1) 
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INCREASES SERVICE SALES—Boyer & Gilfillan (Ford), Minneapolis, seeks to sell customers 


on the value of having a car look as good 


as it runs. 


The dealership has successfully tied 


in the idea with the operation of its analysis department. 


Appearance Follow-Up 


Used With Diagnosis 


Eprror’s Nore: This is_ the 
fourth in a series of stories on a 
new method of selling service, 
which indicates it will increase 
sales while cutting down on 
“comebacks” and dissatisfied cus- 
tomers. 

NEW PROFIT source in the 

+ operation of an analysis de- 
partment has been utilized recently 
by Jack Dean, service manager, 
Boyer & Gilfillan Motor Co. (Ford), 
Minneapolis, without in any way de- 
tracting from the main purpose of 
the clinic—the increasing of satis- 
fied service customers and increas- 
ing both customer labor and parts 
sales. 


This new development is the 
follow-through on major overhaul 
jobs where the rehabilitation cost 
has been fairly high and the ve- 
hicle has seen rough service, or is 
older than average. 

It consists in selling an appear- 
ance conditioning job to put the car 
in as good shape from an appear- 
ance standpoint as it is from a me- 
chanical standpoint, when the com- 
plete work has been finished. 

* + . 


wo JOBS in particular, which 
have recently gone through the 
Boyer & Gilfillan clinic, show that 
many dealers are missing a very 
profitable service procedure that 
can be sold at this time. 

It is a “natural” for cars that 
have gone through the diagnosis 
clinic. One, a Chrysler Air Flow, 
brought in $520 in customer labor 
and parts, and the other, a Lin- 
coln Zephyr, came to $535. 

The story of the Air Flow job is 
illustrative of what can be done 
with proper follow-through from 
clinic analysis. The customer first 
brought the car in for a mechanical 
check to see what would be neces- 


NAPA Widens Merchandising Program 


INDIANAPOLIS, — Starting in 
February, 1949, the National Auto- 
motive Parts Assn. will carry the 
story of NAPA and NAPA service 
to motor vehicle owners of the na- 
tion through a consistent national 
magazine advertising program. At 
the same time, NAPA’s advertising 
program in automotive trade publi- 
cations will be continued without 
interruption. 

This announcement, marking a 
major development in after-market 
selling practice, was made following 
the fall meeting of the NAPA coun- 
cil at White Sulphur Springs, W. 
Va., where recommendations of the 
NAPA advertising committee were 
approved by the NAPA board of 


sary to put the car back into an 
efficient running condition. 
+ + 7 


HE MECHANICAL work called 

for a complete engine tuneup 
and the replacement of wiring, new 
headlights, a battery and a brake 
reline. After the customer took de- 
livery of the car, he was so pleased 
with its operation that he wanted to 
go further and make it look as good 
as it ran, so he brought it back for 
an estimate on a paint job. 

As a result, Dean got an order 
for bumping out the fenders and 
other dinged metal work, a com- 
plete paint job, new mats and a 
tailored set of seat covers. 

Furthermore, the customer was 
more than pleased. He expressed 
his delight by remarking that now 
he felt he had a car that was as 
good as new for what, he felt, was 
a moderate investment. 

* * 7 

[Tax FACT that Boyer & Gilfillan 

had advertised their “bumper to 
bumper” diagnosis department as 
being open to all makes of cars was, 
perhaps, the only reason why this 
Ford dealer ever got a chance at 
the renewing of a Chrysler product. 

It thus seems natural that com- 
plete appearance conditioning of 
customer cars, as well as pre- 
delivery checking of new cars, can 
well be made a part of the diagnosis 
clinic operation. 

The dealership has had its diag- 
nosis clinic in operation for ap- 
proximately 10 months and is put- 
ting from 96 to 108 cars through it 
every month. In October, it sold a 
total of $6,716 customer labor and 
parts from the diagnosis per- 
formed. 

Twenty-four of these jobs over- 
aged $11.60 per R.O.; 18 averaged 
$22.85 per R.O.; 50 averaged $58.65 

(Continued on Page 54, Col. 1) 


directors and the board of the 
NAPA manufacturers’ council. 

In a statement issued NAPA 
franchise jobbers, Henry Lans- 
dale, vice-president and general 
manager of NAPA, expressed the 
belief that the broadened program 
would provide advantages for 
every jobber and repairman hand- 
ling parts bearing the NAPA seal. 

In extending the program to in- 
clude national magazine advertis- 
ing, Lansdale said the organization 
is following a long-range plan. 

“The method of parts distribution 
pioneered and developed by NAPA 
has always been unique in the in- 
dustry,” Lansdale said. “As far back 
as 1935, we began the use of adver- 








Collier Survey Shows 


Dealers Hold Major 
Role in Aftermarket 


Handle Almost Half of the $4,700,000,000 Business 
In Customer Labor and Replacement Parts; 
Outstrip Independents in Heavy Repairs 


USTOMER labor and replace- 
ment parts sales are now run- 
ning over $4,700,000,000 yearly, ac- 
cording to the most recent automo- 
tive survey of the Crowell-Collier 
Publishing Co. Of this tremendous 
volume, the enfranchised car and 
truck dealer is doing over $2,240,- 
000,000. Moreover, auto dealers are 
handling 50.1 percent of the total 
major repair business. 

According to this Collier sur- 
vey, one of the myths of the 
after-market is dissipated—that 
the independent does most of the 
heavy repair and parts replace- 
ment business. 

The survey shows that the aver- 
age car and truck dealer is doing 
approximately $53,333 in customer 
labor and parts replacement each 
year, while the average independent 
service station is doing but $26,875 
per year in repairs and replace- 
ment. 

* * * 


AR DEALERS, from whom the 

customer bought his car, do 
34.9 percent of the major repairs; 
car dealers other than those that 
sold the car originally, do 15.2 per- 
cent (for a combined total of 50.1 
percent); independent service sta- 
tions do 31.3 percent, filling sta- 
tions do 3.1 percent and 12.5 per- 
cent is done by the owner himself. 


Car dealers lead as well in the 
amount of adjustment and tuneup 
work done. Dealers who sold the 
car get 30 percent, and other deal- 
ers get 12.7 percent, for a total 
dealer minor-service business of 
42.7 percent. Independent service 
stations get 30.3 percent; filling sta- 
tions, 7.7 percent, while again a 
healthy amount —15.8 percent — is 
done by the owner. 

Filling stations are walking 
away with the lubrication busi- 
ness — doing 59.6 percent — while 
the car dealer is a very poor 
second with but 19.4 percent. This 
is divided 15 percent by the dealer 
who sold the car and 4.4 percent 
by other dealers. Independent 
service stations also show up 
poorly in this category, with only 
11.2 percent of the lube jobs, 
while 7.8 percent of the owners 
do their own work, 


Surprising, too, is the showing 
that city dealers are getting a 
higher percentage of the major re- 
pairs than the rural and small town 
dealers—50.5 percent to 49.5 percent 
—and that the city dealer who sold 
the car is also getting a higher 
percent—36.1 percent to 33.5 per- 


tising to explain NAPA methods 
and standards to the trade. Today, 
everyone who reads automotive 
publications knows NAPA and 
what it stands for. 

“When NAPA was first organ- 
ized, certain important standards 
were established as fundamental: 
1.NAPA would distribute only 
branded lines of standard quality; 
2. All NAPA lines would be re- 
quired to equal or surpass in quality 
the parts they replace; 3. NAPA 
would consistently oppose and re- 
fuse to distribute substandard 
parts, believing this to be in the 
best interests of the car owner, the 
service trade and the jobber. 

(Continued on Page 52, Col. 3) 









cent, with the city “other dealer” 
losing out 14.4 percent to 16 percent. 
* * + 


oe independent service sta- 


tions beat out their city cousins 


in the percentage of major repair 
work obtained—32.8 
more rural and small town owners 
do their own work, 13 percent to 


to 30.1—and 


11.8 percent. City filling stations 
get 3.5 percent of the major repairs, 
while the rural gas stations account 
for only 2.7 percent. 

The rapidly increasing number 
of owners who are doing their 
own service and repair work is 
seen in the increase from 7 per- 
cent for major repairs in 1947 to 
the 118 percent shown among 
urban owners in this latest sur- 
vey. This seems to indicate a 
tightening in free money, espe- 
cially among the owners of older 


cars, and particularly in the 
working class. 
This is also reflected in the 


higher-than-average percentages of 


those in the lower income brackets 


who are doing their own work. In 
the under $2,000 per year, 17.1 per- 
cent do their own work; in the 
$2,000-$3,000 class 16.9 percent do 
their own work, and in the $3,000 


to $4,000 class, 13.6 percent work 


(Continued on Page 42, Col. 3) 


GM’s Boyd Sees 
Shortage of Oil 


Far in Future 


COLUMBUS, O.—Failure of this 
nation’s petroleum supply is “some 
distance away,” T. A. Boyd, of the 
General Motors Research Labora- 
tories division, predicted here. 

Boyd, who collaborated with 
Charles F. Kettering and the late 
Thomas Midgly jr. in the develop- 
ment of leaded fuels, addressed the 
75th jubilee celebration of the Ohio 
State University chemistry depart- 
ment. 

However, Boyd said: “It is not 
reasonable to expect the supply of 
petroleum to last indefinitely.” 

He said that when the U. S. is 
forced to turn to natural gas, oil 
shale and coal for its gasoline 
supply, chemists will play a greater 
role in the petroleum industry 
than they do today. 

“When we have to produce liquid 
fuels out of these materials, the 
making of gasoline is going to be 
a chemical industry to an even 
greater degree than is the petro- 
leum refining industry,” Boyd de- 
clared. 

He pointed out that a plant now 
under construction at Brownsville, 
Tex., is expected to manufacture 
from natural gas by synthetic 
means 7,000 barrels of gasoline and 
fuel oil daily. 





Courtesy Tips 
Two-Week Campaign 


Rates Compliment 


BRADDOCK, Pa. — An all-out 
courtesy drive instituted by a serv- 
ice manager who had been with the 
firm only two weeks already has 
reduced petty complaints by half 
at Shane Motor Co. (Nash), Brad- 
dock Ave. and Verona St. here. 

Steve Branch, service manager, 
supervises 12 men in the service, 
parts, greasing and washing de- 
partments. 
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DORMONT, Pa.—‘“In the last four 
months the men we have hired to 
grease cars are showing more in- 
telligence,” reports W. G. Timmons, 
service manager, A. D. Motor Co. 
(Studebaker), 2150 W. Liberty Ave. 
here. “It’s the most promising thing 
we've seen since the war ended, for 
eventually these men will be our 
mechanics! 

“These new men,” says Tim- 
mons, “can tell if the oil is water- 
free. They can locate a broken 
spring. Their work means more 
than holding a job, and these 


Automotive Show 
Set for Atlanta 
Next May 10-14 


ATLANTA.—The 1949 Southeast 
automotive show will be held May 
10-14 at Lakewood Park, Atlanta, 
officers and directors of the show 
announced here last week. 

The first three days of the show 
will be reserved entirely for con- 
ference between sponsoring whole- 
salers and exhibiting manufactur- 
ers, it was said. 

On Friday and Saturday, the last 
two days, the show will be open 
to the retail trade as well as to 
sponsoring wholesalers. Non-spon- 
soring wholesalers will not be ad- 
mitted at any time. 


An advisory committee composed | 


of two or three wholesalers from 
each of the 10 states participating 
in the show will soon be an- 
nounced. This committee will make 
recommendations about the opera- 
tion of the show and each member 


will promote the show among the | 


trade in his own state. 


Loads of Thanks 
Ad Expresses Gratitude 


To Shop Patrons 


ROCHESTER, N. Y.—Cool Chev- 
rolet Corp., 360 Culver road, used a 
large institutional newspaper ad to 
thank the people of Rochester for 
taking advantage of the dealer- 
ship’s service facilities. 

The ad carried photos of Roy 
Cool, president; Bob Mittlesteadt, 
general manager; Jim Brennan, 
general sales manager; Eddie Flan- 
igan, service manager; Walt Carter, 
parts manager, and other members 
of the staff. 

Said the ad caption: “Thanks, 
Thanks, Thanks. All Of Us Here 
At Cool’s Thank You, Our Good 
Friends Of Rochester.” 

Copy continued: “We thank you 
for giving us the chance to serve 
you... we thank you for coming 
back again and again after finding 
you had a job well done... we 
thank you for your faith in our de- 
pendability and honesty. As in the 
past and as right now, remember 
... We are always—at your service. 

“Cool Chevrolet’s new service de- 
partment is one of the largest and 
most completely equipped in west- 
ern New York. Whether you need 
general repairing or specialized 
work such as metal craft, painting 
or touch-up, radio service, front- 
end overhaul, frame work, under- 
coating, lubrication, etc. Cool Chev- 
rolet invites you to come in. Spa- 
cious quarters, expert mechanics 
and a complete parts department 
guarantee you speedy repair serv- 
ice.” 


Connecticut Group Adopts 
10-Point Highway Plan 


HARTFORD, Conn.—The Con- 
necticut Highway Users Conference 
has adopted a 10-point program to 
cover all aspects of highway im- 
provement, according to John F. 
Maerz, conference chairman. The 
conference is composed of farm or- 
ganizations, automobile clubs and 
the state motor truck association. 

The platform, Maerz said, deals 
with highway planning, taxes, fed- 
eral highway aid and safety. It 
calls for continuous development of 
highways appropriate to the needs 
of auto transportation, including the 
attainment of all-weather facilities 
in rural areas. The program recom- 
mends long-range plans developed 
through adequate representation of 
highway users on highway planning 
bodies, 


Incentive Plan Praised 


A. D. Motors Pay System Proves Inspiration 
To Alert and Steady Workers 
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traits earn money. We’re all 
proud of the work we’re doing! 

“Our employes have swung vig- 
orously into our incentive wage 
plan,” says Timmons, “The plan 
has worked excellently for 15 
months. It can be adjusted to any 
business hiring one or 50 mechanics, 
and is well within most workers’ 
reach.” 

Plan works so well because me- 
chanics don’t have to work at top 
speed to qualify. The employe 
who works steadily without los- 
ing days, after one year gets an 
extra week’s vacation besides his 
regular vacation, and a bonus 
amounting to from $15 to $50 a 
month depending on his position, 
his intelligent handling of his 
work, and parts department sales. 

The bonus is paid the first of the 
month, is regular and keeps build- 
ing up until it hits its peak in 90 
days. The regular paycheck goes to 
employes on the third. 

“To establish an effective bonus 
system,” says Timmons, “figure 





for BETTER WORK 





CHRYSLER PARTS REPRESENTATIVES BRUSH UP ON SALES—Chrysler Corp. district parts representatives who attended a sales analysis 
institute as part of the corporation's conference of business management are shown above with some of Plymouth executives who were their 
instructors. The men were taken on a tour of the Plymouth plant and heard lectures on such subjects as the history of the Plymouth division, 
field operations, advertising, merchandising and service. Left to right, first row: S. E. Jamieson of Detroit; W. R. Ables, Dallas; W. B. Rice, 
Plymouth director of service; J. W. Jordan, New York; B. R. Carmichael, Harrisburg, Pa.; H. S. Walters, Columbus, O.; J. D. Hughes, 
Phoenix, Ariz.; W. C. Shannon, Albany, Ga., and R. J. Vanier, Chico, Calif. 

Second row: J. D. Ryan, Kansas City; P. A. McGuinn, Tulsa; J. S$. Penney, Nashville, Tenn.; C. O. Ogle, Tacoma, Wash.; D. G. Schultz, 
Springfield, Ilil.; E. M. Gatewood, Cincinnati; M. J. Leonard, New York; R. &. Bowen, Columbia, S. C.; G. R. Metcalf, Fargo, N. D.; and 
O. J. Witham, Portland, Me. Rear row: . B. Heberling, assistant general sales manager of Plymouth; R. S. Owen, Plymouth executive 
assistant; M. L. VanDagens, technical service manager; W. B. Landon, promotional service manager; H. G. Barton, Kalamazoo, Mich.; A. B. 
Dowd, merchandising manager; H. P. Lefevre, Toledo; B. E. Flechtner, director of regions, and R. C. Somerville, general sales manager. 


men love it. Even our washrack 
man who worked here seven years 
came back to see us, and made us 
feel swell!” 


your actual average net profit, and | made benefits in employe relations 

put the balance in the ‘kittie’ for | outstanding. 

the employes.” “Our customers and competitors 
The plan at A. D. Motor Co. has | notice it,” says Timmons. “Our own 





LOOK AT THE COMPLETE 
TESTING JOB IT DOES! 


COMPRESSION TESTS 
Vacuum Reading +» Compression Readings 
Fuel Pump Vacuum «+ Cylinder Balance 
Fuel Pump Pressure 


Battery Capacity * Condenser Resistance, i 

Capacity and Insulation » Coil Capacity 

Distributor Dwell Angle — Distributor 

Timing * Secondary Output at Spork Plugs 
STARTER CIRCUIT TESTS 


i Cranking Voltage + Starting Amperage 
Draw 


GENERATOR CIRCUIT TESTS 
. Generator Output « Voltage Regulator Ad- 
jvstment + Current Regulator Adjustment 

Cut-Out Relay Adjustment 


COMBUSTION TESTS 
Engine R. P.M.—Idle Speed « Idle Speed i 


System * High Speed System « Accelerating 
System + Air Cleaner + Automatic Choke 


System 













LOOK AT ALL THESE 

FEATURES THAT SAVE 

YOU WORK AND 
MONEY! 


the SUN 
Master 
MOTOR TESTER 


includes these 
extra instruments: 


® Alnico magnet meters, special 
design, individual lights. 


® Sturdy, lightweight cabinet, rich 
hammerloid finish. 


® Cirevits protected against dam- 
age through improper hook-ups. 





® Ponel units sealed against dust 


and atmospheric interfer: » 
. ee Power Timing 
t 


at a BETTER PROFIT! © Panel units operate independ- Ligh 


Any way you look at it 


There’s no question as to what will be your choice in a truly scientific 
motor testing instrument if you will rea//y look into: 1. SUN’s complete- 
ness 2. SUN’s features 3. 
time” accuracy and 4. The foremost service organization of its kind, 
over 400 men from coast-to-coast to assure competent trained operators 


and 24-hour service! 


MAIL THE COUPON NOW for a real look at the suN proposition. Take 
this step today and you'll soon be in possession of all the facts that have 






made suN America’s number one choice. You'll make ityourchoice,too! j ~~ tS Cat a oe ae ae 
* SUN ELECTRIC CORPORATION ; 
6327 Avondale Avenue, Chicago 31, Ill. : 
‘ I'd like a “real look” at SUN. Send me, . 
i without cost or obligation, a copy of 8 
‘ your 32-page Catalog. . 
: PRUNE citienasentcandeaintiadebentnebbenendaiinnniminiiandins, ' 
MASTER MOTOR TESTER | (2000 -------- re : 
@ product of the Sun Electric Corporation, also makers of the I a escccirnincslnbesn canadttatbiah nntetneedte 7 
; Wltnadlieinikhainenediibinieenad Bene «cs Gictedecncen ; 
i 


SUN MASTER DISTRIBUTOR TESTER and a complete line of 
Automotive Testing Equipment. 


ently of each other, 


® No electric outlet necessary, oper- 

ates from 6-volt storage battery. 
Cylinder Balance 

® 5-inch ball-bearing, rubber caster T 

wheels with easy locking brakes. _ 


the answer is SUN! 


® Large, convenient compartment 
for accessory group. 


® Independent panels quickly and 


SUN's precision that insures “right-the-first- 
easily removed for servicing. 


© New developments may be quick- 
ly added to original equipment. 


® Guaranteed for one year against 
defects in materials, workmanship. 
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Santee Building Big Center ~~ West Const Kee , 
Assembly-Line Shop Will Never Close 


BURBANK, Calif.—The new Au- 
tomotive Service Center now under 
construction in Burbank is expected 
by its owners to bring about drastic 
reforms in the entire field of auto- 
mobile maintenance. 

The plant, costing more than a 
half million dollars and covering 
more than a full city block on one 
of the busiest West Coast highways, 
fulfills the long-time ambition of 
dealer John P, (Jack) Snyder. 

In the new Automotive Service 
Center, which will operate on a 
24-hour schedule seven days a 
week, service will be rendered on 
an assembly-line basis and it will 
be possible for a_ serviceable 
“wreck” to start at one end of the 
operation and exit at the other a 
newly-refurbished car with a mi- 
nutely-tuned power plant. 

“The idea of our new Automotive 
Service Center,” explains Snyder, 
president and chief stockholder of 
Snyder-Lynch Motors, Inc. (Ford), 
owners of the new institution, 
“sprang from the fact that so many 
persons are put to tremendous in- 
convenience through the loss of use 


of their cars, even if it is only for 
a day or two, 

“During the war, in our Ford 
dealership in Burbank, we insti- 
tuted a night shift to accommodate 
workers at the great Lockheed air- 
plane plant who could not afford to 
be without transportation. That 
gave us the idea that maybe the 
whole public would like a service 
which would make it possible for 
an overnight job that would be 
complete in every respect. They 
will get exactly that at the Auto- 
motive Service Center.” 

At the start, the center will spe- 
cialize on Fords, Plymouths and 
Chevrolets, and each make will be 
routed through separate “lines” of 
operation. The service will include 
an evening pickup of the car and a 
morning delivery, with the job com- 
pleted. 

Using only factory parts and the 
most recently developed methods, 
the service will offer a completely 
rebuilt factory guaranteed engine, 
transmission, rear end, front end 
suspension, electrical network and 
such other services as wheel align- 
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ment, radio repair and appliance 
and new tire installations. 

One of the final stages of the 
entire operation will be the paint 
shop, which will feature a baked 
enamel job, new upholstery and 
carpets, all to factory specifica- 
tions. 

Minor service jobs, which will not 
require the overnight service, will 
be offered at all times and on a 
basis never before possible, Snyder 
said. 

One machine has been developed 
which is referred to as the “auto- 
motive robot” because of the seem- 
ingly brainy manner in which it 
does its job. 

The function of this machine is 
to make a scientific test showing 
the car’s compression, timing, en- 
gine efficiency, power, steering and 
wheel alignment and brake ability 
without a human hand to help after 
the necessary attachments are com- 
pleted. 

Upon completion of the test, the 
machine ejects a slip of paper re- 
cording all the deficiencies so that 
the layman can understand exactly 


13, 1948 





PUTS THE FINGER ON LOST TIME—Corvek 
Electronic Service Master is a new dispatch 
system manufactured by Corbett, Veek & Co., 
Portland, Ore. The heart of the system is a 
specially designed desk where the dispatcher 
sits. It is designed to be low enough to give 
him full view of the floor without rising from 
his seat. In front of him is a control sheet 
where he records the progress of each car 
and above the control sheet is a console-type 
switchboard which enables the dispatcher to 
communicate with all departments without the 
usual difficulties, the company states. 


what his car needs in the way of 
service or repair. 

Since every job has a set price 
in the operation of the new Auto- 
motive Service Center, this card 
will indicate to the last cent the 











' and Clinton Spray Wax. 


CLINTONE WAX FINISHING 
as Nationally Advertised requires the 
combined use of Clinton Pre-Wax Cleaner 
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Clinton Spray Wax is new! Revolutionary! It is applied with a vacuum 
type spray gun and produces a hard, pure wax finish without rubbing or 


Not only does Clinton Spray Wax save hours of labor on every car but it 
also lasts longer than ordinary waxes. Scores of tests show that Clinton 
Spray Wax outlasts other waxes three to one. In fact, on the world’s fastest 
airplanes, flown in extreme weather, Clinton Spray Wax lasted seven times 
longer. Because Clinton Spray Wax is sprayed on it penetrates corners and 
crevices around grilles and mouldings, giving complete protection against 
rust and atmospheric salt corrosion. 
Clinton Spray Wax is available through jobbers and General Motors ware- 
houses. For further information write . . . 


CLINTON SPRAY WAX COMPANY 


1020 EAST LAND PLACE e MILWAUKEE 2, WISCONSIN 
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bill that will confront the car’s 
owner. 

If the trouble proves to be of a 
minor nature, the owner can follow 
through roped lanes and watch the 
repairing crews in action. 

But, realizing that the novelty of 
this operation will ultimately wear 
off, Snyder and his associates have 
provided for the comfort and enter- 
tainment of car owners “sitting out” 
a job. 

A huge waiting lounge is part of 
the architectural scheme of things 
and in this is being installed both 
radios and television sets. There 
will also be a snack bar open day 
and night, 

Also, a credit and bookkeeping 
office will be functioning at all 
times. Here easy terms may be ar- 
ranged by any person with a suffi- 
cient credit rating. 

One huge section of the Auto- 
tive Service Center is being set 
aside solely for truck service and 
repair. The plant is located on 
San Fernando road, also desig- 
nated as alternate U.S. highway 
101, a thoroughfare accommodat- 
ing almost all of the truck traffic 
between Los Angeles and the San 
Joaquin valley and San Francisco. 
The truck section will feature a 
specially designed truck grease 
rack and pit. 

Snyder, with the assistance of 
George E. Gansell, his general man- 
ager, and Guy E. Bohan, his sales 
manager, has built the Ford deal in 
Burbank into one of the largest 
Ford sales outlets in the West. 

At the present time, 100 persons 
are employed by the Snyder-Lynch 
Motors, Inc., and it is estimated 
that, at the start, it will take 150 
trained mechanics and skilled per- 
sonnel to keep the Automotive Serv- 
ice Center moving at the scheduled 
pace, 


British Expanding 
Service Outlets 


All Over Canada 


OTTAWA, Ont.—British car mak- 
ers are going ahead with plans to 
provide facilities for servicing their 
cars throughout the dominion, Be- 
sides promoting sales, they intend 
to overcome the feeling Canadian 
buyers have that they can’t get 
parts or service on British cars as 
easily as on American and Cana- 
dian models. 

Reportedly, this plan to expand 
service outlets will be accompanied 
by a nationwide publicity campaign 
telling Canadian buyers that the 
shipment of cars from Britain is 
not just a temporary move to ease 
transportation shortages. 

In fact, Rootes Motors, Ltd., will 
emphasize that “The Hillman Minx 
is in Canada to Stay.” 

Canadian dealers in British cars 
are cheered by the prospect of such 
publicity. They report frequent 
queries from prospective buyers 
that convey uncertainty regarding 
the possibilities of service facilities. 

Educational advertising is just 
the type needed to help the sale 
of British cars in Canada, the deal- 
ers say. 


On the House 


Omaha Dealer Gives Cokes 
At Parts Counter 


OMAHA.—As part of a cam- 
paign to increase the sale of parts 
and accessories to wholesale cus- 
tomers here, the Miller- Knuth 
Chevrolet Co. has instituted a plan 
to distribute free soft drinks to 
buyers at the parts counter. 

“Come in, drink a free coke on 
us cool off and relax while your 
order is being filled,” reads a card 
mailed to wholesale customers. 

The air-conditioned parts de- 
partment and comfortable seats at 
the parts counter are mentioned as 
added incentives to hot-weather 
buyers. Free parking in the rear 
of the building also is cited. 

This plan tops off a parts and 
accessories sales program, under 
Ed Uden, parts manager, which 
features extensive use of signs and 
parts displays in the dealership. 


Daray Pontiac Opens 
Daray Pontiac Co. has opened 
for business at the corner of Wil- 
liams Ave. and Highway 20, Nat- 
chitoches, La. Robert W. Daray is 
owner and Emile Ackel, service 
manager. 
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(Continued from Page 38) 


the company was changed to the 
cable version only a few years ago. 
* ad * 

HILE in the Falls City, I also 

trekked out to see Ralph Peo, 
who has brought his Manzel Corp. 
from a $250,000 concern to one with 
a book worth of over a million 
bucks in a little over two years. 
Starting with furnishing Lincoln- 
Mercury dealers with special tool 
equipment, his firm has gradually 
taken on Ford truck, Ford tractor 
and now has been given an equal 
opportunity to serve Ford passen- 
ger car tools. 

I never knew that Ralph posed 
as an efficiency expert—he being 
a mechanical engineer who has 
built up quite a reputation for 
manufacturing. But he now can 
take a bow for making two people 
work where one normally works. 
In order to get caught up with the 
shipment of orders—they are now 
on spot shipment basis on every- 
thing but some sheet metal tools, 
I understand—he put in a complete 
second shift in his office. It now 
runs 16 hours a day. 

Surprisingly, they say, it is such 
an efficient operation that they 
plan to continue it instead of add- 
ing the extra building it would 
take to house the same force work- 
ing one shift. 

* & a 

H42 LUNCH one day with Al 

Ryan, general manager, and E. 
L. Potter, sales manager, of Houde 
Engineering Co. Al and his crew 
have done an outstanding job in 
getting distribution built up for 
Houde shock absorbers and now 
are in the replacement business 
on these items with a vengeance 
—they are currently furnishing 
shocks for most every make of car 
except Ford. 

A story is told about Potter that 
is worth repeating. It seems that 
during the war he did quite a lot 
of flying and has continued to fly 
as a civilian since leaving the 
service. One day he had to go to a 
doctor to take a physical checkup 
to maintain his license, but the 
“doc” thought that he was only| 
having a checkup to see if he was | 
fit to fly. | 

After a very thorough going over, 
the “doc” told Potter that he had 
some bad news for him—that he 
would never be able to fly an air- 
plane. It seems he had some con- 
dition that would prevent him 
from accurately judging distance in 
landing and that he would be sure 
to crack up if he ever tried to fly 
a plane. 

Potter told the “doc” that he 
always wondered what was the 
matter with him—he had only been | 
flying some 10 years or more and| 
flew several hundred hours every 
year—and was that doctor’s face 
red. 

* * * | 

Wwe after trying at every type | 
of contest imaginable for lo, 
these many years, I have finally 
come in a “winnah.” During the 
ATA in Washington, the B. F. 
Goodrich Co. had a guessing con- | 
test with several prizes for the 
lucky mathematician who could 
figure out how far a truck wheel, 


that was being turned by an elec- | 
tric motor, would run during the 


set time it was to operate. 


That evening I harked back to | 


my multiplication table and “pi,” 
there were some pretty good boys 


also doing a lot of heavy pencil | 








AROUND AND AROUND—The judges in 
the revolving truck tire guessing contest were 
(left to right) Howard Kidwell of Akron, 





and J. E. Powers, manager of the truck and 
bus tire department of B. F. Goodrich 


work—guys like Sam Houston of 
International Harvester, Art Butler 
of the Highway Users Conference, 
Dan Cheney of Motor Transporta- 
tion and several operators. I didn’t 


think I stood a chance, but I filed j 


my figuring just in case—and came 
in a lone third—for a radio. 

First place winner for a set of 
truck tires was John J. McCarthy, 
Associated Transport, Inc., Spring- 
field, Mass.; tied for second, with 
each getting a set of puncture- 
proof tubes, were Mrs. D. L. Janes, 
Broadway Express of Atlanta, and 
G. C. Ferneyhaugh, Brook Trans- 
port, Richmond, Va. Art Butler 
popped up among the consolation 
winners, with Ray A. Hendricks, 
Garrett Freight Lines, Pocatello, 
Ida.; Mrs. Tose, Tose Transport 
Co., Bridgeport, Pa., and M. L. 
Rappaport, Howard & Rappaport, 
Toronto. 

Let me confide in you—I’m 
tickled pink to have been able to 
come in ahead of Art Butler—he 
had a half dozen experts helping 
him figure out his answer—and 
Dan Cheney, who was so confident 





THE FLEET'S IN, BUT READY TO GO OUT—Faster, more satisfactory service to more whole- 
sale and retail customers over a larger area is the reason for this four-unit fleet shown in 


front of the Thompson Sales Co. (Pontiac), Springfield, Mo. Left to right: wholesale parts 





delivery truck, service pickup, motorcycle and tire service truck. 


he had it right on the nose he was, I'd like to pass on a nice gesture 
willing to bet on the result. that the Kellogg division of Ameri- 
* * * can Brake Shoe Co. did for this 


NASMUCH as when you read| year’s show. 

this week’s explosion of mine I They sent out a letter to all ex- 
will be getting plenty of “hot foot” | hibitors saying that they would be 
walking up and down the four| pleased to furnish air-compressors 
miles of exhibits at the ASI show,|on a loan basis to all exhibitors 


Save time and trouble for yourself on rebuilt cr replacement jobs by 
using STEECHAN replacement channels, batwings, weatherstrip and 





molded rubber items. 





—— 7 41 
who required compressed air in 
connection with their showings 

* > . 


To recapitulation of the voting 
of MEMA and NSPA members 
on the several questions regarding 
the ASI show, and the holding of 
five regional shows, brought up 
some interesting phases. 

For instance, the only group that 
favored the five regional show idea 
was the NSPA equipment and tool 
group, which voted yes, 4 to 14 
The NSPA groups voted no to the 
question, “Do you favor one ASI 
show each year?” four to one. The 
Parts group vote was 38 no to 31 
yes, the equipment and tool group 
voting no 43 to 12, the chemical 
group went no 8 to 2 and the en- 
tire NSPA group went no, 96 to 
56. The only NSPA group to favor 
the ASI every year was the acces- 
sory group, which voted yes 11 to 7 

On the question of holding the 
ASI every other year, NSPA went 
102 yes to 47 no. The parts group 
voted 45 yes to 23; equipment and 
tools 43 yes to 14, and chemicals 
7 yes to 2 no. The NSPA equip- 
ment and tool makers were the 
only group to vote in favor of the 
suggestion of holding the ASI one 


year and the five regional shows 
(Continued on Page 43, Col 1) 








For over fifteen years STEECHAN has been original equipment on most motor 
cars, trucks, buses, trains, boats and planes in this country. There is no better way 
to assure customer satisfaction than to replace with the product designed for the job. 
Write for our complete list of STEECHAN replacement parts shown by make and 


model of car or truck. 


EXECUTIVE OFFICES — 2130 w. 


THE MARK GF A 


WW Oth st. € 


— SALES OFFICES —316 FISHER BLDG., : 








or Stee 


so 





Saeed 


<s 


nee 


ee eee 


poeretecas 


AUTOMOTIVE NEWS, DECEMBER 13, 1948 





Serviee and Used Car Reconditioning 


Vonthly Section 
Villion io Paa 


it vular 


er 
{rmerica s J 





A§ SORT of an interlude to my 
regular “tear - yourself - apart” 
circuit I have been on since the 
first of October—and will be on un- 
til well into February, I took a 
little offshoot down to Buffalo the 
other day to keep a date with my 
old friend Bill Baldwin of Baldwin, 
Bowers & Strachan. I'm kinda 
slowing up these days, but then if 
I take on more than I can do, it 
my own fault—I'm the kind of 
guy who always takes more food 

a cafeteria than I can com- 

rtably eat. 
Bill took me out to Trico, where 
I had a nice talk with G. Z. Spen- 
cer, sales manager of the replace- 
ment division, about the diagnosis 
method of selling service. He 
brought up a point that has been 
giving them trouble for some time 

-how to get automotive service 
men to check windshield wipers 
and wiper mechanisms thoroughly 
when the car is available for a 
complete inspection. 

He claims that far too many 
wiper mechanisms are _ replaced 
when the fault really lies in either| fied service customers and increas- 
the hose or the diaphram. Pinched | ing both customer labor and parts 
or cracked — a the | sales. 
cause of many wipers ving This new development is the 
power enough to clear snow and| ¢oljow-through on aaaiee overhaul 
makes motorists blame the motor 
for lack of power. 

With the new larger blades that 
are to wipe the curved 
windshields, present engines do not 
devélop sufficient vacuum at times 
to properly operate them, so Trico 
has brought out a separate little 
vacuum cylinder that is operated 
independently of the car engine 
and power enough to not 
only wipe off heavy snow but to 
operate a pair of vacuum horns as 
well, if the owner wants them. Of 
course, Trico has brought out the 
horns to go with the new cylinder. 


Wars there I ran into a story 
I had never heard before—and 
one that should be enrolled in any 
automotive folklore that is ever 
written about the industry. 

It seems that in the very early 
days of Trico, the company had no 
name—the Oishei brothers had 
financed an inventor who had made 
a hand-operated windshield wiper. 
After a demonstration in a New 
York show window, the brothers 
began to get orders for the device 
by mail. One day an order came 
in from a man in England and 
another from a man in Australia 
—both of whom had seen the dem- 
onstration in New York. 

The question of what to call the 
company was under discussion at 
the time and, on receipt of these 
two foreign orders, J. R. Oishei 
said, “This gives us the name of 
the company — Tri-Continental 
Products Co.—cable address Trico.” 
The products have been known as 
Trico ever since, but the name of 

(See BACKSHOP, Page 41, Col. 1) 


on the value of having a car look as 
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Eprror’s Note: This is_ the 
fourth in a series of stories on a 
new method of selling service, 
‘which indicates it will increase 
sales while cutting down on 
“comebacks” and dissatisfied cus- 
tomers. 

NEW PROFIT source in the 

operation of an analysis de- 
partment has been utilized recently 


Minneapolis, without in any way de- 
tracting from the main purpose of 
the clinic—the increasing of satis- 


It consists in selling an appear- 
ance conditioning job to put the car 
in as good shape from an appear- 
ance standpoint as it is from a me- 
chanical standpoint, when the com- 
plete work has been finished. 


Two JOBS in particular, which 
have recently gone through the 
Boyer & Gilfillan clinic, show that 
many dealers are missing a very 
profitable service procedure that 
can be sold at this time. 

It is a “natural” for cars that 
have gone through the diagnosis 
clinic. One, a Chrysler Air Flow, 
brought in $520 in customer labor 
and parts, and the other, a Lin- 
coln Zephyr, came to $535. 

The story of the Air Flow job is 
illustrative of what can be done 
with proper follow-through from 
clinic analysis. The customer first 
brought the car in for a mechanical 
check to see what would be neces- 


INDIANAPOLIS. — Starting in 
February, 1949, the National Auto- 
motive Parts Assn. will carry the 
story of NAPA and NAPA service 
to motor vehicle owners of the na- 
tion through a consistent national 
magazine advertising program. At 
the same time, NAPA’s advertising 
program in automotive trade publi- 
cations will be continued without 
interruption. 

This announcement, marking a 
major development in after-market 
selling practice, was made following 
the fall meeting of the NAPA coun- 
cil at White Sulphur Springs, W. 
Va., where recommendations of the 
NAPA advertising committee were 
approved by the NAPA board of 
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as it runs. 


INCREASES SERVICE SALES—Boyer & Gilfillan (Ford), Minneapolis 
in the idea with the operation of its analysis department. 
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seeks to sell customers 
The dealership has successfully tied 


Appearance Follow-Up 
Used With Diagnosis 


sary to put the car back into an 
efficient running condition. 
+ * - 


HE MECHANICAL work called 
for a complete engine tuneup 
and the replacement of wiring, new 
headlights, a battery and a brake 
reline. ‘After the customer took de- 
livery of the car, he was so pleased 
with its operation that he wanted to 
go further and make it look as good 
as it ran, so he brought it back for 
an estimate on a paint job. 

As a result, Dean got an order 
for bumping out the fenders and 
other dinged metal work, a com- 
plete paint job, new mats and a 
tailored set of seat covers, 

Furthermore, the customer was 
more than pleased. He expressed 
his delight by remarking that now 
he felt he had a car that was as 
good as new for what, he felt, was 
a@ moderate investment. 

Oo * * 


HE FACT that Boyer & Gilfillan 
had advertised their “bumper to 
bumper” diagnosis department as 
being open to all makes of cars was, 
perhaps, the only reason why this 
Ford dealer ever got a chance at 
the renewing of a Chrysler product. 

It thus seems natural that com- 
plete appearance conditioning of 
customer cars, as well as pre- 
delivery checking of new cars, can 
well be made a part of the diagnosis 
clinic operation. 

The dealership has had its diag- 
nosis clinic in operation for ap- 
proximately 10 months and is put- 
ting from 96 to 103 cars through it 
every month. In October, it sold a 
total of $6,716 customer labor and 
parts from the diagnosis per- 
formed. 

Twenty-four of these jobs over- 
aged $11.60 per R.O.; 18 averaged 
$22.85 per R.O.; 50 averaged $58.65 

(Continued on Page 54, Col. 1) 


directors and the board of the 
NAPA manufacturers’ council. 

In a statement issued NAPA 
franchise jobbers, Henry Lans- 
dale, vice-president and general 
manager of NAPA, expressed the 
belief that the broadened program 
would provide advantages for 
every jobber and repairman hand- 
ling parts bearing the NAPA seal, 

In extending the program to in- 
clude national magazine advertis- 
ing, Lansdale said the organization 
is following a long-range plan. 

“The method of parts distribution 
pioneered and developed by NAPA 
has always been unique in the in- 
dustry,” Lansdale said. “As far back 
as 1935, we began the use of adver- 
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Collier Survey Shows 
Dealers Hold Major 
Role in Aftermarket 


Handle Almost Half of the $4,700,000,000 Business 
In Customer Labor and Replacement Parts; 
Outstrip Independents in Heavy Repairs 


Cena labor and replace- 
ment parts sales are now run- 
ning over $4,700,000,000 yearly, ac- 
cording to the most recent automo- 
tive survey of the Crowell-Collier 
Publishing Co. Of this tremendous 
volume, the enfranchised car and 
truck dealer is doing over $2,240,- 
000,000. Moreover, auto dealers are 
handling 50.1 percent of the total 
major repair business. 

According to this Collier sur- 
vey, one of the myths of the 
after-market is dissipated—that 
the independent does most of the 
heavy repair and parts replace- 
ment business. 

The survey shows that the aver- 
age car and truck dealer is doing 
approximately $53,333 in customer 
labor and parts replacement each 
year, while the average independent 
service station is doing but $26,875 
per year in repairs and replace- 
ment. 

* x * 


AR DEALERS, from whom the 
customer bought his car, do 
34.9 percent of the major repairs; 
car dealers other than those that 
sold the car originally, do 15.2 per- 
cent (for a combined total of 50.1 
percent); independent service sta- 
tions do 31.3 percent, filling sta- 
tions do 3.1 percent and 12.5 per- 
cent is done by the owner himself. 
Car dealers lead as well in the 
amount of adjustment and tuneup 
work done. Dealers who sold the 
car get 30 percent, and other deal- 
ers get 12.7 percent, for a total 
dealer minor-service business of 
42.7 percent. Independent service 
stations get 30.3 percent; filling sta- 
tions, 7.7 percent, while again a 
healthy amount — 15.8 percent —is 
done by the owner. 

Filling stations are walking 
away with the lubrication busi- 
ness — doing 59.6 percent — while 
the car dealer is a very poor 
second with but 19.4 percent. This 
is divided 15 percent by the dealer 
who sold the car and 4.4 percent 
by other dealers. Independent 
service stations also show up 
poorly in this category, with only 
11.2 percent of the lube jobs, 
while 7.8 percent of the owners 
do their own work. 


Surprising, too, is the showing 
that city dealers are getting a 
higher percentage of the major re- 
pairs than the rural and small town 
dealers—50.5 percent to 49.5 percent 
—and that the city dealer who sold 
the car is also getting a higher 
percent—36.1 percent to 33.5 per- 





NAPA Widens Merchandising Program 


tising to explain NAPA methods 
and standards to the trade. Today, 
everyone who reads automotive 
publications knows NAPA and 
what it stands for. 

“When NAPA was first organ- 
ized, certain important standards 
were established as fundamental: 
1. NAPA would distribute only 
branded lines of standard quality; 
2. All NAPA lines would be re- 
quired to equal or surpass in quality 
the parts they replace; 3. NAPA 
would consistently oppose and re- 
fuse to distribute substandard 
parts, believing this to be in the 
best interests of the car owner, the 
service trade and the jobber. 

(Continued on Page 52, Col. 3) 











cent, with the city “other dealer” 
losing out 14.4 percent to 16 percent. 
+ 


uae independent serviee sta- 


tions beat out their city cousins 


in the percentage of major repair 
work obtained—32.8 to 30.l—and 
more rural and small town owners 
do their own work, 13 percent to 


11.8 percent. City filling stations 
get 3.5 percent of the major repairs, 
while the rural gas stations account 
for only 2.7 percent. 

The rapidly increasing number 
of owners who are doing their 
own service and repair work is 
seen in the increase from 7 per- 
cent for major repairs in 1947 to 
the 118 percent shown among 
urban owners in this latest sur- 
vey. This seems to indicate a 
tightening in free money, espe- 
cially among the owners of older 
cars, and particularly in the 
working class. 

This is also reflected in the 
higher-than-average percentages of 
those in the lower income brackets 
who are doing their own work. In 
the under $2,000 per year, 17.1 per- 
cent do their own work; in the 
$2,000-$3,000 class 16.9 percent do 
their own work, and in the $3,000 
to $4,000 class, 13.6 percent work 

(Continued on Page 42, Col. 3) 


GM’s Boyd Sees 
Shortage of Oil 


Far in Future 


COLUMBUS, O.—Failure of this 
nation’s petroleum supply is “some 
distance away,” T. A. Boyd, of the 
General Motors Research Labora- 
tories division, predicted here. 

Boyd, who collaborated with 
Charles F. Kettering and the late 
Thomas Midgly jr. in the develop- 
ment of leaded fuels, addressed the 
75th jubilee celebration of the Ohio 
State University chemistry depart- 
ment. 

However, Boyd said: “It is not 
reasonable to expect the supply of 
petroleum to last indefinitely.” 

He said that when the U. S. is 
forced to turn to natural gas, oil 
shale and coal for its gasoline 
supply, chemists will play a greater 
role in the petroleum industry 
than they do today. 

“When we have to produce liquid 
fuels out of these materials, the 
making of gasoline is going to be 
a chemical industry to an even 
greater degree than is the petro- 
leum refining industry,” Boyd de- 
clared. 

He pointed out that a plant now 
under construction at Brownsville, 
Tex., is expected to manufacture 
from natural gas by synthetic 
means 7,000 barrels of gasoline and 
fuel oil daily. 


Courtesy Tips 
Two-Week Campaign 


Rates Compliment 


BRADDOCK, Pa. — An all-out 
courtesy drive instituted by a serv- 
ice manager who had been with the 
firm only two weeks already has 
reduced petty complaints by half 
at Shane Motor Co, (Nash), Brad- 
dock Ave. and Verona St. here. 

Steve Branch, service manager, 
supervises 12 men in the service, 
parts, greasing and washing de- 
partments, 
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DORMONT, Pa.—“In the last four 
months the men we have hired to 
grease cars are showing more in- 
telligence,” reports W. G. Timmons, 
service manager, A. D. Motor Co. 
(Studebaker), 2150 W. Liberty Ave. 
here, “It’s the most promising thing 
we've seen since the war ended, for 
eventually these men will be our 
mechanics! 

“These new men,” says Tim- 
mons, “can tell if the oil is water- 
free. They can locate a broken 
spring. Their work means more 
than holding a job, and these 


Automotive Show 
Set for Atlanta 
Next May 10-14 


ATLANTA.—The 1949 Southeast 
automotive show will be held May 
10-14 at Lakewood Park, Atlanta, 
officers and directors of the show 
announced here last week. 

The first three days of the show 
will be reserved entirely for con- 
ference between sponsoring whole- 
salers and exhibiting manufactur- 
ers, it was said. 

On Friday and Saturday, the last 
two days, the show will be open 
to the retail trade as well as to 
sponsoring wholesalers. Non-spon- 
soring wholesalers will not be ad- 
mitted at any time. 

An advisory committee composed 
of two or three wholesalers from 
each of the 10 states participating 
in the show will soon be an- 
nounced. This committee will make 
recommendations about the opera- 
tion of the show and each member 
will promote the show among the 
trade in his own state. 


Loads of Thanks 


Ad Expresses Gratitude 


To Shop Patrons 


ROCHESTER, N. Y.—Cool Chev- 
rolet Corp., 360 Culver road, used a 
large institutional newspaper ad to 
thank the people of Rochester for 
taking advantage of the dealer- 
ship’s service facilities. 

The ad carried photos of Roy 
Cool, president; Bob Mittlesteadt, 
general manager; Jim Brennan, 
general sales manager; Eddie Flan- 
igan, service manager; Walt Carter, 
parts manager, and other members 
of the staff. 

Said the ad caption: “Thanks, 
Thanks, Thanks. All Of Us Here 
At Cool’s Thank You, Our Good 
Friends Of Rochester.” 

Copy continued: “We thank you 
for giving us the chance to serve 
you... we thank you for coming 
back again and again after finding 
you had a job well done... we 
thank you for your faith in our de- 
pendability and honesty. As in the 
past and as right now, remember 
... We are always—at your service. 

“Cool Chevrolet’s new service de- 
partment is one of the largest and 
most completely equipped in west- 
ern New York. Whether you need 
general repairing or specialized 
work such as metal craft, painting 
or touch-up, radio service, front- 
end overhaul, frame work, under- 
coating, lubrication, etc. Cool Chev- 
rolet invites you to come in. Spa- 
cious quarters, expert mechanics 
and a complete parts department 
guarantee you speedy repair serv- 
ice.” 


Connecticut Group Adopts 
10-Point Highway Plan 


HARTFORD, Conn.— The Con- 
necticut Highway Users Conference 
has adopted a 10-point program to 
cover all aspects of highway im- 
provement, according to John F. 
Maerz, conference chairman. The 
conference is composed of farm or- 
ganizations, automobile clubs and 
the state motor truck association. 

The platform, Maerz said, deals 
with highway planning, taxes, fed- 
eral highway aid and safety. It 
calls for continuous development of 
highways appropriate to the needs 
of auto transportation, including the 
attainment of all-weather facilities 
in rural areas. 'The program recom- 
mends long-range plans developed 
through adequate representation of 
highway users on highway planning 
bodies, 


Incentive Plan Praised 


A. D. Motors Pay System Proves Inspiration 
To Alert and Steady Workers 
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traits earn money. We're all 
proud of the work we're doing! 

“Our employes have swung vig- 
orously into our incentive wage 
plan,” says Timmons. “The plan 
has worked excellently for 15 
months, It can be adjusted to any 
business hiring one or 50 mechanics, 
and A well within most workers’ 
reach.” 


Plan works so well because me- 
chanics don’t have to work at top 
speed to qualify. The employe 
Peasy steadily without los- 

= after one year gets an CHRYSLER PARTS REPRESENTATIVES BRUSH UP ON SALES—Chrysier Corp. district parts representatives who attended a sales 
extra wore Scomnende aang his | institute as part of the corporation's conference of business management. are Showa above with some of Plymouth executives who so 
regular vacation, and a bonus | it's Cattticgircudting ndtarler tek ake SE" Jc of Baas WeR ble” balay Ww ics 
amounting to from $15 to $50 a | Plymouth director of service; J. W. ian, New York: B. R. Carmichael, Harrisburg, Pa.; H. S. : 
month depending on his position, | Phoenix, Ariz.; W. C. Shannon, Albany, Ga., and R. t von Chico, oe rene. 6% Wash: D. 6 

handling Second : J. D. Ryan, K ; P. A. McGuinn, Tulsa; J. S. N ill .¢ C. GO, , Tacoma, ~ BD. GS. 
woule aa pants Doeenieeides Ss ringfield. Iil.; E. M. Bete Salleaett, M. 5. teonerd, How York: R. é. Bowen, Columbia, Ss. oS: R. Metcalf, Fargo, N. éra0 
0. J Witham, Portland, Me. Rear row: H. 8. Heberling, assistant general sales manager of Plymouth: R. S. ; 

The bonus is paid the first of the | assistant; M. L. VanDagens, technical service mpnouert . B. | service ma - H. G. Barton, Kalamazoo, Mich.; A. B. 
month, is regular and keeps build- | Dowd, merchandising manager; H. P. Lefevre, Toledo; 8. E. Fiechtner, director of regions, and R. C. Somerville, general sales manager. 
ing up until it hits its peak in 90 
days. The regular paycheck goes to| your actual average net profit, and | made benefits in employe relations|men love it. Even our washrack 
employes on the third, put the balance in the ‘kittie’ for | outstanding. man who worked here seven years 

“To establish an effective bonus | the employes.” “Our customers and competitors | came back to see us, and made us 
system,” says Timmons, “figure! The plan at A. D. Motor Co. has | notice it,” says Timmons. “Our own | feel swell!” 
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for BETTER WORK 
at a BETTER PROFIT! 


Any way you look at it 


ates from 6-volt storage battery. 





. 4a 
the answer is SUN? © S-inch ball-bearing, rubber coster 
wheels with easy locking brakes. - 
There’s no question as to what will be your choice in a truly scientific ® Lorge, convenient compartment 
motor testing instrument if you will rea//y look into: 1. SUN’s complete- for accessory group. 
ness 2. SUN’s features 3. SUN’s precision that insures “right-the-first- © independent panels quickly and 
time” accuracy and 4, The foremost service organization of its kind, easily removed for servicing. 
over 400 men from coast-to-coast to assure competent trained operators ® New developments may be quick- 
and 24-hour service! by odded to erighea! euiannem 
a ® Guaranteed for one year against 

MAIL THE COUPON NOW for a real look at the sUN proposition. Take defects in materials, workmanship. 
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SUN ELECTRIC CORPORATION 
6327 Avondale Avenue, Chicago 31, Ill. 
I'd like a “real look” at SUN. Send me, 


without cost or obligation, a copy of 
your 32-page Catalog. 


this step today and you'll soon be in possession of all the facts that have 
made suN America’s number one choice. You'll make ityour choice, too! 
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MASTER MOTOR TESTER | So) 
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SUN MASTER DISTRIBUTOR TESTER and a complete line of 
Automotive Testing Equipment. 
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Snyder Building Big Connap on West Coast see 
Assembly-Line Shop Will Never Close 


BURBANK, Calif.—The new Au- 


tomotive Service Center now under | a sd = two. 


construction in Burbank is expected 
by its owners to bring about drastic 
reforms in the entire field of auto- 
mobile maintenance. 

The plant, costing more than a 
half million dollars and covering 
more than a full city block on one 
of the busiest West Coast highways, 
fulfills the long-time ambition of 
dealer John P. (Jack) Snyder. 

In the new Automotive Service 
Center, which will operate on a 
24-hour schedule seven days a 
week, service will be rendered on 
an assembly-line basis and it will 
be possible for a_ serviceable 
“wreck” to start at one end of the 
operation and exit at the other a 
newly-refurbished car with a mi- 
nutely-tuned power plant. 

“The idea of our new Automotive 
Service Center,” explains Snyder, 
president and chief stockholder of 
Snyder-Lynch Motors, Inc. (Ford), 
owners of the new institution, 
“sprang from the fact that so many 
persons are put to tremendous in- 
convenience through the loss of use 






and Clinton Spray Wax. 





CLINTONE WAX FINISHING 
as Nationally Advertised requires the 
combined use of CHaton Pre-Wax Cleaner 


of their cars, even if it is only for 


the war, in our Ford 
dealership in Burbank, we insti- 
tuted a night shift to accommodate 
workers at the great Lockheed air- 
plane plant who could not afford to 
be without transportation. That 
gave us the idea that maybe the 
whole public would like a service 
which would make it possible for 
an overnight job that would be 
complete in every respect. They 
will get exactly that at the Auto- 
motive Service Center.” 

At the start, the center will spe- 
cialize on Fords, Plymouths and 
Chevrolets, and each make will be 
routed through separate “lines” of 
operation. The service will include 
an evening pickup of the car and a 
morning delivery, with the job com- 
pleted. 

Using only factory parts and the 
most recently developed methods, 
the service will offer a completely 
rebuilt factory guaranteed engine, 
transmission, rear end, front end 
suspension, electrical network and 
such other services as wheel align- 


e 


buffing. 


—— 
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ment, radio repair and appliance 
and new tire installations. 

One of the final stages of the 
entire operation will be the paint 
shop, which will feature a baked 
enamel job, new upholstery and 
carpets, all to factory specifica- 


Minor service jobs, which will not 

require the overnight service, will 
be offered at all times and on a 
aoa never before possible, Snyder 
said. 
One machine has been developed 
which is referred to as the “auto- 
motive robot” because of the seem- 
ingly brainy manner in which it 
does its job. 

The function of this machine is 
to make a scientific test showing 
the car’s compression, timing, en- 
gine efficiency, power, steering and 
wheel alignment and brake ability 
without a human hand to help after 
the necessary attachments are com- 
pleted. 

Upon completion of the test, the 
machine ejects a slip of paper re- 
cording all the deficiencies so that 
the layman can understand exactly 
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PUTS THE FINGER ON LOST TIME—Corvek 
Electronic Service Master is a new dispatch 
system manufactured by Corbett, Veek & Co., 
Portland, Ore. The heart of the system is a 
specially designed desk where the dispatcher 


sits. It is designed to be low enough to a 


sheet 
car 


him full view of the floor without risin 
his seat. In front of him is a contro 
where he records the sont fae of each 
and above the control sheet is a console-type 
switchboard which enables the dispatcher to 
communicate with all departments without the 
usual difficulties, the company states. 


what his car needs in the way of 
service or repair. 

Since every job has a set price 
in the operation of the new Auto- 
motive Service Center, this card 
will indicate to the last cent the 


Clinton Spray Wax is new! Revolutionary! It is applied with a vacuum 
type spray gun and produces a hard, pure wax finish without rubbing or 


Not only does Clinton Spray Wax save hours of labor on every car but it 
also lasts longer than ordinary waxes. Scores of tests show that Clinton 
Spray Wax outlasts other waxes three to one. In fact, on the world’s fastest 
airplanes, flown in extreme weather, Clinton Spray Wax lasted seven times 
longer. Because Clinton Spray Wax is sprayed on it penetrates corners and 
crevices around grilles and mouldings, giving complete protection against 
rust and atmospheric salt corrosion. 


Clinton Spray Wax is available through jobbers and General Motors ware- 
houses. For further information write . . . 


CLINTON SPRAY WAX COMPANY 


1020 EAST LAND PLACE e MILWAUKEE 2, WISCONSIN 


. | caine 
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bill that will confront the car’s 
owner. 

If the trouble proves to be of a 
minor nature, the owner can follow 
through roped lanes and watch the 
repairing crews in action. 

But, realizing that the novelty of 
this operation will ultimately wear 
off, Snyder and his associates have 
provided for the comfort and enter- 
tainment of car owners “sitting out” 


A huge waiting lounge is part of 
the architectural scheme of things 
and in this is being installed both 
radios and television sets. There 
will also be a snack bar open day 
and night. 

Also, a credit and bookkeeping 
office will be functioning at all 
times. Here easy terms may be ar- 
ranged by any person with a suffi- 
cient credit rating. 

One huge section of the Auto- 
tive Service Center is being set 
aside solely for truck service and 
repair. The plant is located on 
San Fernando road, also desig- 
nated as alternate U.S. highway 
101, a thoroughfare accommodat- 
ing almost all of the truck traffic 
between Los Angeles and the San 
Joaquin valley and San Francisco. 
The truck section will feature a 
specially designed truck grease 
rack and pit. 

Snyder, with the assistance of 
George E. Gansell, his general man- 
ager, and Guy E. Bohan, his sales 
manager, has built the Ford deal in 
Burbank into one of the largest 
Ford sales outlets in the West. 

At the present time, 100 persons 
are employed by the Snyder-Lynch 
Motors, Inc., and it is estimated 
that, at the start, it will take 150 
trained mechanics and skilled per- 
sonnel to keep the Automotive Serv- 
ice Center moving at the scheduled 
pace, 


British Expanding 
Service Outlets 
All Over Canada 


OTTAWA, Ont.—British car mak- 
ers are going ahead with plans to 
provide facilities for servicing their 
cars throughout the dominion. Be- 
sides promoting sales, they intend 
to overcome the feeling Canadian 
buyers have that they can’t get 
parts or service on British cars as 
easily as on American and Cana- 
dian models. 

Reportedly, this plan to expand 
service outlets will be accompanied 
by a nationwide publicity campaign 
telling Canadian buyers that the 
shipment of cars from Britain is 
not just a temporary move to ease 
transportation shortages. 

In fact, Rootes Motors, Ltd., will 
emphasize that “The Hillman Minx 
is in Canada to Stay.” 

Canadian dealers in British cars 
are cheered by the prospect of such 
publicity. They report frequent 
queries from prospective buyers 
that convey uncertainty regarding 
the possibilities of service facilities, 

Educational advertising is just 
the type needed to help the sale 
of British cars in Canada, the deal- 
ers say. 


On the House 


Omaha Dealer Gives Cokes 
At Parts Counter 


OMAHA.—As part of a cam- 
paign to increase the sale of parts 
and accessories to wholesale cus- 
tomers here, the Miller- Knuth 
Chevrolet Co. has instituted a plan 
to distribute free soft drinks to 
buyers at the parts counter. 

“Come in, drink a free coke on 
us; cool off and relax while your 
order is being filled,” reads a card 
mailed to wholesale customers. 


The air-conditioned parts de- 
partment and comfortable seats at 
the parts counter are mentioned as 
added incentives to hot-weather 
buyers. Free parking in the rear 
of the building also is cited. 

This plan tops off a parts and 
accessories sales program, under 
Ed Uden, parts manager, which 
features extensive use of signs and 
parts displays in the dealership. 





Daray Pontiac Opens 
Daray Pontiac Co. has opened 
for business at the corner of Wil- 
liams Ave. and Highway 20, Nat- 
chitoches, La. Robert W. Daray is 
owner and Emile Ackel, service 
manager. 
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HILE in the Falls City, I also} Dan Cheney of Motor Transporta-| = sn interesting phases. 
Wrreaues out to see Ralph Peo, | tion and several operators. I Muidn’t : instance, the only group that 
who has brought his Manzel Corp.| think I stood a chance, but I filed favored the regional show idea 
from a $250,000 concern to one with | my figuring just in case—and came the NSPA equipment and 
a book worth of over a million|in a lone third—for a radio. oat which Laeed . 
bucks in a little over two years. First place winner for a set of ane NEPA S ae 
Starting with furnishing Lincoln-| truck tires was John J. McCarthy, a fa - Saat 
Mercury dealers with special tool| Associated Transport, Inc., Spring- Gaels Saar?” tour to a The 
equipment, his firm has gradually| field, Mass.; tied for second, with Parts group vote 38 ste 31 
taken on Ford truck, Ford tractor|each getting a set of puncture- the cadigmins ond ag group 
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Surprisingly, they say, it is such 
an efficient operation that they 
plan to continue it instead of add- 
ing the extra building it would 
take to house the same force work- 
ing one shift. 

* + . 

HH’? LUNCH one day with Al 

Ryan, general manager, and E. 
L. Potter, sales manager, of Houde 
Engineering Co. Al and his crew 
have done an outstanding job in 
getting distribution built up for 
Houde shock absorbers and now 
are in the replacement business 
on these items with a vengeance 
—they are currently furnishing 
shocks for most every make of car 
except Ford. 

A story is told about Potter that 
is worth repeating. It seems that 
during the war he did quite a lot 
of flying and has continued to fly 
as a civilian since leaving the 
service. One day he had to go to a 
doctor to take a physical checkup 
to maintain his license, but the 
“doc” thought that he was only 
having a checkup to see if he was 
fit to fly. 

After a very thorough going over, 
the “doc” told Potter that he had 
some bad news for him—that he 
would never be able to fly an air- 
plane. It seems he had some con- 
dition that would prevent him 
from accurately judging distance in 
landing and that he would be sure 
to crack up if he ever tried to fly 
a plane. 

Potter told the “doc” that he 
always wondered what was the 
matter with him—he had only been F - 
flying some 10 years or more and FE be 
flew several hundred hours every ” tr gd T : ae | ie v 
year—and was that doctor’s face , 
red. 
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Wwe. after trying at every type 

of contest imaginable for lo, 
these many years, I have finally 
come in a “winnah.” During the 
ATA in Washington, the B. F. 
Goodrich Co. had a guessing con- 
test with several prizes for the 


lucky mathematician who could 7s =” Save time and trouble for yourself on rebuilt cr replacement jobs by 


figure out how far a truck wheel, 3 
that was being turned by an elec- using STEECHAN replacement channels, batwings, weatherstrip and 





tric motor, would run during the . ¢ 
set time it was to operate. molded rubber items. 

That evening I harked back to 
my multiplication table and “pi,” For over fifteen years STEECHAN has been original equipment on most motor 
th tty good bo: ; ; 

ee = cars, trucks, buses, trains, boats and planes in this country. There is no better way 


also doing a lot of heavy pencil 


to assure customer satisfaction than to replace with the product designed for the job. 
Write for our complete list of STEECHAN replacement parts shown by make and 
model of car or truck. 





THE MARK OF A SUPERIOR PRODUCT 





AROUND. AND ARQUND—The judges in 
the revolving truck tire guessing. contest were 
{left to right) Howard Kidwell of Akron, 
and J. E. Powers, manager of the truck and 
bus tire department of B. F. Goodrich. 
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on their own cars. Only 7.1 percent work on their own cars to any 
of the over $4,000 per year owners | extent. 
do their own service work. Surprisingly, too, the income 

Cost of service is beginning to| group from $5,000 to $7,500 is the 
determine where the owner takes| one that patronizes the corner 
his vehicle, as shown in the com-| filling station the most for all 
parative figures of owners with in-| service, while the group with in- 
comes of $4,000 or more and those | comes of from $4,000 to $5,000 go 
with incomes under this figure. there the least—2.2 percent. 

Also surprising is the fact shown 

Ga a ere up in the survey that the income 
in the above $4,000 bracket, while |STOUP from $5,000 to $7,500 is tite 
getting only 43.4 percent of the | °™° that takes the least care of its 
business in the lower income cars—1.8 percent claiming that they 
groups. Independent service sta- have no service work done on their 
tions, however, get 34.7 percent of | “#75 +t = 
the work from the lower income| The car dealer who sold the car 
group while getting but 26 percent |C@Ptures the highest amount of 





RIDING HIGH TOWARD THEIR GOAL—Richmond (Calif.) district representatives of Ford 
are weil on their way to victory on the “profits rodeo," in the race for the two top prizes— | of the work done from owners with | Service from the income group of 


an all-expense tour to the Ford central office in Dearborn. "Richmond Wranglers" are, left y reent), and 

to right. Willis Avery, Cari Tunison, Jack Doyle, George Mieger, Earl Carlile, Bob Hollis ee ee ets save money ow it. te pouieanatee onl as 

\ ra ad hh eet fe hie et ea ty on operating expenses shows up in|the incomes of his customers get 
the comparison of the two income |!less. He gets 41.1 percent of the 
Tolar Brothers Awarded Texas St., Natchitoches, La., owned | groups in the number who do their | $5,000 to $7,500 group, 39.8 percent 

Huds Dealershi and operated by dake A, and Carl|own work. An average of 15.7 per-|°f the $4,000 to $5,000 group, 34.9 
_— Ter R. Tolar, has been appointed dealer | cent in the lower income group do|Ppercent of the $3,000-$4,000, 26.6 
Tolar Brothers Motor Co., 714! for Hudson motor cars. their own service work, while but | percent of the $2,000-$3,000, and but 










Give Faster, Better Service 


| and Increase Profits with this 


KINY 
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UNLOADING AND LOADING EQUIPMENT 


@ One man can easily operate the Manzel Floor Crane. He 
can lift heavy, bulky loads; move them around stationary 
objects and through tight aisle spaces; inside or outside... 
without fear of rough floors, sudden obstructions, or sharp 
turns. The Manzel Floor Crane cuts labor costs...eliminates 
costly structural supports, trolleys and switches...takes the 
lift to the job not the job to the lift. 










That’s why Manzel makes this 
outstanding offer: 


Ki 
/ | 
. We will ship a Manzel “172-S”* Floor Crane at our expense 
to any well-rated service establishment for 30 days trial. 
Unless you are convinced that it will definitely 
save time and money, you need not pay a cent. 


if 


| Ne -~ 
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% The Manzel “172-S” 

Floor Crane, priced at 

$275.00, is 72” high, 32” 
) wide, with a load capacity 
, of 1 ton. Other models 
iM: available to 96” in height, 
46” in width and 2 ton 
capacity...and special m 
ifications for your particu- 
lar needs. 


Just ship it back to us, freight charges collect. 


Write today. 


315 BABCOCK STREET, BUFFALO 10, N. Y. 




















SERVICE SECTION 


Aftermarket 


23.6 percent of the $2,000 and under 
group. 






















HIS SEEMS to indicate that it is 

high time that car dealers over- 
haul their service charges and see 
how much of their natural customer 
following is being chased away 
from their shops by overcharging, 
poor order writing that results in 
high bills, parts replacement instead 
of scientific analysis and adjust- 
ment, and downright gouging on 
the part of their service department 
heads. 

It is also borne out by the indi- 
eation that, while the public 
would rather take their car to a 
dealer in the make owned because 
they feel they get better work and 
the dealer knows their car best, 
there is little differential shown 
in the numbers who take their 
cars to “other dealers” in the va- 
rious income groups. Highest 
group to take their work to an- 
other dealer than the one they 
bought their cars from, was in the 
$5,000 to $7,500 group with 16.6 
percent. Next high, 16.4 percent, 
was the under $2,000 group; third, 
15.8 percent, in the $2,000-$3,000 
group; fourth, 15.5 percent, in the 
$4,000-$5,000 group; fifth, 13.7 per- 
cent, in the top $7,500 and over 
group, and the last 13.0 percent in 
the $8,000-$4,000 income group. 
Among owners who bought their 

car new from a dealer, the survey 
indicates that they “return home” 
in a progressively higher percent- 
age as the income gets higher. Thus 
the lowest percentage to patronize 
the dealer from whom they bought 
their car for their service work is 
the lowest income group of $2,000 
and under where the selling dealer 
gets 45.8 percent of the work up to 
64.1 percent of that represented by 
the new car buyers in the $7,500 and 
over group. 

The same applies to all dealers 
where the low income group of 
$2,000 and under gives the dealer 
60.4 percent of their service up to 
the top income group of over $7,500, 
where dealers get 76.2 percent of 
the service work, “Other dealers” 
ability to capture the work are not 
as fortunate since, while the low 
group gives them 14.6 percent—and 
that is the highest—the lowest per- 
centage (11.5) comes from the 
$3,000-$4,000 group and the top over 
$7,500 group gives “other dealers” 
12.1 percent. 

* . ” 

HAT CUSTOMERS are more apt 

to rebuy the same make of car 

where the dealer has maintained 
satisfactory service is seen in the 
showing that 60.7 percent of those, 
expecting to buy the same make as 
now owned, take their repairs to 
the dealer who originally sold them 
and 39.3 percent take their cars 
elsewhere, 

Of those who expect to buy a dif- 
ferent make, 51.8 percent patronize 
the selling dealer, while 48.2 percent 
go elsewhere. This seems to indi- 
cate that a large percentage of 
owners are putting up with unsati- 
isfactory service from their selling 
dealer while they own that make of 
car, but who don’t intend to put 
themselves at the mercy of that 
dealer again. Nearly half of these 
owners, it is shown, have already 
pulled out of the dealers’ service 
station for some other source of 
their service work. 

Asked why they prefer the serv- 
ice shop patronized, 61.9 percent 
said they go back to the car 
dealer because they feel that he 
knows the car best; 40.3 percent 
patronize the car dealer because 
they feel they will get better 
work; 24.5 percent patronize the 
independent service station be- 
cause of lower prices; 33 percent 
go to the independent because of 
Personal or business relation- 
ships, while 53.7 percent of those 
who go to the corner gas station 
do so because of convenience. 

On the average, only 10.6 percent 
of the car owners interviewed were 
dissatisfied with the service they 
had been getting, with those pa- 


| tronizing “other dealers” (13.9 per- 


cent) being the most dissatisfied. 
Owners who went to the selling 
dealer came next in the dissatisfied 
group with 12 percent, those next 
least dissatisfied patronized the in- 
dependent service station (9.6 per- 
cent), The gasoline station cus- 
tomer was the least critical —6.6 
percent, 








Backshop 





By Jack Weed 





(Continued from Page 41) 


on alternating years—going 34 yes 
to 21 
* + + 

YNN WOOLMAN sent me a 

copy of the very excellent man- 
ual, in which the Equipment & 
Tool Institute outlines the reasons 
why a jobber employing 10 sales- 
men or more should have at least 
one specialist on shop equipment 
who will be able to demonstrate 
equipment and hold training clinics. 
The manual also outlines to the 
jobber what he should expect in 
dollars and cents of increased busi- 
ness if he adds an equipment spe- 
cialist to his staff. 


The booklet is very well prepared 
and hits right home at the very 
points that the car and truck fac- 
tory service managers have been 
complaining about as far as equip- 
ment handled through most jobbers 
is concerned. While there are a 
comparatively few jobbers who do 
make it a job to see that any shop 
equipment they sell is properly set 
up in the purchaser’s shop and his 
men are properly trained in how 
to use it, most jobbers are content 
to take the order and forget about 
the tool or tester from that 
point on. 

Factories in the past have had 
some very bad experiences in rec- 
ommending tools and testing equip- 
ment to their dealers, where there 
has been no advisory or training 
service in the field to see that the 
machines were put into proper use. 


Of course, the same thing has} 
happened where the tools and 
equipment was sold to the dealer 
direct and that is why car and 
truck factories are backing away 
from making recommendations for 
any one product today. They may 
say any one of two or three units 
are good and will do the job, but 
for the dealer to make sure that 
the equipment that he buys is prop- 
erly represented in his area with | 
someone capable and willing to 
train his mechanics and _ shoot 
trouble if something goes wrong. | 


It is my considered opinion that | 
it will only be but a short time | 
before even the special tool houses 
will find it to their advantage to| 
have capable men spotted around | 
the country in various strategic | 
spots to put on schools and clinics 
to supplement the efforts of the 
factory field service men. 

* * * 


OT ONLY are the four miles of | 
~* aisles and exhibits at this 
year’s ASI show in Chicago just | 
as ankle deadening and foot blis- 
tering as of yore, but the crowds 
of jobbers that fill the aisles are 
just as hard to shove through if | 
you are trying to get anywhere. | 
Fifty-eight additional exhibitors 
have been accommodated this year 
by keeping the larger exhibits con- 
fined to the center spaces between 
aisles, leaving the aisles free for 
more people to congregate in to | 
talk about what’s coming next— | 
but seem to be more business-like | 
and not quite so garish. 

Possibly this is evidence of a} 
return to competitive selling that | 
one hears booted about in group| 
conversations. Another evidence 
that jobbers are trying to do somc- | 
thing about it is evidenced in the | 
holding of a junior executive din- | 
ner for jobbers’ sons under 35 years | 
of age, under auspices of MEWA | 
and John E. Peters. | 

Like the automotive industry, | 
this convention is predominately a | 
convention of older men—jobbers | 
who have been in the business for | 
years, most of them dating to pre-| 
war. 





* * * 


JYOLLOWING the jump-off party 
Sunday evening—the MEWA|}| 
president’s reception—organizations 
and exhibitors threw parties with 
the same abandon that prevailed | 
prewar—they seem to come even | 
thicker and bigger than last year. | 
Monday night, in addition to the| 
mammoth Booster Club dinner and | 
show, the NSPA dinner, the Auto- 
motive Advertising Counsel cock- | 
tail hour and reception to the| 
press, there were old-time parties | 
by A. C. Spark Plug and Electric | 
Auto-Lite. 

Tuesday was a dinner by MEWA, | 
with a number of outstanding | 
speakers; Thursday the Automo- 
tive Affiliated Representatives | 


threw their annual shindig, and 
Friday night was given over to 
those of the service executives of 
the vehicle factories who had been 
to the show on that day. 


New officers for the Booster 
Club International are Carson 
Chiles, B-2, Kansas City, president; 
Daniel J. Hartnett, B-20, Los An- 
geles, first vice-president; Henry S. 
Clark, B-6, Atlanta, second vice- 
president; Art Snyder, one of the 
founders of B-8, Minneapolis, sec- 
tary, and Walt Sullivan, one of the 
founders of B-1, Boston, treasurer. 

* * ao 


MANY new products—some made 
-by new firms in the business 
but mostly new models or products 
of old-timers in the business—in- 
trigued the interest of the whole- 
salers in attendance. Practically 
every firm here though realizes 
that the honeymoon of easy sales 
is over and that pipelines in most 
merchandise in this great automo- 
tive after-market are about filled 
up—-that it will not only take a 


/ 
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What a money saver... 

Reduces 2:1 with thinner—gives you a cost-at- 
the-gun economy that makes the price per 
gallon surprisingly low. 


High hold-out for a “super” finish . . . 

This new DUCO Primer-Surfacer holds out 
color coats as never before. Result, a better 
looking finished job with less rubbing. Sure 
it’s more economical! 


4 


Minimum settling in the cup... 

Light Gray and Red Oxide settle at the lowest 
rate known for these colors; Dark Gray so 
slowly that, normally, rotating the spray cup 
will re-mix to proper consistency. 


The fastest, easiest sanding Du Pont 
Primer-Surfacer ever made... 

Can be safely sanded, wet or dry, without 
clogging the paper, 30 minutes after appli- 
cation. Does that save time! 


High solids content— 

and we do mean 
Yes sir, high, is the word for it—we believe it 
has the highest solids content ever offered to 
the trade. File marks and other imperfections 
are filled more quickly —jobs are easier to do, 
more satisfactory in every way. 








Inc. (Oldsmobile), Battle Creek 
ageh tas peseemnt Pera cde' diets <1 a eter We cole ating Wale toa | 

int. ut ca made ve on rior. To 
save haat ot, Yalse ceiling was built on a steel fremewerk op routs being merchants—th 


save heating costs, a a ximately 16 feet 
phere the floor, The walls are insulated. Both ceiling and walls are finished off with fibre 


SERVICE IN QUONSET-STYLE SHOP—Cushman-Brown, 
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board panels. The shop is equipped with three twin-post hydraulic lifts, one of which will 
accommodate heavy frucks. Modern merchandisers provide the latest tools for every type 
of service, as well as contribute to the neat appearance of the entire shop. There are three 
customer reception stalls, and service operations are expedited by use of an approved 
service control system. 
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new dress but much more push | the fact that they will experience 
to put new year’s products over|more competition from the car 
the top in anywhere near the vol-| dealers in many lines, and the myth 
ume that was had this past year.| that car dealers would forget serv- 

Jobbers and makers alike sense! ice as soon as cars came back into 
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And as for adhesion and flexibility .. . 

This new Primer-Surfacer resists chipping, peel- 
ing, flaking—real assurance that your customer 
will be satisfied with a job that “stands up.” 


6 


7 ue DUCO Primer-Surfacer now ... 
You will be amazed at its performance in your 
shop. It’s big news in the refinish field! Your 
Du Pont jobber has it—in four colors. 
E. I. du Pont de Nemours & Co. (Inc.), Finishes 
Division, Refinish Sales, Wilmington 98, Del. 
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SAFETY SIGNALS—Hosmer safety signal is 
designed to synchronize the operation of any 
num of stop and warni ights up to the 
capacity of the batt and electrical system 
on any vehicle. It di wishes the difference 
between a senting vehicle, a slow moving 
vehicle, or a vehicle that is backing. It also 
synchronizes lights while the vehicle is stop- 

i and See sreement, —— = 

i stop \ s providing a uble 
si i All ed flashing lights on the 
operate at one time 
master switch called flare switch), 

protecting the vehicle and oper: 

definitely indicating that it is stopped an 

is a hazard to all traffic, according to the 
Kilkenny, Minn. 





FOR THE BRIGHT LIGHTS—A quick, effec- 
tive way to turn ordinary display and window 
lighting into sparkling color li pins has b: 
announced by Amplex Corp., Brooklyn, N. Y., 
which offers its new lightweight Par-38 color 
clip. It has interchangeable louver that com- 
pletely cuts off all side spill of either white 
or colored light, Amplex says. 
clip fits any Par-38 spotlight or floodlight 
reflector lamp, and is said to slip on and off 
in a jiffy. Interchangeable glass color filters, 
segmented in four parts to allow for heat 
expansion and heat escape, fit the color filter 
to provide any of 17 separate color changes 
in a matter of seconds. 


* * * 





MUFFLER PIPE REMOVER—Universal Parts, 
Inc., Chicago, has announced that J Heat 
is available for immediate delivery. rther 
information may be obtained from A. Martin 
Rothbardt, Inc., 154 E. Erie St., Chicago I!. 


* * * 





NEW IDEA IN TOW CABLE—A new type 
of towing cable that snaps on the bumper 
has been placed on the market by Grove 
Sales & Engineering, 104 Grove, Detroit 3. 
Snap-N-Tow cable consists of two spring steel 
clamps that snap on over car bumper. 
The clamps are joined by press. flexible steel 
cable, securely anchored. e entire tow 
cable can be rolled into a small coil and 
carried conveniently in the luggage compert- 
ment of the car. 


The new color | 
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NEW PRODUCTS 





FITS ALL CARS — Roberk Co., Norwalk, 
Conn,. announces that it has completed its 
mirror line for the popular-priced market 
with the addition of the Model 210. This 
mirror, in oblong design, is the companion 
of the Model 235, which has been on the 
market for the last six months. It will fit all 
cars, on either right or left side, according 
to the manufacturer. 


* * * 





VACUUM PRINCIPLE—A departure from 
conventional vacuum gauge design has been 
made by Allen Electric & Equipment Co., 
Kalamazoo, Mich., in developing a vacuum 
measuring device for distributor testers. When 
used with any make of distributor fester, it 
is claimed that all distributors including late 
model Ford, Mercury and Lincoln vacuum- 
actuated distributors can be easily adjusted 
for maximum performance. 





QUICK CHANGER — An oil change in as 
little as 90 seconds is the claim of Graymills 
Corp., 1948 Ridge Ave., Evanston, Ill., makers 
of the Graymills fast oil changer. Unit sucks 
oil up through dip-stick hole and into a trans- 
parent reservoir where customer can see and 
measure exact amount withdrawn. 


+ * + 





FOR SAFETY—A new 
hand light, the Neogard, has so many un- 
usual safety features that it can be used 
without fear in high voltage work or sub- 
merged in salt water, according to the 
manufacturer, Neoline, Inc., 124 . Fourth 
St., Los Angeles 13. Since all surface areas 
of the Neogard are made of non-metallic 
materials, it is positively spark-proof and the 
need for a ground is eliminated, it adds. 





pe of extension| been added to the Rowland 





THE KEM-O-FLO AUTO-WASHER—A new type of portable car washer using a pressure 
tank and a method for feeding either the wash solution or rinse water as desired from the 
same rotating wash brush, has been announced by Kem-O-Flo Products Co., 8107 Military, 
Detroit 4. The pressure tank is used as a mixing chamber and reservoir for the wash com- 

und as well as a means for increasing the pressure of the city water supply. The flow of 
fhe wash solution and rinse water is controlled with one hand by the washman through 
a set of valves built into the mixing manifold while the other hand is used to guide the 
wash brush which rotates at high speed under pressure from the tank. 


* * * 





WALKER'S NEW ELECTRIC LIFT—A new redesigned and improved four-post free-wheel 
pe electric lift has recently been announced by Walker Mfg. Co. of Racine, Wis. Major 
is extra wide spacing between the support beams, which provides 10 extra inches of 
working space between the beams and more complete accessibility to all underbody parts 
of the car for maintenance and repair, the company states. 





SPREADER BAR—In order to duplicate driving tension in front wheels when a car ig 
standing still for setting toe-in during wheel aneunest, Wilco Products of Orange, N. J., 
has developed its Wilco Wheel Spreader Bar. This spreader bar is telescoping with an 
automatic predetermined tension cam built in it. The bar is applied between front wheels 
with the handie ‘open.’ When the handle is "closed" or swung in, all excess play is 
removed from toe-in control rods. With this tension applied the correct toe-in reading is 
possible, the company states. 

* 





ROWLAND SHOCK ABSORBERS—They have 
line of coil 
springs, coil suspension parts, leaf springs, 
etc., made by William & Harvey Rowland, 
Inc., Philadelphia. The Rowland line of ab- 
sorbers includes rotary-type, direct-action 
(airplane) type, conversion kits for Ford and 
Mercury, and heavy-duty for Ford trucks, 
buses and ambulances. 


FOR BRAKE PARTS—This all-metal four- 
drawer repair parts and kit merchandiser 


parts, according to the manufacturer, Wagner 
Electric Corp., 6400 Plymouth Ave., St. Louis. 





contains 83 varieties of Wagner brake service | 
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LOCK RING REMOVER — Ed Wilkerson, 
resident of Wilco Products, Orange, N. J., 
as designed a special tool for General Mo- 
tors cars. The Wilco door handle clip tool 
is an offset, double-biaded tool. One blade 
is used for removing plastic handies, the 
other for metal handles. A simple rotation 
of the tool flips the most stubborn ring out 
easily, the company states. 


* * * 





SHUR-LIFT—This scissor-type auto jack, man- 
ufactured by Shur-Lift Products, Inc., 1608 S. 
Wabash, Chicago '7, is designed to lift up 
to three tons safely. Among its features are 
corrugated axle top plate and ground bottom 

late. An extra long handle is designed to 
Ft under the longest streamlined car. 


> * * 





SAFETY DEVICE—H. N. Carver, president 
of Miro-Flex Co., Inc., Wichita, Kan., has 
announced increased production of the Miro- 
Flare for passenger cars. Number 19 Miro- 
Flare is for the use of motorists whose cars 
are stalled on the highway at night. It is 
@ compact counterpart of the Number 20 
Miro-Flare, which has been proved by I! 

rs' use with commercial vehicles all over 

country. Number 19, which uses no bulbs, 
batteries, wicks or oil, is designed to fit into 
the glove compartment. 


* * * 





FOR FRESH AIR—Iit has been announced 
that an entirely new type of carbon monoxide 
exhaust system is now available to dealers 
and service station owners. The system con- 
sists of any number of conveniently located 
floor receptacles, each of which houses a 
flexible tube which is attached to the car's 
exhaust pipe. An exhaust fan at the end of 
the system draws all carbon monoxide gas 
from the building. The manufacturer claims 
that exhaust testing equipment may be ac- 
curately used while the system is in opera- 
tion. Information may be obtained from 
Car-Mon Products Co., 4554 N. Broadway, 
Chicago. 





TIMING GEARS—Nine new numbers of the 
Sylvan silent aluminum line have been an- 
nounced by Dexter Machine Products, Inc., 
Chelsea, Mich. They include four for Ford, 
two each for Chevrolet and Lincoln, and 
one for Hudson. 





INSIDE VISOR FOR GM CARS—Designed 
for all the corporation's makes, this visor 
eliminates any need for an outside visor, and 
can be installed with a screw driver in 60 
seconds, according to the manufacturer, 
Trippe Mfg. Co., 2608 W. léth St., Chicago 8. 
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New Products 


(Continued from Page 44) 


Ohmer Bulletin Describes 
Cash Register Features 


Ohmer Corp., subsidiary of Rock- 
well Mfg. Co., Box 998, Dayton, O., 
has issued a bulletin that describes 
its Ohmer “Class 300” cash regis- 
ters. 

Data is cited to show that serv- 
ice station and garage operators 
in current operations must have 
accurate records at their finger- 
tips in order to merchandise their 


services. 
* a * 


MAKES STARTING EASIER—Item for cold- 
climate motorists is the Freeman headbolt 
heater, a product of Five Star Mfg. Co., 
East Grand Forks, Minn. Designed to give 
“summer time” starting for all cars, trucks 
and tractors in sub-zero temperatures, the 
heater is of a simple, trouble-free design, 
the company states. It replaces a conven- 
tional headbolt and can be installed by any- 
one in 30 minutes. A permanent installation, 
the operates on 110-120 volt current. 





USES CAR'S WATER PUMP—The cooling 
system cleaner recently placed on the market 
by Holcomb & Hoke Mfg. Co., Inc., of 
Indianapolis. Built for servicing all makes of 
cars, trucks and buses, MotoSaver cleans the 
average cooling system thoroughly and effi- 
ciently in only 75 minutes, requiring only 15 
minutes of the attendant's time, the manu- 
facturer states. 





ON NEW BUICK AND OLDS—Both have 
adopted the AC oil filter as standard equip- 
ment on 1949 models. Buick will use AC type 
B-10 on all models, and Oldsmobile has 
adopted AC type PM-9 for its eight-cylinder 
models. Buick and Olds recommend replac- 
ing the element at the first 2,000-mile inspec- 
tion and orery 5,000 miles thereafter. Accord- 
ing to AC Spark Plug division, Flint, this 
indicates big volume market for replacement 
elements—AG type P-127 for Buick and AC 


type PF-122 for Oldsmobile. 


* * * 
Book on Metal Bumping 
Offered by Fairmount Tool 


A new edition of “The Key to 
Metal Bumping” by Frank T. Sar- 
gent is just off the press. It illus- 
trates the Fairmount method of au- 
tomobile body and fender repair. 

Pictures and text describe each 
step in the repair of actual dam- 
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front of the radiator in the form/|is a problem is offered by Prufcoat 
of an apron. It is sold cut to size | Labora’ 
to accessory manufacturers for| bridge, Mass. 
fabrication. When not in use, it| tained by writing the company. 
can be rolled up and stored away o-+-@'--@ 
in a small space. 

* * 


ages. The price of the book is $1. 
It is published by Fairmount Tool 
& Forging, Inc., 10611 Quincy Ave., 
Cleveland. 





Lumite Screen Protects 


Radiator From Bugs 


IT'S ALL METAL—Work rack designed to 
assist in the work on top and around cars.| Now offered on the market is a/| Windshields. also has a built-in control 
= to handle on steel casters, heavy frame | Woven plastic bug screen to keep valve for — _ ee washer. 


steel mesh on top, substantial to with- 
Folder on Corrosion 


stand the, weight of any man. Convenient a agg a ~~. ae It ext 
waterpr compartment can ea s made by e copee g- remove ne 
A four-page folder showing how og ee ae Sie, eae 


tools and equipment. it can be padilocked Corp. Lumite division. 
a8 yy, SOLS ee The screen is attached in the| to cut costs in areas where corrision | woodboring. 


Corp., 3059 W. Grand Bivd., 
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CUSTOMERS expect more power 
and better performance after a 
motor tune-up—that’s what 
they pay for. Don’t disappoint 
them . . . as part of your tune- 
up service, set the timing to 
take full advantage of the high 
antiknock quality of “Ethyl” 
gasoline. Give your customers 
all the power and performance 
their cars can deliver. Ethyl 
Corporation, New York17,N.Y. 
— manufacturer of antiknock 
fluid used by oil companies to 
improve gasoline. 


Dewey TO SET 
THE TIMING For 
BEST PERFORMANCE WITK 
“ETHYL GASOLINE 





25 years’ service to America’s progressive petroleum industry 
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Anti-Fog Liquid Marketed 


By Kansas Concern 

Sutherland - Becker Laboratories, 
Burlingame, Kan., has put on the 
market a liquid called AF-41 Anti- 
Fog. When applied to a windshield 
or the side or rear windows of an 
automobile, the liquid will prevent 
the formation of fog or steam for 
a week or 10 days, the company 
says. 

The liquid is dabbed on a wind- 
shield, spread and wiped clear. The 
company says the windshield should 
be fog-free for some 10 days and 
clean of all dirt and grime. Suther- 
land-Becker asserts that in addition 
to preventing fogging, AF-41 will 
dissolve oil spots when applied to 
glass surfaces. 


+ + * 
Plomb Tool Expands Line 
Of Proto Socket Wrenches 


Expansion of available Proto 
power socket wrenches and attach- 
ments from 40 to 118 items has 


HOW TO SELL THE MAN BEHIND THE WHEEL | 


| been announced by Plomb Tool Co., 
| Los Angeles 54. 

The 78 additions include 15 sock- 
ets for %-inch drive, 17 sockets for 
%-inch drive, 21 sockets for %-inch 
drive, 10 sockets for %-inch drive, 
and 15 power extensions, 

* ~ + 


Phillips Offers Soldering 


Irons, Motor Heater 


Three new soldering iron models 
and an electric heating rod motor 
heater have been announced by 

| Phillips Mfg. Co., 2816 Aldrich Ave. 
S., Minneapolis 8. 

The “Flash” motor heater con- 
sists of a heating rod, equipped 
with three or 12-foot cords, which 
is inserted in the oil gauge after 
the dipstick has been removed. The 
cord is plugged directly into a:110- 
volt AC or DC outlet and the heat- 
er is rated at 100 watts, the com- 
pany claims. 

The new soldering irons work 
off 110-volt AC or DC outlets and 
employ a Nichrome V heating ele- 


said to be faster heating of ele- 
ment, less dissipation of heat and 
easy replacement of element. 

+ * * 


FOR BEAD JOB—With the claws of the 
Firestone bead loosening tool in firm contact 
with the rim flange and the lever in a verti- 
cal position to the tire, a small ratchet lever 
is attached to the mechanical screw and many 
tons of pressure can be applied directly on 
the bead through the tapered fingers of the 
tool to force the bead away from the bead 
seat, Firestone Tire & Rubber says. The tool 
can be operated effectively in either a hori- 


t i iti it i | . : | 
zontal or vertical position with the tire on ‘cally designed to duplicate manu- | 


or off the vehicle, it adds. 


A series of Suggestions by 


GET m PROFITS FROM TIRE REPAIRS... 


Here's a selling angle that may 
not have occurred to you: When 


a man brings ina 


flat, the wheel 


THE WHITEWALL 


and tire probably look as dirty 
as they ever will. Don't return 
them that way! If you use a 
little water and clean them up, 
think of the reaction on the cus- 
tomer. He may not say so but 
you've impressed him. And 
what better time to suggest a 
beautiful Lyon Wheel Cover or 
Whitewall! Just try it. It's smart 
merchandising and even if it 
doesn’t sell for you every time, 
you have gained good will and 
that is something no business 
can be without. It’s a three-way 
profit opportunity. Lyon, Inc., 
13881 W. Chicago Bivd., Detroit 
28, Mich. All products shown 
are Fair Traded. 


DELUXE WHEELCOVER 


ial Stel aaa eV a 


‘Light-Duty’ Spotlights 
Hermetically - sealed, all-glass | 


| “light-duty” spotlights are now 


offered for passenger cars and | 
small trucks by Westinghouse | 
Electric Corp. 

Lamp Number 4515 has a para- 
sol-shaped filament shield which 
produces a narrower beam spread. | 
Lamp 4516 is unshielded. The | 
lamps are rated at six to eight | 
volts, the range for the electrical 
systems of passenger cars. 

Further information may be ob- 


Corp. 


SERVICE SECTION 


| facturers’ original type brake lin- 


ings and are accurately drilled and 
countersunk for easy, quick in- 
stallation, the company said. 


| 
tained froom the Lamp division, 
| 


Westinghouse Electric 
Bloomfield, N. J. 


* * 


Thermoid Expands Hydraulic | 


Brake Products Line 

Visitors to the ASI show this| 
year found that Thermoid Co.,| 
Trenton, N. J., has added “MD” | 
brake sets (Manufacturers Dupli- | 
cate) and a complete line of hy-| 
draulic brake parts and hydraulic 
brake fluid to its line of automo- 
tive products. 

Thermoid “MD” sets are specifi- | 


TL 


COMBINATION WHEELCOVER 


WORM HOSE CLAMP —Aero-Seal, the 
worm-drive hose clamp developed for air- 
craft use, is gaining rapid acceptance in the 
automotive field, according to recent sales 
figures of Breeze Corps., Inc., Aircraft Stand- 
ard Parts Co. division, 41 S. Sixth St., New- 
ark, N. J. A precision-made spring steel 
clamp, it utilizes a worm-drive tightening 
action that eliminates loose parts and makes 
it possible to use the clamp over and over 
again, the company states. 


PR MEIO OL 


DOUBLE-DUTY LAMP—A new clearance-and- 
marker lamp which is said to be vapor-proof 
has been introduced by Griffin Lamp Co., 
Hamilton, O. According to H. F. Griffin, 
president, this lamp was perfected for tank, 
refueler and other trucks where gas fumes in 
lamp bodies are particularly dangerous. The 
lamp is equipped with 3-inch Semaphore lens 
of special design, in red, amber, green or 
crystal, and with 6 or 12-volt bulb. 


+ * * 


Toledo Firm to Market 
Miracle Power Lubricant 


Marketing of a new engine lu- 
bricant called Miracle Power will 
be undertaken by AP Parts Corp., 
Toledo, it has been announced. 

Albert Joseph, advertising man- 
ager, said the product, when added 
to gasoline and oil, coats engine 
parts with a protective graphoid 
film resulting in increased effi- 
ciency and economy of operation. 
It will be marketed principally 
through automotive parts dis- 
tributors. 


ee nee ed 


PROMISES TIME SAVINGS — Designed to 
speed up spark plug servicing and merchan- 
dising, Globe-Union, Inc., Milwaukee, has 
announced a new, streamlined, combination 
spark plug cleaner and tester. Outstanding 
feature, exclusive with the Globe unit, is a 
universal rubber cleaning grommet which defi- 
nitely speeds up the usual cleaning routine, 
the company states. This grommet is so made 
that it is flexible enough to accommodate all 
diameters of spark plugs in the air blasting 
process, it is said. 
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IN NEW DRESS—Users familiar with water- 
proof, flexible, heat and cold resisting Gasga- 
cinch cement, made by Porter Mfg. & Supply 
Co., 2500 W. 6th St., Los Angeles, now will 
find the product completely repackaged in 
wide-mouthed amber bottles. The large-mouth 
container, fitted with screw cap and dauber, 
greatly facilitates fast, simple cement appli- 
cation; while the new amber package main- 
tains the adhesive in perfect working condition 
at all times, the company states. 


NO METAL—Utilizing a2 new static-conduct- 
ing synthetic rubber compound without metal 
reinforcement, a new gasoline hose nozzle 
tube has been announced by B. F. Goodrich. 
The nozzle will fit all types of gasoline pump 
valves and has been approved by the Under- 
writers Laboratories, the company states. Field 
tests indicate that the new rubber nozzle tube, 
with ribbed exterior design, will outlast metal 
nozzles two to one or longer, it adds. 

= * * 


BRAKE BOOSTER—Requiring only half the 
pedal pressure needed on standard hydraulic 
systems, while producing double the braking 
pressure, are features of the Rocket hydraulic 
brake booster being introduced by South 
Gate Brake Specialties Co., South Gate, 
Calif., the company states. Advantages 
claimed for the Rocket booster are greater 
driving safety because of extra braking pres- 
sure for emergency stops, less brake ‘'grab- 
bing"' due to equalized brake application, 
longer brake life because of equal pressure 
at all four wheels and less skidding because 
of simultaneous four-wheel brake application. 


RIGHT IN THE MIDDLE OF THINGS— 
Dyna-Lite is a new sealed-beam center head- 
light designed for 1949 Fords. It is built to 
give more light on the road, safer passing, 
and a quicker view of hazards ahead—without 
blinding approaching drivers, the company 
states! Dyna-Lite does not have to be 
dimmed and clears the blind spots because 
of the fact it is lower to the ground. It is 
easily adjusted to throw light at any angle 
and won't loosen or rattle, the manufacturer 
further states. Manufactured by Badger Tool 
Mfg. Corp., 1501 W. Polk St., Chicago 7. 

* * * 


Spring Specifications 
Published by Maremont 


Maremont Automotive Products, 
1600 S. Ashland Ave., Chicago, 


inc., 


has announced the release of vol- 
ume eight and nine of the 1948 
spring catalog and data manual, 
containing up-to-date information 
and specifications for leaf springs, 
main leaves and spring parts. 

Volume eight consists of a de- 
tailed listing of springs for all 
1934-48 model passenger cars, com- 
mercial vehicles and light trucks up 
to capacities of 1% tons. Volume 
nine lists the specifications for all 
of the heavier model trucks of the 
same years. 


Plasti-Kote Spray Gun 


Uses Car Engine Power 

Plasti-Kote, Inc., 425 Lakeside 
Ave. N.W., Cleveland 13, has an- 
nounced a new paint sprayer 
which can also be used for in- 
flating tires. 

The device consists of a spray 
gun, paint container, 25-foot air 
hose, safety valve, pressure regu- 
lator, and set of instructions. The 
unit works off the car motor. 


* * * 
Nox-Rust Vapor Wrapper 


Protects Against Corrosion 


Liquid or grease rust preventive 
coatings can in many cases be 
forgotten in the packaging of iron 
and steel products by simply wrap- 
|ping the part in the new Nox- 


Rust vapor wrapper which gives 
complete and lasting corrosion pro- 
tection. 

The Nox-Rust vapor wrapper is 
“ag quick to use as ordinary wrap- 
ping paper,” and the slow vapor- 
ization of a synthetic chemical 
contained in the wrapper com- 
pletely surrounds the part with a 
vapor sheath which in most cases 
requires no supplementary coating, 
it was said. Samples and complete 
information may be secured from 
the manufacturer, Nox-Rust Chemi- 
cal Corp. 2419 S. Halsted St., 
Chicago 8. 


* * * 
Bearing Booklet 


Tyson Bearing Corp., Massillon, 
O., has announced publication of a 
new booklet entitled “The Story of 
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the Better Tapered Roller Bearing.” 
The company also offers, free of 
charge, a booklet on anti-friction 
bearings. 

* * . 
New Liquid Gear Shield 
By Pennsylvania Refining 

A liquid gear shield marketed 
under the trade name of Penn 
Drake Gearteck is announced by 
Pennsylvania Refining Co., 2686 
Lisbon Rd., Cleveland 4. 

It is claimed that Gearteck will 
properly lubricate exposed, open 
and partially enclosed gears. It is 
also a lubricant for ways, slides 
and wire ropes and can be applied 
with a brush or swab, or may be 
poured from container directly on 
the gears. 


“In my business you develop a healthy 
respect for facts. To service my car, 

I naturally go to the man who knows 
the facts about my car...” 


“You might say I'm a specialist in facts 
about your car. For I’m your ‘Factory 


Authorized Service Man’ . 


. carefully 


trained by the manufacturer of 

your car. That should mean the finest 
service, and it does! It means such 

things as the proper recommendation 
of piston rings—rings tested and 

proved especially for worn engines by the 
same men who designed your car’s 
origina] rings. See me for all 

parts, services and accessories. You'l! 
find me at your car dealers’ or 


/ ‘aime det 
| it 


service Purposes 


other factory authorized repair shops.” 


Vb 


Ss BD pyton Rina 


“THE ENGINE BUILDERS’ SOURCE” 
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New Products 


(Continued from Page 47) 


Merix Chemical Co., Wrigley build- 
ing, Chicago, for sale through auto 
supply outlets, service stations and 
retail stores. 

The Merix solution is wiped onto 
the plastic seat covers to prevent 
static shocks to motorists and pas- 
sengers. 


Lubaid Co. Display Card 
To Feature E-ZE Start 


Board of Trade Bidg., Chi hh ed A new counter display card for 
its rendiogse to martha Coe. Te ee gs Santensed Lubaid Co.’s depressant for winter- 
a scientific instrument designed — izing crankcases, E-ZE Start, has 
ig Bd send Gokoten Seunh Seaet been announced by the Milwaukee 
is a scientific approach to difficult motor and | manufacturer. 

~~ poemaees Fig consists <3 a The display features a single can 

microphone, tr aluminum 

five dry cells (Ray-O-Vac batter! of E-ZE Start. Displays are packed 
five dy cele (Ray-O.Vac ster". satay | Of U-ZE Start. Displays are packed 
400 times y ‘ine, ‘ear phones, enabling | the factory and are also available 


a Sis elacins ‘rouble, en ae from jobber salesmen and Lubaid 
representatives. 


Merix Chemical Markets ae, 
Anti-Static Solution Gas Pump Nozsle Guard 
A new anti-static solution for Is Viko’s First Product 


the application to plastic seat | Viko, Inc., St. Louis, a new man- 
covers has been marketed by the’ ufacturer of items to be sold in 





THE EARS HAVE !T—Como-Tex Co., Inc. 


HEI eer VEU Awe amma aie) 


the automotive field, announces its 
initial product, the Viking nozzle 
guard to be used on gasoline pump 
nozzles. 

The guard is designed to protect 
the finish on fenders against the 
damage which might be caused by 
the heavy nozzles when struck 
against the car while the gasoline 
tank is being filled. 


* * * 





NEW FROM S & M—Prominent among the 
Met les SE atta asa 
a es 
are there 41" ser es Fog-Lites shown 

a aes® M's = ‘yniversal bree The oe 

ie pechue lights oad. eon 

ied to complement the 

ay oon ge the newer models. This pm 
ticular set Ses been adapted to the ‘49 Nash. 








COLD. BODY FILL—Alvin Products, Inc., 
20-22 Houghton St., Worcester 4, Mass., pore 
its new Lab-Metal, which is applied cold, is 

rustproof, waterproof and will not shrink, 
crack, or produce bubbles. 
i 


Huffman Mfg. Announces 
Antifreeze Dispenser 

A gurgleless, thumb-operated anti- 
freeze dispenser ae been announced 
by Huffman Mfg. Co., Dayton, O. 

The smooth-flow dispenser, oper- 
ated with 10 pounds of air, features 
a combination push-button and 
cock-type faucet, a safety valve 





SERVICE SECTION 


built into the bung casting, a deliv- 
ery tube that can be adjusted in 
any direction, and a leakproof metal 
hose long enough to reach the bot- 
tom of any drum, the announce- 
ment said. 





BATTERY AlDS—The Slick battery cable and 

Slick Solderiess Connector are two 
of Automotive Research Laboratories, 308 N. 
Main St., aney, Pa. The connector features 
opposite. threaded bushings with bol? to 
match so that only a ch is 
needed to tighten or loosen the jaws. The 
terminal hg ; t cotegte brass tube inside 


brass tube collapses, ssebiishing @ tight con- 
nection, the company states 





TIME-SAVER—A pulley and shaft constitute 
this auto freight car rack lifter. One end of 
shaft fits hole in wall of freight car, pulley 
meshes with hand chain, and other end of 
shaft is connected with a power drill. Unit 
is manufactured by D. C. Caulfield Co., 1008 
Corbin Ave., New Britain, Conn 





ONE-MAN TOW — An 
division “ot Spa ite Withington, Ago 
vision of Spa in jac’ 
Mich. The Sparton Retriever is a heavy-duty 
two-wheeled vehicle, easily attached the 
back of a passen car or service ca and 
is designed to pick up a car or light ‘truck 
and tow it into the gara it lifts the car 
by means of power ap ied to 
carriage of the car from 
ing the damage sometimes caused by wreck- 
ers employes chains and cables swung from 
booms or davits, the company states. 





COMBINATION CHECKER — This machine 
was designed by Red Ring engineers to per- 
form a check of those camshaft elements 
which must be held to close dimensional 
limits, according to National Broach and 
Machine Co., 5600 St. Jean Ave., Detroit 13. 
In operation, the camshaft is laid on two 
journal bearing support blocks and rotated by 
hand, while readings are taken of the various 
elements to be checked. 


Linck Offers ‘HotSpray’ 
For Windshield De-Icing 


“HotSpray,” a liquid windshield 
de-icer, is being marketed by the 
O. E. Linck Co., Inc., Clifton, N. J., 
manufacturers of industrial and 
agricultural chemicals. 

HotSpray reportedly will not 
harm automobile paint or wax fin- 
ishes, yet will remove ice that has 
already formed and leave a pro- 
tective coating that retards forma- 
tion of new ice. 





—— =— 
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Here’s City-by-City Report .. . 
Effects of Reg. W Shown in Survey. 


(Continued from Page 26) 


(Ford), reports a decided “brake” 
on time sales. “The effect is shown 
in more cancellations.” 

Business with this firm and other 
dealers in the new-car field is natu- 
rally very brisk, being limited by 
the cars available. But the general 
report is that the stricter terms dre 
being felt by buyers, 

* 


Cleveland 


Used-car dealers are feeling the 
heavy pinch of Regulation W. 

New-car dealers maintain they 
haven’t felt the pinch, 

Ohio Motors’ Fred Graf points 
out that new-car sales of Mercurys 
and Lincolns continue to move, with 
the only hitch being the number of 
cars the dealership can get to meet 
customer demand. On used cars, 
however, he says the large down 
payment deters many buyers. 

Sam Greenfield, new president of 
the Cleveland Used-Car Dealers 
Assn., Makes no bones about the 
effect of Regulation W: 

“Business is down primarily be- 
cause of the regulation, | all other 
excuses to the contrary.” 

All along Cleveland’s Euclid Ave- 
nue “used-car row” the operators 
say the “honeymoon is over,” but 
many will hasten to add that with 
the coming of spring “things may 
perk up again.” 

One factor remains dominant in 
virtually all inquiries: used-car lot 
dealers “won’t be paying the 
bonuses on new cars that they paid 


before.” 
* + * 


Little Rock, Ark. 


Regulation W has made no differ- 
ence of consequence in sales of new 
cars by dealers, but it has worked 
a decided hardship on some classes 
of customers who need and are en- 
titled to new cars but cannot meet 
the requirements, dealers say. 

“I know personally of young men, 
many of them veterans, who are 
just starting out in business and 
who simply cannot swing a new-car 
deal,” said Jennings H. Mize, credit 


manager of Rebsamen Motors | 


(Ford). “Some travel all or part of 
their time in their work. 

“They are compelled to buy 
cheaper used cars, and the com- 
bined cost of the cars and main- 
tenance amounts to more than it 
would if they had new cars. There 
are genuine hardship cases in this 
group, but the hardship is on the 

purchaser, not the dealer. ... A 
great many bonafide customers 
whose credit record is excellent 
need a 24-month term to pay for 
a car and should have it. 

“I try to look at this from an un- 
selfish standpoint, because estimat- 
ing the intention of the purchaser 
is part of my job. I think it is very 
unfair to some classes of people 
who are good citizens and good 
credit risks.” 

Mize said that about 10 percent of 
the new cars offered to customers 
by his firm are turned down be- 
cause of tightened credit regula- 
tions. “Our profits as a whole are 
not affected, nor are they likely to 
be for some time to come,” he said 
“We can still sell every car we get 
and the demand has not slackened. 
Prices on our used-car lot are down, 
but this is true everywhere.” 

John Bale, Little Rock Chevrolet 
dealer and president of the Arkan- 
sas Assn. of Automobile Dealers, 
said that Regulation W has had no 
effect on new-car sales from the 
standpoint of the dealer. When 
dealers catch up with deliveries, 
high prices may soon become a 
problem, but the time is not here, 
he said. Noticeable slowing of sales 
of one and two-year-old cars is the 
only evidence that Regulation W is 
yet important to the purchaser. 

Link Lewis, manager of the 
Arkansas Automobile Dealers 
Assn., declared that used-car deal- 
ers are the only people in the 
state affected by Regulation W. 

Dave Russell, president of Ark- 
Lin Motors (Lincoln-Mercury), said: 
“I haven’t noticed any great effect 
on new-car deals as a result of 
Regulation W. We have lost a few 
Mercury sales because a customer 
whose credit record was satisfac- 
tory to us found at the last moment 
that he couldn’t or didn’t care to 
swing the financial requirements 
now in existence, . . 

“Demand is not quite so strong, 
though we do not know whether 
this is due to Regulation W or to 


&@ general tightening of money. It 

is hard to gauge a thing like that 

without watching it for some time. 

“We still could sell many more 
cars than we get, and expect to do 
so for some time. A few new-car 
customers are changing their minds 
and turning down deliveries, but 
these, too, are few. Out of every 10 
customers on our list, I don’t think 
we lose more than two. 


“There is a very noticeable 
change on the used-car lot which 
we operate in conjunction with our 
new-car business, however. The 
used-car market has leveled consid- 
erably. . 

7 * + 


Dallas 


Inability of a growing number of 
potential car buyers to meet Regu- 
lation W requirements is having the 
effect of restricting the market in 
the Dallas area, trade sources re- 
port. The net result for dealers who 
still have large lists is to force them 
to notify more persons that their 
car is available. Perhaps half of 
this extra calling is attributed to 
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thinning of the market for new 
used cars, but this latter is, in turn, 
attributed to the effects of Regula- 
tion W also. 


Premiums in the low-price brack- 
ets still are protecting that market 
to a greater degree and there seems 
to be little effect of Regulation W 
in high-price brackets. Dealers are 
still selling all they can get. 

It is the little buyer who can’t 
make the credit riffle who feels the 
pinch, together with the used-car 
dealers who are caught in a weak- 
ening market. All the dealers spe- 
cializing in new-used cars are suf- 
fering sharply reduced volume of 
business. 


Slowed business, however, is 
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equi 
ment i l ing wrecker model especially designed 
congested, seataonen areas sed King racy ee csineeee aut ventindnaa’ aan fn 
os with a road unit which would embrace all the wrecker features, yet_be 
| eee ee Tet or Makes Ben Ro eennes S, are to Ernest Holmes 
Holmes models, is especially sulted for short wheel-bese frocks, It can be mounted on any 

one-ton truck, the maker adds. 

apparent in all used-car lines, ;Those hurt badly are in the mi- 
though part of the slump, of | nority. 
course, is seasonal. OO BATS 
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realize that Regulation W has cut] no mgttod Pg res cars in 
the premium market and is having | this area, according to statements 
the effect of stabilizing prices. (Continued on Page 53, Col, 1) 


ES, Quaker State Motor Oil brings customers back for more 
 Yeatiot repeat business fast. Refined from 100% pure 
Pennsylvania grade crude oil in Quaker State’s own four great, 
modern refineries, Quaker State Motor Oil not only lubricates 
better and longer, but is always dependable. It pays to make a firm 
policy of pushing Quaker State Motor Oil regularly with every new 
. . give it the opportunity to make those customers 


steady customers, 


Quaker State Motor Oil + Quaker State Superfine Lubricants +» Quaker State Oil Refining Corporation + Oil City, Penna. 
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Dealer 


Melchiorsen Named Renault 


Distributor in Nebraska 
Richard H. Laverty and George 
Melchiorsen of Melchiorsen Motors, 
2020 St. Mary’s Ave., Omaha, have 
been appointed Nebraska distribu- 
tor of the French Renault car. 
Melchiorsen has been in the auto 
business 17 years. Laverty recently 
moved to Omaha from Valley, Neb. 
” * ” 


Chicago Nash Dealers 


Reelect All Officers 

The entire slate of officers and 
directors of the Nash Dealers 
Assn. of Cook County (Chicago), 
has been reelected for another 
year, it was announced. 

Returning officers are: presi- 
dent, Franklin Barrow, Barrow 
Bros., Inc., Oak Park; vice-pres- 
ident, H. D. Maggio, H. D. Mag- 
gio Nash Co., Chicago, and secre- 
tary-treasurer, E. T. Iverson, 
Iverson Nash Sales, Inc., Ghicago. 

Directors returning are: Wil- 
liam Haeger, Haeger Nash Sales, 
Inc., Evanston; Fred M. Leem- 


Doings 


huis, Austin Auto Mart, Inc., Chi- 
cago; Ralph Scheu, Chicago 
Nash, Inc., Chicago; Jay Van 
Dahm, South Racine Nash Sales 
Co., Chicago, and Barrow. 

a + 


Stephens-Franklin Leases 


Large Lot in Phoenix 

Stephens-Franklin Motors, Inc. 
(DeSoto), Phoenix, Ariz. has an- 
nounced the signing of a 50-year 
lease on a new location on E. Van 
Buren St., between 11th and 12th 
Sts. 

The lease on the 130 by 318-foot 
plot is said to have involved more 
than $500,000. Claude Stephens, 
president, said a 10,000-square-foot 
building on the lot will house the 
firm’s service department after re- 
modeling. Other improvements 
planned include paving of the front 
part of the lot and the erecting of 
a modern showroom and office 
building, parts department, service, 
body and paint shops. 

The president of Stephens-Frank- 
lin is associated with Herbert L. 
Franklin, vice-president and gen- 
eral manager, and his mother, Mrs. 





KENT-MOORE 


VAL-LITES and SERVICE MERCHANDISERS 


Make a Powerful Sales-and-Service Team 


il 
evess™ o pitt? 


VAL-LITE. Here is a 3-way combination light, sign 
and valance. Val-Lite is a smart-looking advertising 


sign with easily changeable letters .. . 


an efficient 


source of light . . . a modern and attractive valance. 
Val-Lite gives more than twice the light of conven- 
tional lighting systems. It spotlights your merchandise 
and gives both your sales and service departments 


a smart modern appearance . 


. increases shop 


efficiency . . . reduces operating expense. 





Lois M. Stephens, vice-president. 
Sales manager is his younger 
brother, Robert. Dale Johnson is 
secretary-treasurer. 

* * * 


Schulz Named Distributor 


For K-F in Fort Wayne 

Frank E. Schulz has announced 
the formation of Frank Schulz, 
Inc., to act as wholesale and retail 
distributor for Kaiser-Frazer auto- 
mobiles, at 1902 S. Harrison St., 
Fort Wayne, Ind. 

The corporation has a long-term 
lease on a building at 322 E. Wash- 
ington Blivd., which will be con- 
verted into the company’s retai 
sales outlet and customer service 
division. 

J. Worley Shugert will be whole- 
sale manager; Kenneth B. Ride- 
nour, service and parts supervisor, 
and Pat Gallagher, office manager. 

* 


* * 


Five Auto Companies 
Chartered in Texas 


Records in the office of the secre- 
tary of state at Austin show the re- 
cent incorporation in Texas of five 
automobile companies. 

Broussard Motor Co. was char- 
tered in Port Arthur by E. J. Brous- 


1} buildin 


AUTOMOTIVE NEWS, DECEMBER 13, 1948 


SERVICE SECTION 





act dealership is furnished by this 


ne ere or in ‘is Obispo Calif. Banning M. Garrett is 


head of the new enterprise. 


of Garrett Motors (Studebaker), San Luis 





sard, Only Greer and John Richard 
with $21,000 capital stock. 

Daniel Buick Co. in Temple was 
chartered by Francis H. Daniel, 
Jeanette B. Daniel and Wilton J. 
Daniel with $25,000 capital stock. 

East Texas Motor Co. of Linden 
was chartered by A. O. Brabham, 
James McCoy and Joe Brabham 
with $15,000 capital stock. 

Hereford Auto Co. in Hereford 
was chartered by H. T. Miller jr., 


chartered by Frank W. Latham, 
W. M. Cox and L. J. Burton with 
$35,000 capital stock. 

* * oo 


Ray Woods Reorganizes 


K-F Setup in Dallas, Tex. 
Reorganization of its Kaiser- 
Frazer and used-car division has 
been annouced by Ray Woods Auto 
Co., Dallas, Tex. Four promotions 
of personnel were involved in the 


Walter W. McCarty and Eula Onita| -eorganization. 


McCarty with $5,000 capital stock. 
Frank Latham Co. in Waco was 


Illustrated are Kent-Moore J] 1817 
Val-Lites, J 5103 Service Merchan- 
diser, J] 5101 “Dual-Turret” Mer- 
chandiser, J] 5102 “Mono-Turret”’ 
Merchandiser, Sun Master Motor 
Tester and J 5080 Wheel Aligner. 
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SERVICE MERCHANDISER. Tools are instantly 
available with the Kent-Moore Service Merchandiser. 
Every tool has its place where each mechanic can 
put his hand right on it. Customers will be impressed 
by the smart appearance and the increased effi- 
ciency of any service department equipped with the 
Kent-Moore Service Merchandiser. The increased 
efficiency helps your mechanics do each job faster 


... Saves you time and money. 


KENT-MOORE ORGANIZATION, INC., Executive Offices; GENERAL MOTORS BLDG., DETROIT 2, MICHIGAN 
Factories and General Offices: JACKSON, MICHIGAN 


See Your Local Kent-Moore Representative or Write Kent-Moore for Descriptive Literature 


AND 


MANUFACTURERS 


oF 


SERVICE TOOLS AND > EQUIPMENT 





L. A. Murdoch, assistant manager 
in charge of sales, was promoted to 
manager of the entire Dallas opera- 
tion. Ted Oarter, manager of used- 
car lot no. 3 at 1715 Forest, was 
promoted to sales manager of the 
new-car store at 2200 Ross Ave. 
Vernon Mathis was promoted to 
manager of the used-car lot no. 1 
at 2200 Ross Ave. Al Rogers, who 
joined the firm recently as Mathis’ 
assistant, was promoted to manager 
of used-car lot no. 4 at Pearl and 
San Jacinto. The vacancy created 
by Carter’s promotion was filled by 
Frank Hunt. 


Austin A ppoints 
6 New Dealers 


Joseph Dudley, vice-president of 
Austin Motor Co., Ltd, (England), 
announces the appointment of six 
new dealers for British Austin auto- 
mobiles, 


They are: Quality Auto Sales, 
Inc., 6501 Carnegie Ave., Cleveland; 
Corbi Motors, 444 Broad St., Central 
Falls, R. I.; Arute Motors, 8000 Bis- 
cayne Blvd., Miami; Keating Motor 
Co., 1815 Riverside Ave., Minneap- 
olis; Luff-Tepper Motor Co., Inc., 
2526 W. North Ave., Milwaukee, and 
British Motors, Inc., 2255 N. Me- 
ridian St., Indianapolis. 

+ 


Dallas Crosley Dealership 
Opened by Fly & Harwood 

A new Crosley dealership has 
been opened at 2512 Ross St., Dallas, 
by Fly & Harwood, Inc. 

John _ Wood, manager for the 
Memphis corporation, said the firm 
plans to establish Crosley dealer- 
ships in Fort Worth and other 
Texas cities soon, 

The Dallas outlet hopes to build a 
110-foot showroom as soon as nego- 
tiations for additional property are 
completed, Wood said. He came to 
Dallas from Memphis to take charge 
of the sales and service, 

* + * 


New Building Opened 
By Livengood Motors 


A grand opening celebrating the 
completion of its new headquarters 
was held by Livengood Motors Co. 
(Oldsmobile), Clay Center, Kans., 
according to George Livengood, 
head of the company. 

* * ~ 


Ford Honors Hirt 

Homer B. Hirt, Chattahoochee 
(Fla.) Ford dealer, has received a 
plaque from Ford Motor Co. signi- 
fying his concern has qualified as 
a four-letter dealer during the past 
year. 

” of * 


Dietrich Names Gittens 


William Dietrich, president of D. 
& E. Motors (Lincoln-Mercury), 
5215 Main St., Williamsville, N. Y., 
has announced the appointment of 
George Gittins as used-car man- 
ager. 

+. * ” 


Mickelson Sole Qwner 


D. M. Mickelson announced that 
he is now sole owner of Mickelson 
Motor Co., Valley City, N. D., having 
bought out the interest of his for- 
mer partner, Henry Bernard. 
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Koster-Swope to Handle 
Buick in Louisville 


A change in name, product and 


address is reported by Fred C. 
Koster, president of Koster-Swope 
Motors. The company, which has 
been a Hudson distributor since 
1945, has acquired a Buick franchise 
and will be known as Koster-Swope 
Buick, Inc, 


Formerly located at 927 E. Broad- 
way, Louisville, the firm has swapped 
leases with Heckaman Motors (Hud- 
son), 3790 Lexington Rd., St. Math- 
ews, Ky., Koster said. 

Other principals in Koster-Swope 
are Darrell W. Swope jr., vice-presi- 
dent; Henry A, Schmitt, secretary- 
treasurer, and John H. Boulton, 
sales manager. U. W. Heckaman is 
owner of Heckaman Motors. 

* * 


* 
Snead Corp. Pays $500,000 
For Hughes Motor (Ford) 


Sale of J. B. Hughes Motor Co., 
Inc. (Ford), Richmond, Va., to 
W. 8S. Snead Corp. for a reported 
price of $500,000 has been ap- 
proved by the State Corporation 
commission of Virginia. 

Officers of the newly-formed 
company, which will continue to 
operate under the Hughes name 
for the time being, are W. 8. 
Snead, president, and H. V. Craw- 


rectors 
George D. Gibson and John W. 
Riely. 

oa * * 


Four Promotions Made 


By Boomershine, Atlanta 


Boomershine Motor Co. (Pontiac), 
425 Spring St. N.W., Atlanta, has 
announced four promotions. 

M. F. Loner, former used-car 
sales manager, is now general sales 
manager. George Backus was pro- 
moted from parts manager to new- 
car sales manager; James 
from new-car salesman to service 
manager, and W. F. Delamater 
from service manager to used-car 
manager. oe 


Reading Trucks Moves 


Into Larger Quarters 


Reading Trucks, Inc. (White), 
Reading, Pa., has moved into new 
and larger quarters on U. S. 
Route 222, north of Reading, ac- 
cording to Joe Harvey, president 
and general manager of the deal- 
ership. 

Harvey used the occasion of 
the opening to display the White 
Motor Co.’s new WC series of 
trucks which, he said, offer 
greater horsepower all along the 
line. 


2 & * 
New Mercury Home Opened 


In Atlanta by Edmunds 


Edmunds Motor Co., the only firm 
in Atlanta dealing exclusively in 
Mercury cars, recently opened with 
sales and service departments in a 
modernized building at 241 Spring 
St. N. W. 

The company is connected in a 
sales capacity with Hull-Dobbs of 
Memphis, and its general manager, 
Lee Browder, was formerly with 
the Memphis firm. W. E. Edmunds 
is president; Bill Austin, sales man- 
ager, and John Pugmeir, business 
manager. 





. * 


7 
$200,000 Truck Center 
Is Opened by Wolfard 

Wolfard Motor Co. (Ford), Port- 
land, Ore., has opened a new $200,- 
000 truck headquarters at N. W. 
23rd and Vaughn streets. 

Facilities duplicate those at Wol- 
fard’s main building at 1207 W. 
Burnside St. 

* + * 
Two New Corporations | 


Formed in Wisconsin 


The following new corporations 
in the automotive field have been 
formed in Wisconsin: 

Viking Motors, Inc., Bayfield, 
with a capital stock of 120 shares 
of common at a par value of $100 
per share and 130 shares of pre- 
ferred with same par value. Mini- 
mum capital to be $2,000. Incorpo- 
rators are Robert E. Gordon, Robert 
L. Hadland and Robert M. Spears. 

Meyer’s Sales & Service, Inc., 
Herman, with a capital stock of 500 
shares of common at par value of 


$60 per share; minimum capital, 
$500. Incorporators: Victor A. and 
Orman F. Meyer and Leo J. Mancben: 


Sauer Sells Packard Deal 


In Albuquerque, N. M. 

Roland Sauer, Albuquerque 
Packard dealer for 32 years, has 
announced the sale of his dealer- 
ship to John H. Meier and Gayle 
W. Roberts. 

Meier and Roberts are partner- 
ship owners of the Packard deal- 


and Roberts taking charge of the 
Albuquerque deal. Roberts was a 
former field parts and service 
representative for Packard. 


Cadillac Names Kvam 


Milwaukee Distributor 


Cadillac has announced the ap- 
pointment of Kvam Motor Co. as its 
new distributor for Milwaukee and 
vicinity. 

The new distributorship, which is 





FLOOR SPACE ADDED—G. Russell Lawson, Lawson Motor Sales (Nash), New 
., modernized his building to include 5,372 square feet of floor 
3,914 and parts 300. 


Market, 
space. Service uses 





headed by Leonard L. Kvam, has/will give Barton a garage 75 feet 
been located at Broadway and E.| wide and 142 feet long. 
State Sts. for more than eight years, * * *® 


the company said. 
se 6 French Honor 
$50,000 Garage Addition New York Dealer 
Erected by Barton Given Award 
Barton Automobile Co., Spokane,/ 4. French government has an- 


Wash., has announced construction 
of a modern $50,000 two-story nounced the award of the Legion of 
rage, an addition to the company’s | Honor to A. ©, Litton, a 


present two-story building. This |and president of Washington Mo- 


me 
: mf 


We Let ee dd a) 
LUBRICATING DEPARTMENT 


When equipped with a Lincoln Wall Battery, 
Ceiling Lubreels and Drainmobiles, any lubricat- 
ing department is ready to do a fast, thorough, 
efficient job — the kind that means profitable 
repeat business and sales of other services, 


retracting reels that hold outlets 





7 rer 4870 Broadway, New 
or’ 

Litton was given the award for 
his “public and philanthropic” ac- 
announced. 


tivities, it was 

Paul Dennis is co-partner and 
vice-president of the dealership. 
. 


Ridout Motors, Dallas, 


Lists 4 Promotions 
E. F. Laux has been made assist- 


ant general manager and Dewey 
Wood has been named service man- 


Favorite Moters to Handle 


Austin in Niagara Falls 


Favorite Motors has been ap- 
pointed Austin dealer in Niagara 
Falls, N. Y., with showrooms at 1330 
Pine Ave. 

> * s 


Ingram Is Manager 
ee ee ae 


service department 
of C. he Hathiieaes Bote Ger (Chane. 
ler), Dallas. 





changed. The Ceiling Lubreels provide compactly 
centralized outlets for chassis, gear lubricants, and 
air. Hose assemblies are mounted on automatic 


at any desired 


level but always keep the hose off the floor. Two 


Lincoln Drainmobiles complete the installation. 


The Wall Battery houses three air-operated Lubri- 


guns that pump lubricants to the overhead reels. 
Installation is simple and drums are easily 


A48-32 


Lincoln is the originator of the Kieen- 
seal Surface Check Grease Fitting—the 
modern fitting with a ball in the top. 


letin 509 or write us. 


TRACE MARK LINCOLN 
& TRADE NAMES 
LUBREEL & DRAINMOBILE 
REG. U. S. PAT. OFF. 


P " 
13 tn Lubricating Equ 


7O} NATURAL BRIDGE AVE 


LINCOLN ENGINEERING 


tential a7 


Ask your Lincoln Wholesaler for a copy of Bul- 
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nearest office of Remington Rand, 
Inc., or by writing to J. A. Grundy, 
manager, and Methods 
Research, Inc., 
315 Fourth Ave., New York 10, N. 
Y. Ask for KD 881. 


Sales Data 
New Booklet Designed 
| To Aid Budgets 
NEW YORK—A new booklet— 


re rata | New Addition Neory Ready 


utives information about methods| For Denver Chrysler Dealer 


to increase the effectiveness of 
each dollar budgeted for sales. It |, = forge xy ee ton square 
points out automatic methods of r space at Howry-Berg, 
spotting incipient sales weaknesses, | Inc. (Chrysler), 2949 N. Speer Bivd., 
inroads by competitors, and be-| Denver, will be in use in about two 
low par sales approaches. months, according to Elmer Berg, 
Through the use of an automatic | °"¢ of the owners of the dealership. 
computing “Chart-That-Thinks,” it; The brick addition will provide 
shows how sales executives have | space for enlargement of the parts 
current action facts that show ac-| department, and additional area for'| Vallejo, has taken advantage 
count by aceount gains and losses| service department facilities. New | Each of 
on either a year to date or a 12-| equipment, including three lifts and | foreground 
month basis, with no clerical cal-|an alignment machine, will be ~ 
| culations required. added when the building is com- 
Copies may be obtained from the | pleted. 





ANOTHER JIM ROBBINS PROFIT-BUILDER 


(Continued from Page 38) 


The Robbins “TOPPER” 


i double assurance of their quality, 
---all weather protection for po gh henge va Fy 
convertible tops 







IMMEDIATE comprehensive group of lines cov- 
DELIVERY ering cars and Sone of all 
, makes and all NAPA has 

grown to be the indepen- 


in the 

“It is our firm belief that this 
magazine advertising program will 
bring to vehicle owners a greater 
appreciation of the function per- 
formed by the jobber; that it will 
Toppers’’ to accom-| result in ce of 


shadaad Gleeenes ptan 
Full View Windows woo {Parts bearing the NAPA seal by 


SMART + PRACTICAL) sity tothe security and prosperity 
of every jobber and repair shop 
making NAPA its chief source of 





LIGHT - TOUGH - 
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SERVICE DEPARTMENT, CALIFORNIA STYLE—A. P. And 
a of the California climate to build this 
the 10 service stalls has its individual automatic roll-up door. 
is used for car displays and the posts and dividing chains can be moved a 





SERVICE SECTION 


Blind Found 
Adept Builders 
Of Auto Parts 


BROOKLYN, N. Y. — Within a 
busy factory in crowded Brooklyn 
a number of men work over ma-, 
chines that turn out parts for 
Kaiser-Frazer Corp. — and in the 
deft sureness of their movements 
there is no indication that they are 
blind. 

These are the'men of Light Buoy 
Industries, a division of the Indus- 

trial Home for the Blind. Since its 

ween 6 ee ales: incorporation in 1895, the non-profit 

area in the | Brooklyn organization has trained 

ed about | thousands of blind persons in use- 
ful, productive occupations. 

In December of last year K-F 
gave Light Buoy Industries « con- 
tract to make radiator support 
cushions, Results were more than 
satisfactory. The thousands of rub- 
ber support cushions made by these 
blind men were found to be equal 
to or better than those supplied by 
Seal Co.; Trico Products Corp.;| other workers whose eyesight was 
United Parts Mfg. Co.; Universal| unimpaired, the company said. 
Products Co., and Zollner Machine; A small minority of the men in 
Works. the factory can see. 










The pav 


SPEED SERVICE SALES! 


CARBON INTERLEAVED 
ORDERS 


ae 








. and fast selling, tool 


These tailored, translucent, vinyl plas- 
tic top covers for post-war convertibles 
answer a real need. Robbins “Toppers” 
keep convertible tops clean through all 
weather, protect them from quick de- 
terioration. 


“Topper” plastic tops will last for 
years. They snap over present buttons. 


Simple to install. Double top protects 
against wintry blasts. 


No universal models in Robbins “Top- 
per” plastic tops for convertibles! Each 
make or model has its own specially 
tailored “Topper.” 


It's a hot extra-profit item NOW! 
Order your initial stock of Robbins “Top- 
per” plastic tops for convertibles without 
delay. Liberal discount to dealers. 


Dealerships open now. Write or wire 


JIM ROBBINS CO. 


21610 Woodward Avenue 
Detroit 20, Mich. 














AUTO-BAKE 





A Must for the Modern Body Dent. 


os By 


Only AUTO-BAKE offers a COMPLETE line of MOBILE Infra- 


Red baking ovens for passenger car, truck, bus or trailer refinish 
work. WRITE, WIRE OR PHONE TODAY for further details. 


SWENSON ENGINEERING & MANUFACTURING CO. 
PHONE ---TAppan 7-7000 


12648 Westwood Ave, 


See division of Dana Corp; Standard 


DETROIT 238, MICH. 





paign, include: 


-|mond Mfg. Co., Wisconsin Ma- 


| | Shoe Co.; Automotive Gear Works, 


ance Corp.; Buffalo Pressed Steel 
























supply.” 

NAPA plans call for the first 
advertisement to appear in the 
Saturday Evening Post in Febru- 
ary. Other insertions will appear 
at four-week intervals through No- 
vember, All will be two-color half- 
pages in NAPA yellow and black. 

Each advertisement will empha- 
size the quality of parts bearing 
the NAPA seal, and the way in 
which NAPA distribution through 
39 warehouses and more than 2,000 
jobbers makes it easy for repairmen 
everywhere to obtain the finest 
parts for cars and trucks of all 


Convenient Carbon Interleaved Repair Orders 
speed the handling of service sales and put an end 
to fumbling with carbon paper. 

Each set of Repair Orders is an individual unit, 
complete with fresh, one-time carbons that insure 
legible, easy-to-read copies. No carbons to insert! 
No cumbersome machine to handicap free use of 
both hands! No carbon jams! And carbons remain 
in the set until Cashier makes the final entry! 


During rush periods your Service Salesman can jot 
down the essential information, keep the sets in- 


promotional a, 
in addition to that already in use. tact, and h to the next waiting customer. Rou- 


Members of the NAPA advertis- 
ing committee responsible for the 
development of the program are: 
John R. Scott, NAPA New York 
warehouse, chairman; Fred J. Kelly, 
American Brakeblok division; E. J. 
Muldoon, New Britain Machine Co.; 
Herbert H. Bigelow, NAPA Minne- 
apolis warehouse; Robert L. Turner, 
NAPA Atlanta warehouse; H. W. 
Clough, Belden Mfg. Co.; William 
M. Stuart, Martin-Senour Co.; R. Z. 
Oswald, Monmouth Products Co.; 
R. R. Talbott, Allied Motor Parts 
Co.; Richard C., 


tine information such as make, model, mileage, 

etc., can be filled in later. 

For greater efficiency, fewer errors, and quicker 

service during rush periods, Cone to modern Car- 
ey pay for them- 


bon Interleaved Repair Orders. 
selves in actual time saved! 





‘Sie. 


SERVICE SALESMAN 


The Service Salesman carries only 8 or 
10 sets, ready for instant use, in the 
convenient, compact Write-Up Cover 
. . + no clumsy machines to carry ... 
no fumbling with carbon paper. 



















Service, and Howard A. Bradley jr., 
NAPA Philadelphia warehouse, 
president of NAPA. 

Manufacturers whose products 
are distributed through NAPA, and 
who will participate in the cam- 


PARTS DEPARTMENT 

The Invoice and Office Copies are re- 
ceived by the Parts Department intact, 
complete with carbon, ready for imme- 
diate parts listing . . . no carbon to in- 
sert or copies to align. 


Allied Motor Parts Co. (Automo- 
tive Products Corp., Grapho Prod- 
ucts, Inc., Precision Parts Co., Ray- 


chinery & Mfg. Co.); American 


Brakeblok division of American / ©CASHIER 


Copies are received by the Cashier with 
carbon intact, Labor costs are entered 
and the entire Invoice footed with the 
assurance of clear, legible copies in ac- 
curate register. 

WRITE TODAY FOR FREE LITERATURE AND SAMPLES 
ASK FOR FOLDER RR-337 


Inc.; Baldwin-Duckworth division 
of Chain Belt Co.; Balkamp, Inc.; 
Belden Mfg. Co.; Briggs Shock 
Absorber Co.; Buffalo Fire Appli- 


Co., Inc.; Continental-Diamond Fi- 
bre Co.; Dittmer Gear & Mfg. 
Corp.; Echlin Mfg. Co.; Federal 
Bearings Co., Inc.; Martin-Senour 
Co.; MicroTest Gear Co.; Mon- 
mouth Products Co.; New Britain 
Machine Co.; Puritan Co., Inc.; 
Raritan Bearing Corp.; Spicer Mfg. 
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Here’s City-by-City Report . . . 
Effects of Reg. W Shown in Survey 


(Continued from Page 49) 


made this week by leading dealers 
in the three classes of automobiles. 


A Ford dealer has many orders 
on hand and he said that fully 80 
percent of the sales made are for 
cash. He has had no turndowns, 
but some orders have been cancelled 
for one reason or another. 


Some of those who have can- 
celled their orders may have done 
so because of the requirements of 
Regulation W, but they have not 
been disposed to make this fact 
known. 


A dealer in medium-priced cars 
declared that Regulation W is not 
hurting those who have the money 
with which to buy, but it is working 
a hardship on those in need of cars 
but who have not sufficient income 
to pay cash. He said that a great 
majority of his sales are in the 
commercial class, the buyers being 
able to pay cash for the cars. It has 
hurt the used-car business, he said. 


Regulation W has had no effect, 
to date, on cars of the more ex- 
pensive type, said a dealer in this 
class, but it has definitely had a 
bad effect on the sale of used cars. 
The few who have cancelled or- 
ders have said they have decided 
not to buy now or else they have 
had an opportunity to get a car 
elsewhere more promptly and have 
done so, 

A man connected with the indus- 
try thought that perhaps some of 
the cancellations may be due to the 
fact that new models will soon be 
obtainable. 


Birmingham, Ala. 


A majority of the new-car dealers 
in the Birmingham area state that 
up to the present time Regulation 
W has not affected business as far 
as new-car sales is concerned, but 
has had a very noticeable effect on 
the sales of used cars, especially 
late model, high-price models. 

However, two dealers handling 
cars in the $2,500-$3,000 class re- 
port that they have lost several 
sales due to the regulation. In the 
low-price class no customer re- 
fusal of delivery due to terms of 
Regulation W have been reported. 

Late model used cars, or new cars 
in used-car lots, have suffered a 
drop of around $250 in the past 60 
days, dealers say. It is the consen- 
sus among Birmingham dealers that 
Regulation W will materially slow 
up sales as soon as We experience a 
buyer’s market. Dealers here state 
that 80 percent of sales are for cash 
which leads to the opinion that buy- 
ers are paying for their cars out of 
principal or savings rather than out 
of income and as soon as this back- 
log of savings is depleted, regula- 
tion W will definitely be a brake on 
the sale of new cars. 

Sales of used cars have slowed up 
considerably in the Birmingham 
area, but, as a rule, dealers and 
used-car lots are holding prices at 
a level of about 15 percent under 
60 days ago. 

& 7 
Miami 

Miami auto dealers are showing 
mixed reactions to the effects of 
Regulation W on new-car sales, but 
are generally agreed that both 
credit restrictions and business con- 
ditions generally have placed a re- 
straining influence on their transac- 
tions. A buyers’ market is in the 
offing; how soon it hits depends 
largely upon factory deliveries. 

One firm in the medium-price 
class reported serious effects from 
Regulation W, several sales hav- 
ing been lost because prospective 
buyers were unable to finance 
purchases. A worker making $75 
a week has virtually been priced 
out of the market, since new-car 
payments run $100 to $125 a month. 

Several long-established firms re- 
port that some customers who have 
been carried on waiting lists failed 
to purchase cars when their turn 
came around, Some of these already 
had obtained cars elsewhere, but 
others were unable to handle the 
increased delivered price. One dealer 
reported several instances within the 
past few weeks where customers on 
waiting lists had requested return 
of their deposits. 

Purchasers who can pay cash for 
@ new car are becoming increasing- 
ly scarce, most of those in that class 
having already been taken care of. 

Factory deliveries have been ir- 
regular, and occasionally upset 


the sales balance. One Ford dealer 
recently received four station 
wag a body style so difficult 
to obtain that the hed refused to 
take orders for it. His salesmen 
got their first postwar taste of 
hunting customers. 

Regulation W has had little or no 
effect in the high-price class. R. W. 
Pierce, general manager of Nolan- 
Brown Motors, Cadillac distributor, 
reports some slowing down in de- 
mand, but attributes it entirely to 
model changeover, customers near 
the top of the waiting list prefer- 
ring to wait for the 1949 model with 
the new motor. No difficulty is be- 


ing experienced in meving any 1948 
models that are available. 


In the low-priced class, Chevrolet, a 


Ford and Plymouth dealers tell the 
same story—cars move as fast as 
received. 

* s * 


Minnea 


A survey of Twin Cities dealer 
opinions on the effects of Regula- 
tion W since it started in operation 
a couple months ago revealed that 
it is having little effect in the high- 
price car field but a slight effect in 
low and medium-class and new-used 
ears. Many dealers were of the 
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opinion that a general tightening | them on stock already and couldn’t 
of the market and consumer Chopere of heme. 
pocketbooks was as much respon- 
sible for any difficulties in unload- 
ing new cars as effects of the 
one-third down and high monthly 
payments under W. 
Elmer Bostrum, general manager 
Packard Minneapolis, said no 
customers had turned down deliv- 
eries yet but that a definite turn to 
st esd ered on tes a as Gok en 
car was t -|dig a little harder to of 
ers were postponing purchases more |Mercury’s and Lincolns and that 
Saas ee cae ae frequently quite a few prospects 
Packard dealers were finding it | would buy was found. 
difficult to unload seven-passenger| Gl 
sedans and station 





Nd keh els 
ON THE ROAD/ 





STARTS LOW...3°/s" § 
LIFTS HIGH...20%/2" | 
ROLLS EASILY =, 


REAR CASTERS—2” SINGLE ' 
BALL SWIVEL...FRONT 
CASTERS—4” STRAIGHT AXLE 1 


“A Jack is no Better than its 
POWER PLANT”... KRW 





@ From the pumping plunger to the raising piston the 
oil in a KRW Jack travels in a single casting. It just can’t 
get out or leak. All connecting passageways are drilled. 
There are no particles of loosened core sand to lodge 
under valves and score cylinders. Pump is of displace- 
ment type therefore no troublesome cup washer is 
required on end of plunger. Packing around plunger 
after 260,000 test lifts showed no trace of leakage. 
Release valve is held closed by the oil pressure. Dirt 
between valve and seat can be flushed away by opening 
the release valve. There is no release valve failure in a 


. KRW Jack. 
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WORLE T MANUFA URE 
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KRW BUILDS IT FOR LONG LIFE 
KRW SELLS IT FOR ONLY °58°° 


THE KRW 2-TON HYDRAULIC JACK 









F.0. 8. FACTORY 


i @ This improved KRW 2-Ton Hydraulic Jack will easily 
handle any car on the road today with a minimum amount 
of pumping effort. It pumps through a handle motion of 
45 degrees with only a quarter left turn of the handle 
necessary to operate the release valve. Handle can be 
quickly removed with a half right turn...a real space sav- 
ing feature. Read these specifications and you'll see why 
KRW is the leader in Garage Jack 
Sales. Here they are: 








SPECIFICATIONS KRW 2-Ton Jack 
© Lifting capacity 2 tons (4000 lbs.). Weight 110 lbs. 


Length overall, including handle, 6‘ 1". Length of chassis 
29%". Length of detached handle only 49”. Floor to top 
of rest pad when down 3%". Floor to top of rest pad when 
up 20%". Floor to top of handle when upright 54”. 
Floor to highest point of jack body 6%". Width of jack 
body 10%". Rear casters 2” diameter, single ball swivel. 


Front casters 4” diameter, straight axle type. Swivel pad 
4" x 5%", curved to fit modern cars. Oil capacity 9/16 


pint. 


SAVE MONEY * ORDER TODAY ¢ USE THE COUPON 


All prices subject to change without notice. 
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K. R. Wilson, 215 Main Street, Buffalo 3, N.Y. 
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Appearance Follow-Up 


Used With Diagnosis Setup to Build Profits 
For Boyer & Gilfillan (Ford) 


AUTOMOTIVE NEWS, DECEMBER 13, 1948 


(Continued from Page 38) 


each and 10 with a motor exchange 
as a part of the order averaged 
$265.80. The entire 103 jobs, includ- 
ing the Lincoln Zephyr mechanical 
and appearance renewal, averaged 
$65.20 per repair order. 

Dean is currently selling 92 per- 
cent of all owners who bring their 
cars in and have them analyzed. 
Approximately one out of every five 
customers who have had their cars 
put through the department have 
come back for a second diagnosis. 

aa + ? 


i COMMENTING on the value of 


the diagnosis department to the 
firm, Dean says that while it has 


keep each department working at 
peak efficiency, as well as cutting 
unapplied mechanic time to a mini- 


mum. In fact, we have been able 
to take off our test rider and 
leave it to our service salesmen 
to check his own car in and out.” 
The diagnosis department is used 
as another source of eliminating 
customer complaints. When a cus- 
tomer kicks about the operation of 
his car, or is dissatisfied with the 
work that has been done, the car is 







and watch the diagnosticians at 
work, 

While the department is operat- 
ing with one diagnostician at the 
present time, another will be added 
as soon as additional room and fa- 
cilities can be provided. 


DeVilbiss Again Plans 


Classes on Refinishing 

TOLEDO.—Maintained as a serv- 
ice to users of DeVilbiss equipment, 
two one-week courses for auto re- 
finishers are again included in the 
DeVilbiss school of spray painting 
curriculum. These tuition-free 
courses, on function, care, and op- 
eration of spray painting equip- 
ment, combine classroom instruc- 
tion and demonstration with actual 
use of the equipment. 

Identical courses, lasting one 
week will begin Feb. 28 and 





Hi 





“1 don’t think much of the steel 
in this bargain wrench set!” 


immediately taken into the diag- 
not been able to increase the vol-|nosis department. Edward Shultz, | May 16. ce class size is limited, 
who has been in charge of the de- | it is reported advisable to write for 


ume of service work materially, the 
d t has made it possible to| partment since its inception, is a| reservations as early as possible to| H. D. Ferguson, Ferguson Mo- 
hold it at a high level, and at the | good and can quickly deter- | DeVilbiss Co., 300 Phillips Ave.,|/ tors, Ladner, B. C., has taken his 


same time take care of all of its| mine the cause of the trouble. Toledo 1, O. 


new-car service which is not cred-| The Boyer & Gilfillan diagnosis 

ited on the daily contro] sheet. department 

It has also been the source of | the left of the main service entrance | been proven 
unfinished method 


buil up a bank of 
work which service salesmen use to | only see it, but can easily step over | see the back pages of this issue. couver. 






















Yee con DOUBLE on 
“| nice dollans in 1949 


Many million dollars’ worth of Trico products have moved across dealers’ 
shelves during the past 25 years. 

Our plans for 1949—and future years—will offer automotive trade out- 
lets an opportunity which we believe should double the sales volume of 
those who take full advantage of them. 

To our established lines of Windshield Wiper Motors, Linkages, Blades 
and Arms, Fans, Windshield Washers, Claireon Horns, we are adding new 
and widely needed automotive products. They will add most substantially 
to the sales and profits of the trade. Announcements of them soon will 
be made in Trico’s national advertising. 

Trico’s own faith in the future is reflected in a multi-million dollar 
expansion, covering five modern plants with more than 44 acres of 
production areas. 

To assist retailers throughout the United States, we have multiplied 
our own factory sales forces in the field and have developed a continuing 
program of merchandising helps, backed by the strongest national and 
trade advertising campaigns in our history. 








Ferguson and Son 


son, Richard W. Ferguson, into 
ee rship as assistant manager 
is a four-car space on| AUTOMOTIVE NEWS WANT ADS have | Of the business. For the past three 
the attest, least expensive| years R. W. Ferguson has been 


where all service customers can not | Tests of ree re me wnat you want!| With Mercury-LincolIn in Van- 
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Texan Markets 
3 New Devices 
For Alignment 


Three simple alignment devices, 
invented by B. B. Fox, president 
of Fox Alignment Service, 1034 N. 
Alamo St., here, are finding a 
growing use in the Southwest. 
The first is a shock mount, mar- 
keted under the name of the Fox 
Camberrite shock mount, and 
adapted for use on 1937-47 Buicks. 
These shock mounts, it is claim- 
ed, align upper and lower control 









.|arm oscillation, prevent loss of 


camber on the downward flex of 
the car, reduce road shock in steer- 
ing and cut down tire wear by 
eliminating side scoot. 

The second device is a spring 
aligning spacer—or rather, an en- 
tire series of spring aligning spac- 
ers, since six models are designed, 
in two thicknesses, for use on 12 
makes of automobile. 

These spacers add materially to 
the usefulness of a car’s springs, 
since the old springs, which are 
settled, ride level and remain in 
the same condition, can be used 
for a longer period of time. 

They also keep the overhead cost 
down and help prevent comebacks 
from new spring sag. 

The third device is an upper arm 
mount for new Ford automobiles. 

First tested and tried in the Fox 
Alignment Service shop, these de- 
vices are now being neatly pack- 
aged and marketed through deal- 
ers in six states: Texas, New Mex- 
ico, Oklahoma, Arkansas, Louisi- 
ana and Tennessee. Nationwide 
merchandising is envisioned by 
Fox. 


New Motor Oil 


Engine Life Lengthened, 
Shell Claims 


NEW YORK.—A new type motor 
oil said to add thousands of miles 
to the life of the average passen- 
ger-car engine has been developed 
by Shell Oil Co., C. E. Davis, vice- 
president in charge of manufactur- 
ing, announced here. 

“This new product is one of the 
company’s most important techni- 
cal developments in recent years,” 
he said. “It was developed as a 
result of our discovery that acid 
action resulting from low operat- 
ing temperatures, rather than fric- 
tion as is generally assumed, 
causes most engine wear.” 

According to Davis, the new oil 
consists of a high grade lubricat- 
ing oil base stock plus a new addi- 
tive called Perma-16, an oil con- 
centrate containing a detergent, an 
anti-oxidant and an anti-wear 
agent. 

The research work that led to 
the new oil, which will be sold 
under the established brand name 
of Shell X-100, was done by scien- 
tists at the company’s laboratories. 


Detroit Seat Cover Firm 


Leases Factory in South 


EDGEFTELD, Ss. C.—Crest Co., 
Detroit manufacturers of automo- 
bile seat covers, has taken a five- 
year lease with a seven-year renew- 
al privilege on a 15,000-square-foot 
building here and is scheduled to 
begin operations early in October. 
Approximately 200 workers will be 
employed. 

The company has outgrown its 
two plants now operated in Detroit, 
according to Daniel C. Larkin, Crest 
president. He said it was found 
necessary to seek expansion in an 
area less congested and Edgefield 
was selected. Raymond Korreck 
will be manager of the Edgefield 
plant and P. J. Crimmins will be 
secretary. 


Auto Parts Catalog 


Offered by Mayflower 


BROOKLYN, N. Y.—A catalog 
listing over 550 items of interest 
to every branch of the automotive 
trade has been prepared for dis- 
tribution by Mayflower Sales Co., 
Inc., 1053 Bedford Ave., Brooklyn 
5, N. Y. 

Amply illustrated, the catalog is 
available upon request. An alpha- 
betical index affords simplified 
finding of the numerous items 
isted. 
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Here’s City-by-City Report . . . 
Effects of Reg. W Shown in Survey 


(Continued from Page 53) 


ment and high monthly payments 
were forcing many buyers in low 
and medium-price fields out of the 
market. He observed that loan com- 
panies were experiencing situations 
where applicants couldn’t meet 
monthly payments plus interest and 
principal on a loan for the down- 
payment, 

Higher-priced car dealers were 
unanimous in stating they wrote 
little finance paper and that cus- 
tomers who had the money for a 
Packard, Oldsmobile, Buick or Cad- 
illac usually paid spot cash or bet- 
ter than two-thirds down, However, 
these buyers were doing more shop- 
ping than in recent years before 


price cars and that with outcome 
of recent election many were 
adopting a “watch and wait” pol- 
icy regarding Truman adminis- 
tration and 8ist Congress before 
loosening their pocketbooks once 
more. This factor has cut into 
sales of high-price cars. 

One dealer said he liked W and 
wished it were permanently in ef- 
fect, for it protected dealers on re- 

ons. He noted that 99 
percent of new-car repossessions as 
well as used cars were due to insuf- 
ficient down payments and poor 
conditions of car, 

An Oldsmobile dealer said his 
buyers seemed to have enough 
money to pay better than one-half 
purchase price down and sometimes 
full price on new cars. However, he 
did note an effect of the regulation 
on late model used cars. He said he 
did little financing. 

All in all, the consensus from 
here would seem to be that there is 
looming on the horizon, faster than 
most dealers think, a general tight- 
ening up of new and used-car pur- 
chases by most buyers due to the 
overall inflationary picture and 
tightening of credit and ready cash, 
of which Regulation W is only one 
factor. 

. + * 
Fargo, N. D. 

Carl Tharalson, Brady Motor Co. 
(Oldsmobile) : 

“Regulation W has had no effect 
so far on selling new cars but 
something, we don’t know what, is 
affecting used-car sales. It can’t be 
the price because people have 
money. As yet no one has been 
hurt by the regulation but eventu- 
ally it will be the consumer, who 
will need a new car. 

“I think the regulation is ri- 
diculous and it has not changed 
anything here!” 

Jack Balmer, Balmer Motor Co. 


car sales. The effect on used cars 
has been less. It does not neces- 
sarily force customers to turn down 
deliveries. 

“Everyone is hurt, the new and 
the used car dealers AND the 


customer. 

“A credit-wise dealer who is also 
a good business man feels that he 
and the local banks are better able 
to judge the financing better than 
to be regulated by a federal 
agency.” 

Red River Motor’s Brandser: 

“Regulation W hasn't affected us 
at all—there seems to be plenty of 
money in this vicinity. I presume 
it might force customers to turn 
down delivery but as I said we 
have not found that here. The rural 
trade is trading for cash. 

“Personally I think Regulation 
W is a good thing for everyone 
concerned.” , 

Gale Hudson’s DeCorsey: 

“No, we are not bothered in this 
part of the country with Regula- 
tion W. No one is hurt. I have no 
opinion because there is little Reg- 
ulation W buying to speak of. Most 
of our business is cash.” 

W. G. Wright, W. W. Wallwork 
(Ford): 

“Regulation W doesn’t amount 
to much. New cars are sold sev- 
eral years in advance.” 

Corwin-Churchill (Chrysler): 

“There has been no effect in 
our business by Regulation W, 
but most reputable dealers are 
able to run their business with- 
out government regulations.” 

Ed Schum of Ed Schum Pontiac: 

“We like Regulation W. Without 







































it there would be a tendency on| think Regulation W is in line 
the part of used-car dealers to ac-| with good business.” 

cept small down payments and| Henry Krell, Krell Buick: “There 
long terms. With Regulation W,/| has been no effect from Regulation 
the new-car dealer has better) W—we never went off that stand- 
chances because repossession is aj ard. Used cars might say differ- 


terrific contingent liability.” ently.” 
Robert P. Schmidt, Swanston Art Steen, Service Chevrolet: 
Nash: “No one is hurt in my |‘ m W has had no effect 


opinion and I believe it is a good | 0n us. People come in and write a 
thing.” check for a car—that’s all there is 

Cliff Loberg, Valley Lincoln-Mer-| to it. No one is hurt under any 
cury: “We notice no effect of Reg-| circumstances except, perhaps, it is 
ulation W—especially on country|tough for the salaried man but 
trade—perhaps a little on city| With the high prices for cars he 








trade. In this bracket perhaps|C@n't afford one anyway. VERS 16 TY SERVICE WORK—This concrete, sound-proof service tower 
working people may have had to ever oe the latest addition to the expanded Hughes Motor Mert, Ine, (Desoto), Cambridge, hase 
cut down from new-used cars to peng. tes tower operator x conecied by en netcominuicating seg 2 polit ae sarven 
older used cars. Personally, I think} The gist of opinions relating to| department. He checks and controls the flow of work and through signal lights 
Regulation W is all right.” the effect of Regulation W on new | service salesmen as to availability of mechanics. 

Bearson Motor Co. (Packard-| car sales in this section is that it 

White Trucks): “Regulation W has|is too early to give definite re-| more than one list and has ob- | predicting what is going to hap- 
had no effect. Farmers have money} actions. The dealers still have| tained a car from another dealer. | pen, because anything can happen 
and 75 percent of our business is | large enough backlog that they are One dealer in high-priced cars| in the automotive business. I'll just 
with farmers and 25 percent with| selling cars as fast as they get|said that he “would not wait and see! But don’t quote me.” 


be sur- 
city people. The working man will| them, and are holding lists. prised” to see the W hit the de- 
feel the pinch more than the Some deliveries are being || 
farmer.” turned down, but usually this 
Berrell Motor (Studebaker): “I | because the customer 


In the Oil Industry... : 
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qu d with 3 Great Shows 
* Every Week! 









Metropolitan Opera 
Broadcasts Rated 
Best of Kind on Air 


For the 9th consecutive year, 
Texaco Dealers in their com- 
\ munities from coast to coast 













lowing of opera lovers. More 
than 10 million of them listen 
each Saturday throughout the 
opera season to these broad- 
casts direct from the Metropolitan Opera 













Sky Chief ana FURE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS - MARFAK CHASSIS 
LUBRICATION - PT ANTI-FREEZE - REGISTERED REST ROOMS 
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Used Car Auction Prices = 


PONTIAC a7 (6) po $1,735. 42 (8) 
, $900. °38 (6) sedan, $200. 
wiLLYs— 49 Jeepster, $1,666. 
VALDOSTA, GA. 
(Eprror’s Nore: While we try oy and yy a all of these 
listings, occasionally some get us. So price abnormally 
low, the car is probably damaged. If the price is abnormally high, 
the car is probably loaded with extras). 

































2-dr., $1,325, $1,300. ‘41 2-dr., $875, 
$800, * shen 60. ‘eo'aar., $1,105, $830, $810; 


, $785. 
HUDSON. '48 (6) 4-dr., $1,905. 


LINOOLN—'46 4-dr., $i, 670, $1,575. 
MERCURY—’'49 2-dr., $2,605; club coupe, 
$2,600. . club coupe $1,600. ‘°41 2- 
dr., $1,275, $1,005. 40 ‘club coupe, $700, 
OBILE—'47 (98) 4-dr., $2,075. 46 
PACKARD—'40" (120) 4-dr., $000, 
PLYMOUTH—’48 SD 4-dr., $2,050, $2,010, 
1,880; Deluxe 2-dr., $1, 900; club coupe, 


upswing. Sold 70 units out of 234 
) 


BUICK —'41 Super club coupe, $1,075; 
conv., 2.598; Special 4-dr., $1,065. °40 
8 , $665. 

Cc TLLAG at {st sedan, $1,635, 

CHEVROLET—'47 FM 4-dr., $1,650; sta- 
tion wagon, $1,790; FL 4-dr., $1,750; 8M 
4-dr., $1,665; FL aerosedan, "$1, 795. °46 
FM 4-dr., $1,425; SM 4-dr., $1,140, $1,- 
115, $1,400, $1, 395; club coupe, $i, 480. 
‘41 MD club coupe, $1,025, $1,100; SD 
club coupe, $1, 110, $1,135. "33 2-dr., $50. 

CHRYSLER — °39 






































(Tom Hewitt Auto Auction Sale. Auction 
every Friday. Prices are for sale of Nov. 


26.) 
(127 sold out of 222 offerings.) 
BUICK—1946 RM sedan, $1,500; Super se- 
dan, $1,740. ‘39 sedan, $790, 
CHEVROLET — 48 half-ton pickup, 2 at 

















1,550. °46 FL sedan, $1,525; FM 2-dr., '075, $1,975. '47 4-dr., $1,500. ‘46 Royal business coupe, 

CHARLOTTE, N. C. tt ggg gi ae = Mh ae 390, $1,395. | d-dr., $1,485, $1,255, $1,180. "42 4-dr.,| — $306 ; or ‘Si06, Oe a at 

(BE. M. Stafford, Ine. Sale every Wednes- 42 2-dr., $880. ‘41 club coupe, $1,000, / 719’ 41 conv., $750. |'40 4-dr., $860, | DeSOTO—'47 Deluxe 4-dr., $1,855. '46 De- rod iain e525. "40 Oa sedan, 

day, Prices are for sale of Nov. 24.) $950; 2-dr., $1,005, $920, $900. "40 4-dr.,| saan" luxe 4-dr., $1,695. ‘39 4-dr., $600. $1380 380. °41 5, $780, FM sudan, 

(About same as previous week. Dealers cag 0ld, 880°: 149 | PONTIAO—'48 (6) 2-dr., $2,590. *47 (8) | DODGE—'47 Deluxe business coupe, $1,535. | $1, wai sedan, gus, $140. “20 

buying for vetatl trade aoe. Sold 210 anS : hs novel 4- wa a wg 4-dr., $1,825, $1,800. ‘46 (8) 2-dr., $1,-| '46 Deluxe me 4-28, $1, 060. — -dr., $470,| 08 5706. sedan, 
ae oe ee. nO 650." '42 (8) 4-dr., $850. $500. -ton pane , 

BUICK—'48 Super 4-dr., $2,650, 525. rial, 7-passenger, 48 roRD—48 SD (6) 4-dr., 415 480; (8) 4-dr., | DODGE—’ 47 Custom sedan, $1,500. °37 


EBAKER— Commander 4-dr. =. - 
160; 2-dr., $1,825. ‘47 Commander 2-dr 


club coupe, $135. 

FORD—’49 Custom (8) sedan, $2,070, $1,- 
970, $1,910; club coupe, $2, 135, $2,040, 
$2,015, $1, 960. '48 half-ton (6) pickup, 





$1,635, $1,660, 2 at $1,635, $1,640; 2-dr., 


$900. 
"47 RM conv., $2,245; Super 4-dr., $2,100, DeSOTO—’48 Deluxe 4-dr., $2,200 
o 7. 47 sD 4-dr., Oees (6) 4-dr., 


030. °46 RM 4-dr., $1,730, $1,725, | DODGE — '47 Deluxe 4-dr., $1,675. 46 
$100; Super 52 $1,445; 4-dr., $1,625. 5." 7-passenger, $1, 500. 41 4-dr., 
5. 




































"ai 4-dr. , LOS ANGELES 
va? . ’ % . > 1, 1,330; half-ton (8 ick- 
caDmLLac— 48 (62) te = 4-dr., ate g, $2,000; ‘Deluxe 4dr, ess: = (California Auto Dealers Whol Auc- $1, 020; (6) c b eu, $i. 035. “4 4-dr., ae, ae ee" truck, $1,525. eas 
Pons OR Fitiat Stan, s.cgn,| SSO! et Sat STIS” pei | omc sale yee ecu Pree are Tor | ARG Par, Sto, Peas, “S| SES ph al elas ean en 
; SM 2-dr., $1,950. ’47| club coupe, $1,715. ‘47 4 ,600, | Sales of Nov. 18-23.) $00; Bapes (0) ae dee $920." '40 Deluxe sedan, $1,000, $750, 





25. 
MEROURY—'49 club coupe, $2,260. °'47 
sedan, —_ ’46 sedan coupe, $1,350; 
sedan. $1, 
oLDsMOBILE 48 (98) club — $2,500 
PLYMOUTH—’'48 SD sedan, $2,050, $1, 800; 
club coupe, aw “a SD sedan, $1,505. 
'46 SD sedan, $1, 
PONTIAO—'47 (8) ‘senedi coupe, $1,855. 
STUDEBAKER—’48 Champion sedan, §2,- 
100, $2,000. 


WILLYS—’48 Jeepster conv., $1,650, $1,610. 
'47 station wagon, $1,260. "45 Jeep, 


00. 
Be jUs—'48 GMC %-ton pick- 
up, $1,480. 


KANSAS CITY 


(Kansas City (Mo.) Automobile Auction. 
Sale every Wednesday. Prices are for sale 
of Nov. 24.) 

(Market shows buyers active, prices 

steady to perhaps a little lower. Sold 

197 units out of 259 offerings.) 
BUICK—’48 Super 4-dr., $2,420. ‘47 RM 

2-dr., $2,200; Super 2- ar., ws a, nr 

(Continued on Page 87, 


(Prices definitely firmed up on all mod- 


05, $1,- 1,525; club coupe, $1,570; ‘oa. $1,450. 
: , a els, old and new. Bidding and sales on 


2-dr.,' °46 club coupe, $1,400, $1,330, $1,285; 


BN 
3 
o- 
“" 
io 
wy 





rM . ; 
FL aerosedan, $1,810, $1 
635 


NASH—’47 (600) club’ coupe, ‘$1,380, 
; PM 4-dr., $1,675, $1, 615; SM OLDSM 


OBILE—’47 (66) 4-dr., $1,815; (98) 
4-dr., $2,085. °46 (76) sedanette, $1,665. 
"41 (98) club coupe, $1,035. °40 (90) 
4-dr., $730. 

YMOUTH—'47 SD club coupe, $1,625, 
$1,670, $1,675; 4-dr., $1,600; station 
wagon, $1,775. ‘46 Deluxe 4-dr., $1,345; 
SD 4-dr., $1,485. a SD coupe, $680. 
*39 4-dr., $775. '37 4 » $355. 

PONTIAO—'47 (6) cehapelin, $1,845; (8) 
sedanette, $1,830. °'41 (6) club coupe, 


$1, 
STUDEBAKER—' 48 Champion 2-dr., $1,- 


OKLAHOMA CITY 


(Oklahoma City Auto Auction, A. L. Pol- 
lock, manager. Sale every Wednesday. 
Prices are for sale of Nov. 24.) 

One hundred fourteen cars sold out of 




















































— 96% daily in this 
market of 364,601 families 
= 97% on Sunday — makes the 


fa Syne 













EXTRA PROFITS 
Taal: 


YOU SELL! uP 108 Ma 0 Om 


*accopted by the U.S. Tennérs Council 

@s the finest quality cowhide. 

© The utmost in style, quality of 
materials, and fine craftsman- 
ship. 

© Scientifically designed for light- 
weight, wrinkle-free packing. 

© Hand-polished solid brass 
hardware. 

® Stitched leather handles. 

© All workmanship fully gvor- 

anteed. 








48 FL 2-dr., $2,325; SM 
ae , $1,740. '47 SM 2-dr., $1,690, $1,- 
800. ” $1,860, $1,435; FL 4-dr., $1,790, 
$1, 740; SM 4-dr., $1,485, $1, 300, $1,500; 
club coupe, $1,615, '46 FL 2-dr., $1,520; 
oe club coupe, $1,495. 
are $1, 700. 40 Reo coupe, 00, a 
7 yal 4-dr., \ 
On Any Make of Truck and ‘iti DODGE—"48, sub, coupe, , $1,960; hait-ton 
E V 4 Is : i THE GALION -#@Careed BODY CO ree i ee Fi3éor hat 
y vr , ton pickup, $1,380; ~ 
For Every Vocational Service: . ae, Steen Peetep,, $1,200; hae. 
2-dr., $1,530, $1,475, $1,365, $1,345, $1,- 
290. °42 2-dr., $930; 1-ton pickup, $705. 
"41 2-dr., $975. 
HUDSON—’48 4-dr., $2,135. 
wre club coupe, $2,705. ‘47 
me 725. °41 4-dr., $770. 
—'49 4-dr., $2, 610; 2-dr., $2,- 
650. at club coupe, $1,600; 4-dr., $1,- 
620; sedan coupe, $1,725. 
OLDSMOBILE— 48 (98) 2-dr., $2,730. '46 
, $1,530. °40 4-dr., $400. *39 4-dr., 
PLYMOUTH—'48 2-dr., $2,160; 4-dr., $2,- 
000; club coupe, $1,840. ‘47 2-dr., $1,- 
370, $1,315, $1,410. 
PONTIAC—'48 2-dr., $2,410, $2,275. °46 
sedan, $1,645, $1,550, "40 4-dr., $400. 
STUDEBAKER— 49 2-ton special, $1,820; 
half-ton pickup, $1,655. ‘48 4-dr., $2,000. 
'46 pickup, $1,035. 
MASON CITY, IA. 
(Lapiner’s Used Car Auction. Prices are 
for sale of Nov. 24.) 
(Sold 58 cars out of 126 offerings. 
Retail is slightly better here.) 







BUICK—’48 Super sedanette, $2,575, $2,- 
. . ‘ft Super sedan, $1,800. '46 ‘Super 


455. 

CADILLAC” 48 (61) 2-dr., $3,750. 
CHEVROLET—'48 FL aerosedan, $2,240, 
$2,235, $2,190; FM club coupe, $2,055 

$1, $1,900; SM 2-dr., $1,905. 47 FL 
Saamaen $1,850, $1, 720; SM club coupe, 
$1,650, $1. 640, $1,605. 42 FL aerosedan, 
$1,050. *41 SD club coupe, $780. 

CHRYSLER—’48 Windsor club coupe, $2,- 
605; sedan, $2,205. 

Desoro—’ 48 Custom sedan, $2,505; club 
coupe, $2,485, $2,405, $2,390 

DODGE—’48 Custom sedan, $2, 275, $2,205, 
$2,170; club coupe, $2,1 

FORD—'49 Custom faa * $2, 340, $2,325, 
$2,255, $2,115, $2,090; club coupe, $2,205 
$2,130. ‘48 (6) sedan, $1,710; business 
coupe, $1,445. °47 SD sedan, $1, 550. 

IN—’48 Commodore sedan, $2,385. 

‘46 Super Six club coupe, $1,3 

MEROCURY—’49 sedan, $2,660, $2. 610, $2,- 

580; club coupe, $2,605 

OLDSMOBILE—’ 48 (78) sedan, $2,360. °'47 
TE sons $1,720. °46 (78) club coupe, 

PLYMOUTH—’48 SD 2-dr., $1,880; club 
coupe, 7 ‘47 SD sedan, $1,490, $1,- 


PONTIAC—'48 SL (8) codem. $2,375, $2,- 
680. ‘47 (6) sedan, $1,8 
STUDEBAKER — '47 a sedan, 


$1,480, 
RICHMOND 


(Automobile Auction of Virginia. H. Mi- 
chael Ryan, president. Sale every Friday. 


















HERE'S A PLAN FOR YOU 
TO MAKE EASY ADDITIONAL SALES 
(as proven by over 4,000 dealers) 


We pioneered the ~ of fitting that empty lug- 
gage compartment of every car you sell, with 
MAXIMILLIAN Matched Luggage. Now the idea is 
sweeping the country. Auto dealers everywhere 
are finding this an easy, quick way of making 
extra profits. 


MAXIMILLIAN LUGGAGE IS EASY TO SELL— 
New car purchasers are always “travel-minded” 

. envisioning @ trip in their new car in the not 
too distant future. You will find it easy and 
profitable to sell them nationally advertised 
MAXIMILLIAN Matched Luggage... which they 
can conveniently pay for as part of their car 
payments. 


ORDER NOW... small investment will put you 
in business with a top-profit accessory line. 








AND THE 8 COUNTIES 













Western New York's Only 
Morning and Sunday Newspaper 


Representatives: 


OSBORN, SCOLARO, MEEKER & CO. 





















LADY VOYAGER 

ladies’ 3 Pc. Set, 21” 
Overnight, 21” Ward- 
robe, 26” Puliman. Dis- 
tinctive long-beund 
styled Top-Grain Aniline 


. Rayon lined, 
shirred pockets, tie 












PROTECT THE CARS 
WITH 
KELBO BARS 






MAXIMILLIAN LUGGAGE 
COSTS YOU LESS 















BECAUSE YOU BUY Prices are for sal 
, e of Nov. 26.) 
DIRECT FROM Senter me Cost: aoe ™aan, $1,900 Super sme, $1,930; RM se- 
shown pecial sedan, $850. °40 
THE MANUFACTURER Victoria Train Cose. RM conv., $390. °39 Special sedan, $390. 


Dealer's Cost: $28.50 
CONVERTIBLE TWO-SUITER IN FIELD EXECUTIVE SET 


Simply snap out MAXIMILLIAN’s Exclusive Removable Svit-Pac 
(shown at right) and you have an ultra-lightweight all-purpose bag. 
Suit-Pac permits easier and rapid wrinkle-free packing and unpack- 
ing. Contains: built-in soiled laundry compartment; tie rack; light- 
weight plastic hangers; ripper closed curtain; and stiff divider. 


CADILLAG— 46 sedan, $2,400 

CHEVROLET—’48 SM ‘sedan, $1, 600; conv., 
$1,880; FM sedan, $1,800; FL sedan, $1,- 
930. °47 FM sedan, $1,400, $1,460; ‘busi- 
ness coupe, $1,300; 8M sedan, $1, 300, $1,- 
410. pickup, $1, 350. '46 conv., $1,290. 
"42 sedan, $900; club coupe, $690. ‘40 
sedan, $500, $760. 

CHRYSLER—'47 conv., $1,585. °41 Royal 
sedan, $900. 

CROSLEY—’47 conv., $370. 

DeSOTO—’46 Custom sedan, $1,530. 

DODGE—’48 Custom sedan, $2,200. 

FORD—’'49 sedan, $1,990, $1,960, $2,100. 
’48 SD sedan, $1, 640; pickup, $1, 225; 2- 
ton stake, $1, 600. "47 SD sedan, $1, 520; 
coupe, $1,060, $1,260. °46 SD sedan, $1,- 
240, $1,260, $1,265, $930; conv. (8), 
$1,300, | 41 sedan, $475, $640, $850: 
conv., $585. °40 sedan, $900, $600, $550. 
"39 sedan, $550. '38 panel, $175. 

FRAZER—’49 sedan, $2,000. 

HUDSON—’46 (6) sedan, $1,060. '41 se- 
dan, $460. '40 coupe, $300. 

LINCOLN—'46 conv., $1, 400. ‘'39 sedan, 

a sedan, $2,450. ‘46 sedan, 

NASH—’'46 (600) sedan, $1,100. 

OLDSMOBILE—’48 sedan, $2,425. '46 se- 
danette, $1,175; (66) sedan, $1,250. °41 
nm $750. °40 sedan, $590. *36 sedan, 

PACKARD—’47 sedan, $1,800, $1,500, 

PLYMOUTH—’46 SD sedan, $1, 300, $1,460; 
club coupe, $1,400. 40 Deluxe sedan, 














TFIRMAN LEATHER GOODS CORP., 137 £. 25: $1, NEW York 10, N.Y. 
Please ship following conta hice 


your 
QUANTITY DEALER S COST INCL. FED TAK 









#1—2-pc. FIELD EXECUTIVE Set 
#2—3-pc. LADY VOYAGER Bosic Se! 
Matching Victoria Train Case 
ZIPPER LUGGAGE COVERS 
2-pc. FIELD EXECUTIVE Set 

3-pc. LADY VOYAGER Basic Set 











Cost Less Than One New Grille— 
Safe and Speedy to Use—Light in 
Weight—Can Be Used with Stand- 
ard Towing Equipment. 

Write for Literature 


Boyle Towing Equipment 
2809 Company AVE. 


CLEVELAND 15, OHIO 














THE FIELD EXECUTIVE ... Men's 2-pc. set consisting of 2-Sviter | Adoeess_ 


and Companion. Imported Pigskin or Top Grain Aniline Cowhide with | 4 
exclusive removable Suit-Pac feature. Dealer's Cost $81.00 ‘ee 


ORDER NOW FOR DELIVERY BEFORE XMAS 
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(Continued from Page 56) 


"46 8 
$980. 


pecial 2-dr., $1,650. ‘42 Super 
41 RM 4-dr., 5047, $885, $700.” 







CHRYSLER—'3s sedan, $315. 


FORD—’47 SD club coupe, $1,310, $1,395. 
’41 conv., $810. °40 2-dr., $725, $550. 
°38 2-dr., $410. 


HUDSON—’47 4-dr., $1,280 
MERCURY—’49 club coupe, $2,450. 
NASH—'47 4-dr., $1,360. °41 4-dr., $550. 


PLEMOUTE—'46 ¢-dr., $1,970, 147 2-4s., 
$675. | fhgitaan, $830, $720, se50. “38 ‘fo Can “tin 2-dr., $280. "34 


$2,105, $2,090 club’ coupe,’ $1,912, PONTIAO—'47 (8) 4-dr., $1,610, $1,645. 
$1,910. °47 FM “dr, $1, ,” $1,. | DODGE—'38 sedan, $135. °37 sedan, $465. | srup , . ; 
S60; FL 2-dr.. $1, firat, Pi coupe, FORD—40 Custom sedan, $2,100, — EBAKER—'49 pickup, $1,510. 
rn ,680, $1,4 . D sedan, $1,506, 1,500, "46 
SM 4-dr., S.400, 8D sedan, $1,250 , $950, one sedan, $715, CONCORD 
are ail 47 New Yorker club coupe, e ’39 sedan, ‘$31 (Concord (Mass.) Auto Auction, Inc 
$1,927 E LINCOLN—'38 sedan, $275. Sale twice-weekly, Monday and Friday. 
DODGE—'48 4-ar, 1 £2978. 47 club coupe, | MERCURY—'46 sedan, $1,300, Prices are for sales of Nov, 26-29.) 
$1,797, $1,662. °46 4-dr., $1,335, $1,280. | OLDSMOBILE—’41 sedan, $550. (One hundred twenty-four units sold 
FORD—'49 (8) 4-dr., $2,255, $2,180; 2-dr., | PLYMOUTH—'48 SD sedan, $1,555, *47| Ut Of 222 offerings.) 
Pir eis, #1 "48 (6) 2-ar., $1,627; (8) | SD sedan, $1,385, ‘41 sedan, $685, $480, | BUIOK—’48 RM sedanette, $2,600. '46 
an’ Si bee he lB $1,488, "39 sedan, $405. ; ‘| Super sedanette, $1,500, $1,425, ’39 se- 
31,507, $1,302; club coupe, $487,” | PONTIAC—'41 sedan, $910. dan, $500, $490. 
FRAZER—'47 4-dr., $1,230. Chituantene = 
HUDSON—'48 (8) 4-dr., $2,325; (6) 4-dr., HORSEHEADS CHEVROLET—'48 FL aerosedan, $2,030 
, (Horseheads (N. ¥.) Auto Auction, Sale| half-ton pickup, $1,465; SM_ sedan,’ $1,- 
¥—'49 4-dr., $2,602, $2,582: 2-ar., |every , Friday. Prices f 640; %-ton stake, $1,325. '47 SM sedan, 
$2,505. ‘41 4-dr., $890. 40 3-dr., $615. | Nov. 26.) ee $1,337; Ft sedan, $1,375, two 



















NASH—’'49 (600) 4-dr., $2,502 
LDSMOBILE—’48 (98) 4-dr., "$2,722, "47 
4-dr., $2,005. ‘46 (76) 4-dr., = 
430, $1,402; 2-dr., $1,582. ‘41 (76) '2-ar 
$1, 052. '40 (76) "2-ar., $712. 
PLYMOUTH—’'48 club coupe, $2,025, $1,- 
957; 4-dr., $2,057; 2-dr., $2,110, $2,095. 
'47 SD 4-dr., $1, 592. 46 4-dr., $1, 205. 
PONTIAC — ’48 (6) 2-dr., $2,415; 4-dr., 
$2,352. °40 (6) 2-dr., $715; 4-dr., $515. 
"47 Champion 4-ér., $1,- 
‘41 Champion 2-dr., $565. 


DENVER 


(Denver Auto Auction, Inc. Sale every 

Tuesday. Prices are for sale of Nov, 30.) 
(Steady with buying very active.) 

BUICK—’48 Super 4-dr., $2,525. 
cial club coupe, $280. 

CHEVROLET—'48 FL aerosedan, $2,135; 
SM 2-dr., $1,900. °47 FL 4-dr., $1, 730: 
FM 2-dr., $1,700. ‘46 FL aerosedan, 
$1,500; 8M 4-dr., $1,420, $1,455. ‘45 
half-ton pickup, $875. 
‘40 2-dr., $655, $740 
"39 2-dr., $585. 

CHRYSLER—’48 Windsor 
Royal club coupe, $2,125. 

DODGE—’46 Custom 4-dr., 
2-dr., $280. 

FORD— 49 Custom (8) club — 210, 
$2,280, '48 (British) 4-dr., $1,325, '47 
SD club coupe, two at $1, S60; 1-ton 
pickup, $1,220. °46 SD 4-dr., $1 300. 

HUDSON—'48 Super Six 4-dr., $2,095. °47 
pe ol a1 180 2-dr., $1,330. '46 Commodore 

MERGUBY—"47 club coupe, $1,605. ‘39 
4-dr., $630. 

OLDSMOBILE—’46 4-dr., $1,545 

PONTIAC—’46 Streamliner (8) 4- dr., $1,- 
515. '41 (8) 4-dr., $940. 

MISCELLANEOUS—’'35 International 1%- 
ton stake, $155. 


(Minneapolis Auto Auction. Sale every 


Tuesday. Prices are for sale of Nov, 30.) 
Prices 


STUD. 
795, $1,617. 


"38 Spe- 


3 club coupe, 30. 
4-dr., $2,535 
$1,625. °37 


BUICK—’49 Special sedan, $2,660; Super 
4-dr., $3,245. °47 Super sedan, $1,900. 
‘46 Super 4-dr., $1,640 


CADILLAC—’48 (62) 4-dr., $3,990 


OHEVROLET—'48 SM 2-dr., 
2-dr., $2,210, $2,325, $2,330, $2,335; FM 
club coupe, 2: $2,175, ‘47 FL 2-dr., 


$2,220, . 
$1, phe $1, 750, $1, "790: FM 2-dr., $1,525, 
$1,520, $1,875, $1,550. ‘46 FM 2-dr., 
Sr'400, $1,340. 

DeSOTO—’48 Custom 4-dr., $2,770, $2,810. 

DODGE—’48 Custom 4-dr., $2,490, $2,465, 
$2,100. °47 Deluxe 4-dr., $1,430, $1,415; 
1-ton pickup, $1,025. 

FORD—’49 Custom 4-dr., $2,275, $2,270, 
$2,170, $2,260; 2-dr., $2,150, $2,125, $2,- 
260. °48 half-ton pickup, $1, 
SD 2-dr., $1,545, $1,500, $1,460, 
-dr., $1,250, $1,100; panel, $1,050 

KAISER—’49 4-dr., $2,220. 

LINCOLN—’49 4-dr., $2,810. 

W—'49 4-dr., $2,585, $2,450, $2,- = 
710, $2,510; 2-dr., $2,650, $2,660, $2,625. 


'42 4-dr., $670, 
OLDSMOBILE—'48 4- dr., $2,430, $2,440. 


'47 4-dr., $2,225. 
rLyMouria 47 SD 4-dr., $1,375, $1,450, 


$1,175. 

PONTIAC—'48 (6) sedan coupe, $2,550; 
(8) sedan coupe, $2,690, $2,410. ‘46 (6) 
station wagon, SY 350. 

STUDEBAKER—’4 pion 2-dr., $2,- 
210, ’'47 Saetee af a $1,675, $1, 550. 

WILLYS—’48 Jeepster, $1,510. 


amas N. Y. 


(Tim Anspach’s Dealer Auto Auction. 
Sale every Monday. Prices are for sale 
of Nov. 29.) 

(About steady with previous week. 

Volume light because of first snowstorm 

of the season. Sold 23 cars out of 

60 offerings.) 

BUICK—’39 Special 4-dr., $570. 
CHEVROLET—’48 SM 2-dr., $1,740. ‘47 

FM conv., $1,500; FL aerosedan, $1,660. 
CHRYSLER—'48 Windsor 4-dr., Sot 420, 
DeSOTO—’46 Deluxe 4-dr., $1,500. 

FORD—'49 (8) Custom club coupe, $1,940, 
$2,115; 2-dr., $2,100. 
LINCOLN—'46 4-dr., $1,390. 


MEROURY—'48 4-dr., $1,710; conv., $1,- 
800. 

NASH—’46 (600) 4-dr., $1,050. 

PLYMOUTH—’48 SD 4-dr., $1,740. '47 SD 


Deluxe business coupe, 
"47 (6) 


4-dr., $1,410; 


$1,300. 
PONTIAOC—’48 (8) ‘ dr., $2,160, 
4-dr., $1,600, $1,720. 
STUDEBAKER—’ 46 Champion 4-dr., $810. 
WILLYS—'49 Jeep, $1,270. ‘47 station 
wagon, $1,230. '46 station wagon, $1,060. 


LOUISVILLE 


(Auto Auction, Sale every Tuesday. 
Prices are for sale of Nov. 30.) 

(Geod demand for clean older cars. 

Late models still slipping downward. 

Sold 54 cars out of 125.) 
BUICK—'47 RM sedan, $1,900. 

$950. °41 sedan, $900, 

CADILLAO—'42 (62) sedan, $1,100. 
CHEVROLET—'48 FL aeroeedan, $2,010; 
SM sedan, $2,070. °47 FM sedan, $1,625 
$1,560, 41 sedan, $1,035, $990, $730, 


‘42 sedan, 


BUICK—’46 RM conv., $1,800. 


as ever but expect ib coupe, $1,500; 


(Prices as 
aerosedan, ; ton 
the Lotkaanald SBout steady until after | $1/200. "46 half-ton pickup, $715; 


40 Special| $750, $625, $892; SD 
sedan 





alone! 


No doubt where the greatest home show is. Small 
cities and towns! They contain 60% of all non- 
farm homes. 

The more homes, the more home equipment. 
Small cities and towns account for 62% of America’s 
appliance stores! 

And HOUSEHOLD is the only big monthly aimed 
directly at this market! 

Notonly that. Eveninthis rich area, HOUSEHOLD 
hits the bigger homes (more housekeeping), the 


Capper Publications, Inc. 
Topeka, Kansas 


Sidieiiy end Waal 
© Present HOUSEHOLD biggest in his- 


tory—most articles, most ads! _ 
© Advertising revenue up 35% this year 


@ Million dollars in new business since 
introduction of new format! 

@ More four-color pages—reproduction 
second to none! 

@ And still this low cost per 1,000— 
$2.40 for black and white, $3.20 for 
four colors! 


4 \ eH 
Mace 2a HVUSEHOLD ~ee7 


Average Used Car Prices 


(Compiled by Automotive News) 


$1,240 8=6$1,312 = «$1,888 


Dec. (to date) Nov, 





225. °40 Del sedan, $825, $660, two| 760, $1,740; 
at $700; oon’. $960. luxe sedan, 

HUDSON—’41 sedan, $600, $475. 

MERCURY—'49 seaan, $2,375, $2,475. °48 

conv., $1,700. °41 club coupe, $775. up. 


4-dr. ,710, ‘47 Regal De- 
$1,550. ° 
WILLYS—’48 Jeepster, $1,675. 


‘46 International 1 
NASH—’47 (600) sedan, $1,190. "46 (600)| Cé& $530. °39 LaSalle coupe, 
sedan Seas, 'one., $750. 





100 
OBILE—'46 (76) sedanette, $1,500. 
$335. 


2-dr., $790, 725; Super club , $850. , $650, $660 : *41 (78) sedanette, $505. '38 
"36 4-dr., $380. a oedan, 8 , $700, $650, $605. $675; SD | paCKARD—'47 sedan, $1,510. '41 sedan, Matterson to Build 
$1,950 a? FM Sar $1,360 ode eat | PROTO "08 Cotes. ptm, 28-408. PLYMOUTH— 48 Deluxe sedan, $1,650, $1,-/ Basil Austin dealer at 
t-dr., $1,280, $1,395; ‘SM 2-ar., $1,800; | DODGE—'48 Custom sedan, $2,000, $2,050. | 700. "41 SD station wagon, $960; Ladner, B. C., has prop- 
club coupe, $1,335, $1,350, sore’ "35 | FORD—'49 Custom segan,, $1,800, $1,800, $2,010. $575. °40 a at $675, ‘37 sedan, $570. . 
a. fp Fa henge $1,200, 1/025, "2.200," aa 400, "et Bincatsiiner (6) se. | Plane are being on and 
a wo ’ * . 7 se- 
ninan ib ea. A: $706. $1,065; station, wagon, $1,600; 'SD ‘club ‘46 Streamliner (6) sedan- | poy dren cee 
- = $1,325; club coupe, $1,- coupe, $1,310. °'46 station wagon, ae1.500 stte, "380, ‘41 (6) sedan, $425. 
260, '39 4-dr., $490, Deluxe sedan, $1,175, $1,150; conv., §1,- | STUDEBAKER—’48 Champion 2-dr., $1,-' erected on the property. 





at the Greatest (NE Show 


on Eve / 

















bigger families (more cooking, more washing). 
What a market for appliances! 

Particularly when HOUSEHOLD urges these fam- 
ilies to buy—regularly—with continuous, Idea- 
Planned editorials on new home equipment. 

With such a potent combination—(1) the great- 
est home market, (2) the biggest home owners, and 
(3) articles that back up the ads—no wonder lead- 
ing advertisers agree, “Success is a HOUSEHOLD 
word!” 


HOUSEHOLD 


a magazive of aclim for small cities. and Tum 
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Used-Car Notes... 


Early 
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‘49 Price Rise 


Expected by Marker 


ATLANTA, — Carl E. Marker, 
president of the National Used Car 
Dealers Assn., believes the market 


New Cleveland Chiefs Vow 
Fight on Unfair Practices 


CLEVELAND.—Newly-elected of- 
ficers of the Cleveland Used Car 
Dealers Assn. pledge their aims will 
be against misleading advertising, 
and they promise full support for 
legislation that will protect the pub- 
lic against unfair practices. 

Elected president of the organiza- 
tion is Sam Greenfield, head of Sam 
Greenfield Co, Harry Halpert, presi- 
dent of Euclid Auto Sales, is secre- 
tary-treasurer, and Charles Lazzaro, 
Charles Motors, is vice-president. 
New members of the board of direc- 
tors are Irving Rubin, Irving Elk, 
Al Cambol, Joe Berman, Manny 
Weiser, Sam Newman and Mark 
Durschlog. 


Get the wheel 
off the car.... 


Get a WEAVER 


COUNTERBALANCER 


++. and get the 
wheels off the 
cars... for BIG 
EXTRA PROFIT 
wheel balancing 
service, 


price of used cars will go up in 
early 1949—possibly in February. 

Marker made the assertion in At- 
lanta last week. He was here to 
address the Atlanta chapter of the 
national organization. 

He said he believes an increase in 
the price of used cars is inevitable, 
since “manufacturers are raising 
their prices.” But he doesn’t believe 
that “used cars ever again will cost 
as much as new cars.” 

Marker scored credit controls im- 
posed in September, terming them 
“unnecessary.” 

Meanwhile, he said, the used-car 
industry is in a “happy, healthy 
condition.” He predicted that deal- 
ers who entered the business “to 
make a quick dollar’ will be on 
their way out in early 1949. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 






vee ONO a 
COUNTERBALANCER 


for BIG EXTRA PROFITS 


One of the most profitable services your shop can offer is wheel 
balancing. The payoff comes when you get the wheel off the 
car and onto a fast, accurate Weaver Counterbalancer. 


‘Check That Check!’ 


Conn. Reports ’48 Boost 
In Bad Fee Payments 
HARTFORD, Conn.—More “rub- 


ber checks” bounced into the motor | 


vehicles department in the first 
nine months of this year than in 
the similar period last year, accord- 
ing to Commissioner Elmer 8S. Wat- 
son. 

The department collected $940 in 
fines, at $5 a check, from 180 “rub- 
ber” check depositors this year. It 
collected $685 in fines from 137 such 
depositors in the nine-month period 
last year. 

The checks were given in pay- 
ment for registrations. The depart- 
ment can prosecute in such cases, 
but did not do so. 

Watson said the check depositors 
proved they gave the checks with 
good intent. Failure of the check 
writer to keep track of his bank 
balance caused most of the poor 
check cases, 


New Entrances 


New entrances to the parts and 
service departfhents and an en- 
larged service section have been 


constructed at Earl Johnson Motor| has assumed the Kaiser-Frazer 
Co., Inc. (Ford), Ellsworth, Kans.' dealership for that area. 


Two months extra income of $680 was reported by one shop 
featuring the service of a Weaver Counterbalancer. Why can’t 
you do as well or better in your shop? 


The WJ-41 can be used first to balance the wheel statically— 
then to actually balance it while it spins. It shows where and 
how much weight to apply for perfect running balance. It’s a 
fast operation that proves to the customer that the job is done 
right... balanced for all speeds. 


. Say COUNTERBALANCER, don't say Wheelbalancer 


tt 










SERVICE SECTION 





pei WHOLESALERS MEET—The semi-annual convention of the Alabama 


Automotive 
Wholesal Assn. by Nathan M. Roberts, executive secretary, in er was 
attended by more than 0 memb ae. Better service to the public ere stressd A speakers 


prog i lyle Fr: of Atlanta, A. Har L 
ore Seavey ohnson, Hebt, Gorizlo Frases of Allott. 2. cclolioe ore Ae sks comer eias 


president; D. Taylor, Anidalusia, vice-president, and Lee Meriwether of Montgomery, 
Coup anaes 


K-F Appoints Dworshak_ | Finance Industry 
Leo Dworshak, Killdeer, N. D., Assa ils Proposed 
Controls in N.Y. 


NEW YORK.— Proposed New 
York state legislation to regulate 
interest rates and other practices 
of finance companies in conn 
with installment sales was strongly 
opposed by industry representatives 
at a hearing conducted here by the 
Joint State Legislative Committee 
to Study Installment eae . 

Following the hearing, Sen. 
mond McGovern, who heads th the 
committee, said the objections 
would be considered by the commit- 
tee but would not prevent introduc- 
tion of regulatory legislation in the 
1949 state legislature, 

The hearing was held for discus- 
sion of a tentative bill, proposing 
that interest rates in the financing 
of motor vehicles appliances and 
other goods bought on conditional 
sales contracts be limited to 1 per- 
cent a month on the unpaid bal- 
ances. 

The measure also would require 
that contracts clearly set forth the 
purposes of various charges; that 
the charge for insurance be limited 
to the actual cost of the premium 
and that the unused portion of 
finance charges be returned to the 
buyer when contracts are prepaid. 

Some speakers at the hearing ob- 
jected to the bill in its entirety on 
the claim that any regulation was 
undesirable, but most of the pro- 
tests were directed against the 1 
percent interest charge and a pen- 
alty provision that would void con- 
tracts when violations occurred, 
thus making it possible for a pur- 
chaser to keep merchandise and 
stop payment. 


Dealer at 90 


Lloyd of Gaylord, Kans., 
Is Still Active 


GAYLORD, Kans.—W. D. Lloyd, 
owner of Gaylord Auto Co. (Ford). 
celebrated his 90th birthday here 
at his home, where he has lived 
since 1891. In September, 1947, 
Lloyd celebrated his 40th anniver- 
sary as a motor car dealer. He 
still is active in the business. 

Lloyd was born near Wheeling, 
W. Va., in 1858. At the age of 27 
he traveled to Kansas and went 
to work in a harness shop in Gay- 
lord. Two years later he put up his 
own harness shop. Later he added 
implements and hardware to his 
line of merchandise. 

In the fall of 1907, after he had 
sold his business, he made ar- 
rangements to take on a Ford 
franchise. In 1915 he signed a new 
contract with Ford. Since that 
time he and his son Harry have 
handled Fords exclusively and have 
built the business into a modern 
6,000 square-foot building. 

Open house was held at the Lloyd 
home recently to celebrate his 90th 
birthday. 


British Science Data 

WASHINGTON.—A special list of 
recent scientific and technical pub- 
lications of British government 
agencies has just been compiled by 
the Department of Commerce, and 
is available to the public without 
charge. A copy may be obtained by 
addressing Reference Service, Office 
of Technical Services, Department 
of Commerce, Washington 25, D.C. 
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Dealers : 


for the BEST DEAL 
in Undercoating 
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NDIX! 








YOU GET BETTER SERVICE 
We make a real specialty of the | 000 uni 


undercoating business. Your 
Fendix Field Engineer devotes 
all of his time and energy to 
helping you organize your un- 
dercoating business on the most 
profitable, most efficient basis. 
He sees that your undercoat 
work fits in smoothly with the 
rest of your shop operation. He 
trains your spray gun men, indi- 
vidually, in best methods of ap- 
plying Fendix. He instructs your 
salesmen in new, business-pro- 
ducing sales techniques. Should 
a service problem arise—he’s 
Mr. Fix-It. 


YOU GET A BETTER PRODUCT 


Sell Fendix . . . and give your 
customers the best. With Fendix 
you get more coverage per drum 
because only a 46” coating is 
needed for maximum rust pro- 
tection and sound deadening. 
Extra factory care in blending is 
your assurance that Fendix goes 
on uniformly, gives continuous 
coverage of the underbody, and 
trouble-free spray gun operation. 


YOU GET MORE SALES HELPS 
All kinds of direct mail, displays, 
demonstrators, newspaper mats 
and other sales helps...designed 
to help build your undercoat 
business. 


‘See your 


or write us direct... Address Dept. 8 
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Is Price Aid Legal? 
That’s Issue in Wisconsin Anti-Trust Suit 
Against Milwaukee Gas Dealer Assn. 





MILWAUKEE, — The answer to 
the question of how much help a 
trade association can give its mem- 
bers in setting prices will probably 
decide Wisconsin’s price-fixing suit 
against the Retail Gasoline Dealers 
Assn. of Milwaukee. 

The case has been taken under 
advisement by Circuit Judge C. 
L, Aarons, who gave attorneys for 


answer each other. 

The suit, instituted by the state’s 
anti-trust division, seeks revocation 
of the association’s charter and an 
injunction to restrain it from al- 
legedly conspiring to set prices. It 
also asks that the association’s of- 
ficers be fined. The law provides 
Penalties ranging from $100 to 
$5,000. 


Leonard Bessman, assistant at- 
torney general in charge of the 


Seller’s Market 
To Last Till °50, 
Wiles Predicts 


DALLAS.—Passenger-car produc- 
tion may reach 4,000,000 units in 
1949 but demand still will exceed 
supply, General Manager Ivan L. 
Wiles said here last week. 

Wiles reported national surveys 
disclosed that family income avail- 
able for spending would support a 
market for 6,000,000 new cars at 
prevailing prices, compared with 
1948 output of approximately 3,600,- 

ts. 


Speaking to more than 600 Dallas 
and El Paso zone Buick dealers, he 
said it would be 1950 to 1951 before 
a customer could obtain delivery of 


a Buick with “only a normal, pre- | 


war waiting period.” 

Otis L. Waller, Buick’s general 
sales manager, reported that Buick 
normally enjoys 8% percent of the 
industry’s volume and hopes to ex- 
pand its proportion “substantially” 
as soon as materials are more 
plentiful. 

Other Buick officials present in- 
cluded A. H. Belfie, assistant gen- 
eral sales manager; R. E. Rudd, 
director of merchandising; H. C. 
Gillespie, southern region sales 
manager; C. C. Darby, assistant 
southern region sales manager; L. 
B. Strayhorn, Dallas zone manager, 
and R. S. Darwin, El Paso zone 
manager. 

(Later, at a Memphis meeting, 
Waller announced appointment of 
Darby as Southern regional sales 
manager effective Jan. 1, when Gil- 
lespie retires.) 

Appointment of James V. Nance 
as Dallas zone sales manager of 
Buick was announced here. Nance, 
now serving as Memphis zone man- 
ager, succeeds L. B. Strayhorn, 
who has resigned to establish his 
own business. 

At the same time, Darby an- 
nounced that J. E. Sheehan, assis- 
tant Dallas zone manager, will 
succeed Nance as Memphis zone 
manager. 


Busy Cottage 
K-F Driveaway Center 


Passes 1,000 Mark 


WILLOW RUN.— Customers of 
Kaiser-Frazer dealers in every 
state, the District of Columbia, 
Canada, Hawaii, Alaska and Siam 
have driven home more than 1,000 
new cars from Willow cottage, 
Kaiser-Frazer’s new retail drive- 
away center. 

The record was built up in less 
than eight months despite closing 
of the cottage during September 
for changeovers to ‘49 models. 
Kaisers accounted for 53 percent 
of the factory deliveries, and 
Frazer models for 47 percent. 

The K-F dealer in Bankok, Siam, 
who arranged for factory delivery 
of a Frazer for a U. S. Army col- 
onel, holds the record for long 
distance arrangements. Buyers 
from states west of the Mississippi 
accounted for the bulk of deliveries. 

Customers taking new-car deliv- 
eries at Willow Run save trans- 
portation costs between factory 
and dealer, the savings frequently 
paying for vacation trips, the com- 


pany stated. 


anti-trust division, referred to let- 
ters sent out by the association to 
members ‘and non-members alike 
recommending price increases. 


John McBride, counsel for the 


dissemina- 
tion of information on impending 
wholesale gasoline price increases 
which included revised retail 
price schedules, 

He contended that this action 
was a legitimate function of a trade 
organization. He defended the prac- 
tice on the grounds that it guided 
members in maintaining their profit 
level above the 6 percent prescribed 
by state statute. 


The alleged price fixing on which “ 


the suit is based is said to have 
occurred between March 12, 1947, 
and Jan. 6, 1948. During this period 
the retail price of gasoline jumped 
4.7 cents, of which 3.9 cents was 


; 
E 
: 
E 


Bessman laid responsibility for 
the association’s action on its of- 
ficers and directors. He said that 
a plea that they did not know what 
the executive secretary was doing 
would be meaningless. 
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FROM ACROSS THE SEA—Last month the 20,000th Austin A40 for the North 

ican market was driven off the assembly lines at the Birm Works by 
L. P. Lord, chairman and director of Austin Motor Co. it was exactly 12 months 
since the first had been to the U. S Outen, homes, ale VS ee 
been Austin, and these more than 47,000 have been exported. ‘The deliv 
eries of A40 cars, trucks and spares to North America," said Lord, “have earned more than 
$20,000, to help us to buy urgentiy.needed goods and raw materials. For every 10,000 
A40's ' to priority users 


ments of road conditions in the 
state. . 
A resolution recommended that 


Montana 


(Continued from Page 3) 
Montana State University business 
administration school, emphasized 
that “goodwill is paramount” for 
an automobile dealer. 

“Today’s is a sellers’ market,” 


dollar for if you've lost your cus- | of 
tomer’s confidence, he'll spend 


All sessions of the convention 
were well attended, with approxi-| Memphis Post No. 
mately 200 dealers present. 

The group endorsed the report manager of Chip Barwick 
of the Montana State Highway)| Chevrolet Co., Memphis, winner of 
committee, recommending improve-| the post’s 1948 Americanism award. 





1, American 
Bert Bates, 


AUTO TRUNK RATTLES 


WITH THE NEW SENSATIONAL 







Ne 
HOLDS BUMPER JACK, 
TIRE PUMP AND ALL 
OTHER TOOLS! 


$495 


.... $2.95 


ye 


Here's on “‘extra’’ you'll have no 
trouble selling. Car owners, tired of 
tools rattling around loosely, imme- 
diately see the advantage of keeping 
them neatly stowed and easy to lo- 
cate. Pack a pouch with ao set of 
tools and see how it gives its own 
a soles talk . . . how its large capacity 
; and sturdy construction impress pros- 
THOUSANDS: pects .. . how it actually sells itself? 


leery Nest). Measures — 37 in. x 9 in. 
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; K-F Names Roper Motor 


Dealer in Picayune, Miss. 
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Keeps air fresher, healthier, 
more invigorating where inter- 
nal combustion engines tend to 
foul the atmosphere. Helps to 
protect the health, happiness 
and efficiency of the men and 
makes your shop more inviting 
. customers. 
le unit installed seven 
the ground clears the 
osphere, up to 6,000 square 
a of floor space. 
to service 
> one part to clean (average 
3 times a year) 
eee, as 


No. tools eicat: TO OPERATE 


Obtained through leading 
Automotive Wholesalers. 
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pointed dealer for Kaiser-Frazer | WADA Cautions 
According $0 reer, snes and |Dealers on Yule 


Bonus Pa nts 


WASHINGTON.—NADA cautions 
dealers who are planning the pay- 
ment of a Christmas bonus to em- 
ployes to review the provisions of 
the wagé’and hour law and the tax 
laws that apply to such bonuses. 

The NADA announcement warned 
that if a dealer is not exempt as a 
retail establishment but is covered 
by the wage and hour law, the pay- 
ment of a bonus must be entirely 
discretionary and voluntary on his 


part. 

If this is not the case, such a pay- 
ment might be considered as part 
of the employe’s “regular rate of 
pay” on which overtime may have 
to be paid, NADA said. The usual 
Christmas bonus which is purely an 
act of generosity on the employer’s 
part and is not pursuant to any 
agreement is not considered as part 
of the employe’s regular wages, 
NADA pointed out. 

According to NADA, bonuses that 
are based on an employe’s total 
earnings, as distinguished from 
company earnings, do not have to 
be allocated and included in the em- 
ploye’s regular rate since they in- 
clude both straight time and over- 
time. 

All bonus payments are consid- 
ered “supplemental wages” and are 
subject to withheld federal income 
tax, which is computed on the total 
of the regular and supplemental 
wage payments, the association said. 

Social security taxes also apply to 
bonuses. In most states, they are 
also subject to unemployment in- 
surance contributions. 


PATA 


(Continued from Page 3) 
Meekin, “had seen your associa- 
tion grow stronger than ever be- 
fore in 


MacMeekin concluded by attack- 
ing the position of those who are 
demanding government regulation 
of the automobile dealers’ business 
on the basis of the reports emanat- 
ines from the inquiry headed by Rep. 

y. 

One of the highlights of the eve- 
ning was the distinguished service 
citation presented by John H. Fas- 
sitt, president of the Foss-Hughes 
Co., in behalf of the Automobile Old 
Timers, to Harry O. Koller of Read- 
ing, Pa. Koller, as president of the 
Reading Automobile Co., has com- 
pleted 50 years as an automobile 
dealer, He is the oldest Buick dealer 
in the country. 

Announcement was also made at 
the meeting of the action taken by 
the board of directors of the asso- 
ciation in as a new position, 
namely, that of chairman of the 
board, J. Eustace Wolfington, newly 
elected vice-president of NADA, 
was unanimously chosen to be the 
first chairman of the board in the 
association. A. A. Martin was elected 
for a third term as president, and 
E. J. Ronan was named vice-presi- 
dent. Walter Townsend and John B. 
White were elected secretary and 
treasurer, respectively. Martin H. 
Bury continues as chairman of the 
executive committee. 

R. R. Sonneborn, judge of elec- 
tion, announced that the associa- 


fill existing vacancies. 

Harry Krouse, Harry Krouse, Inc., 
and Walter C. Fetters jr., Termi- 
nal Chevrolet Co., were elected 
for three-year terms, while M. B. 
Janes, John F. Daly, Inc., was 
elected for a two-year term. 

The meeting accorded R. R. Sonne- 
born, retiring secretary of the board, 
a@ great ovation on his last appear- 
ance as a director. Sonneborn has 
been responsible for the public rela- 
tions program conducted by the as- 
sociation. A children’s radio pro- 


gram, an animal safety cut-out pro- |} 


gram, institutional advertising, and 
a PATA safety circus were among 
the many public relations projects 
directed by Sonneborn and his com- 
mittee. 

A new PATA Directory and Buy- 
ers’ Guide was the latest innovation 
proposed by the retiring chairman. 
The directory and buyers’ guide, the 
only thing of its kind in this sec- 
tion, has already reached a circula- 
tion’ of over 3,000 in the five-county 
metropolitan area. 

Prepared by the Benham adver- 
tising agency, it includes not only 
membership and classified listings 
but also a complete listing of all 


official state inspection stations in 
the five-county area. 

Tom Lowry, toastmaster for the 
occasion, said in conclusion, “this 
directory, which is the result of Ray’ 
Sonneborn’s efforts, is just another 
indication of the service your asso- 
ciation has rendered and always 
will render to the industry.” 


Ist British Fords 
Reach Dearborn 


DEARBORN.—Local district Ford 
dealers had their first opportunity 
to see and drive Anglia and Prefect 
passenger cars and Thames vans at 
a showing Dec, 2 in Dearborn. 

E. F. Williamson, assistant sales 
manager of the Dearborn district, 
said that Russ Dawson, recently ap- 
pointed direct dealer, had enlisted 
the support of 60 associate dealers 
to market the initial shipment of 
more than 350. 


and you sell the WHOLE merkert 
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Pennsylvania Rubber 


Hol Sales Talks 
Pa.—Pennsylvania 
Rubber Co. is conducting a series 
of branch sales meetings through- 
out the country, R. B. Cave, sales 
vice-president, reports. 

Cave, E. V. Duffy and James 
Hughes, assistant sales managers, 
and Robert L. Baumgardner, ad- 
vertising manager, are conducting 
the series of six meetings, to be 
held in Greensburg, Pa., Atlanta, 
New York City, Chicago, Kansas 
City and Los Angeles. Subject for 
discussions is forthcoming sales 
and advertising plans for 1949. 


Joins Stewart 
Peter Stewart, vice-president of 
the Stewart Co., Texas distributors 
of Ford tractors and Dearborn 
farm equipment, has joined the 
company in an active capacity as 
assistant sales manager. 
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+ A BIG market of over 1,250,000 people 
+ Read by 98.6%, city zone families 


= You can sell economically in the Buffalo Evening News 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 


BINDER for 
Automotive News 


ANSWERING many requests from our 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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As Reorganization Talk Grows... 


Tucker Fights for Time 
To Build Finances 


(Continued from Page 2) 


ing. United has since moved its 
operation and passenger service 
departments to Denver. 
* * * 

JN ADDITION to a creditor’s suit 

coming up for trial on Wednes- 
day (Dec. 15)f sight is not being 
lost of the Securities & Exchange 
Commission’s lengthy investigation 
of the Tucker Corp., and the ex- 
pectation that SEC findings may 
be made public in the not-too- 
distant future. 

Judge Igoe in the past two weeks 
has shown that the suits filed and 
the preliminary hearings held are 
not embarrassing him. 


On the contrary, he has dis- 
played a keen awareness that op- 
posing legal lights are using all 
the tricks of their profession in 
the interests of their clients. 


For instance, in his most recent 
ruling wherein he entered judg- 
ment for $3,092 for the Columbia 
Tool Steel Co., of Chicago Heights, 
against Tucker Corp., the court 
listened to Attorney John L. Bordes, 
representing the automobile firm, 
as he argued that Judge Igoe has 
control over the Tucker assets be- 
cause of petitions pending for the 
appointment of a receiver. Point- 
ing out that no bankruptcy orders 
have been entered and that the 
statement of Bordes was therefore 
untrue, the judge added this chal- 
lenging reply: 

“Every time you have been in 
here you have claimed you were 
solvent. Go pay your bills.” 

On the preceding day, Judge Igoe 
issued a warning to the company 
when he said, “I seriously doubt 
if there will be any more impair- 
ment of the firm’s assets” and add- 
ed that “the officials of the com- 
pany are under sufficient notice.” 

This statement was made in 
connection with his action in set- 
ting the Dec. 15 date for hearings 
on two petitions filed by creditors 
asking reorganization of the com- 
pany under bankruptcy laws. 

* * * 

AT THE same time the court 

postponed until Jan. 12, on mo- 
tion of Tucker Corp. attorneys, the 
trial of a suit charging misman- 
agement of funds and seeking a 
receivership. Attorneys for two 
dealers and two stockholders, resi- 
dents of New York City, are wag- 
ing this suit, which is considered 
to be more important than those 
filed by creditors. 

These legal phases are regard- 
ed as reasons why, so far as can 
be determined, car-building oper- 
ations at the huge Tucker plant 
on Chicago’s southwest side have 
slowed down almost to a stand- 
still, with a skeleton force of 
workers on the job. Expenditures 
have been brought to a minimum 
to counteract charges that, at 
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if 
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least as of now, the company is 
dissipating funds. 
The Tucker story has been dif- 
ferent from that of newcomers of 
brothers, 
or more recently Kaiser-Frazer, as 
evidenced by Tucker’s own admis- 
sion that his plant has turned out 
only about 50 Tuckers during the 
past two years and five months. 
Many agree that Tucker had 
rey Ry ee in his confidence 
at he cou uplicate Dodge and 
Kaiser-Frazer performance, espe- 
cially with a public eager to buy 


more cars since the war than the| field 


existing factory facilities could 
supply. 

Since its founding, the Tucker 
Corp. has achieved the follow- 
ing objectives: 

Landing of a contract with the 
government for the Dodge-Chicago 
plant on a rental basis; ability to 
lease part of the space to other 
firms; building of an organization 
of nearly 2,000 dealers and dis- 
tributors; selling franchises to 
these dealers and distributors; flo- 
tation successfully of a stock issue 
which, combined with franchise 
sales, brought more than $20,000,000 
into the company’s coffers, and 
creation of public appeal, plus or- 
ders for thousands of Tucker cars. 

Nor can it be denied, according 
to observers, that the whole proj- 
ect was adroitly publicized in the 
aforementioned respects. Showings 
of Tucker cars to the public were 
glamorized before overflow crowds 
in the best Hollywood manner in 
various cities of the nation. Some 
feel that the publicity job was 
overdone by holding out hopes that 
could not be realized by dealers, 
stockholders and buyers of the cars. 
* + e 


IN THE debit side of the pic- 

ture, there have been virtual 
non-production of the much bally- 
hooed “sensations of motordom” 
despite frequently announced prom- 
ises of large-scale output, always 
postponed and until now never 
realized; expenditures without pro- 
portionate receipts from the sales 
of cars; a sharp drop in the mar- 
ket price of the company’s stock; 
court procedures, and the SEC in- 
vestigation. 


‘ under- 
writers and directors of the com- 
pany; Cliff Knoble, 


bert Morley, vice- 

Several of them issued state- 
ments taking issue with the man- 
ner in which Tucker ran the com- 
= e e 


* 
| is THE final analysis, it was 
ballyhoo that made the Tucker 
name a national symbol of the pub- 
lic’s automobile dream. 
During the late war period, the 
air-brush dreamers got way ahead 


NEW AMBULANCE BODY BUILT BY OLTMA 
has rolled 


scheduled for early overseas shi 

O'Neill plant it. On hand for the 
enn A. Ss. Wi 

and Oltman 

interest amon 
municipal ambu' 


face cowl short 


ed, and then another. Later it was| which to 
would follow within a reasonable 
would have transmissions much/| period. That is also kicking back 


now. 
Thus, while it was promotional 
that made the Tucker 
failure to follow through 


revealed the standard models 


like the conventional ones. 
o * * 

T= MUCH heralded disc-type 

airplane brakes were eliminated. 
Finally, it became pretty general 
knowledge that the Tucker dream 
would emerge, if it emerged at all, 
as a fairly conventional car with 
a touch here and there to make 
it look different. 

In the midst of this were efforts 
to keep the dealers going during 
the wait for production. 


IMPROVED 
HEADLIGHT 
TESTER 


domestic auto dealers, is taken as a strong 
lance equipment is destined to chan 
‘ firm states. “the new ambulance is a modi 
ir. deliv: ar see features welded all-steel 
wheelbase 


on any %-1- c 


Four Teams 


Ids °49 Model 


through 

magazines, outdoor 

’ stations and television 
outlets Dec. 19, Ralston 

The four sales teams are headed 


by H. F. Banks, assistant sales 
manager of Oldsmobile in 


of 
the central region; Fr @. Musphy, 
assistant sales in charge 


manager 
of Atlantic region; C. A. Blake, Mid- 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 


you have or have what you want! 
See the back pages of this issue. 
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. of the practical automobile mak- 


ers. They captured the imagination BA TMT Me Lim trol Mattel leh ham eee 
of the public, although there is including sealed beam, on any vehicle 
grave doubt as to whether their rs ea oie 
dreams could have captured the eS be ia 
public purses. 

AND SHOWER But Tucker wrapped up the 

IN EVERY ROOM automotive dreams and handed 
them to the public, lightly tied 

MOST CONVENIENTLY LOCATED with ribbons. 

The package looked pretty two 


ae and a half years ago, and retained 

DETROIT its glamour for a considerable pe- 

riod. But a lot < peg 3 wy ee 

inside the package. cker 

CADILLAC SQUARE pushed for practical production, the 

ONE BLOCK FAST OF WOODWARD dream had to be cut down to size. 

It was not too clear just how the 
car would be propelled. 

One type of drive was announc- 
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62 
Chea Expedited ... 


K-FI Plant Deal Aids 
Plans to Expand Line 


(Continued from Page 2) 
erators for the Army Air Forces, 












1,510,000. The balance of $13,590,000 
S payable in 20 equal annual in-| Willow Run was designed by the 


stallments beginning Dec. 1, 1949, | late Albert Kahn, famed industrial 
with interest at the rate of 4 per- | architect. ew 
CO OI, (COMPLETED in 1942, the factory 


TTO G. KLEIN, WAA regional was operated for the Army by 
O administrator at Chicago, said Ford Motor Co., which vacated the 
the original wartime cost to the properties in the summer of 1945, 


rm ing the former | 800n after V-E day. A total of 8,685 
camer ak at Tae cltionent air- | bombers were produced for the Air 


Forces. 
rt was 500,000. 
The | Sete was not included in|, The original Kaiser-Frazer lease 


included the main manufacturing 

ny ee wae oa hy te Sees building, administration and per- 
sity of Michigan and leased to the sonnel buildings, commissary, power 
airlines for use as the Detroit house and other structures totaling 
area’s main passenger air terminal. | ®PProximately 3,963,000 square feet. 
Klein said that the sale of Wil- | Subsequently, the company added 
low Run was “a big step forward” | the wartime “spare-parts” building, 
in WAA’s current program to sell totaling 470,000 square feet, to the 
leased plants wherever possible lease for an experimental engineer- 


ing parts and service center. 
before, the liguidsoncy, scheduled | Other additions included the 
1949. 


for Feb, 28, or a AJ ae of a ae 
floor to o two-story ad- 

Since June, 1946, K-F has pro- 
diem outs than 325,000 automo-| Ministration building and a new 


two-story engineering building, 
biles in the plan establishing pro- 
Guetion at an one 45 seconds, | "©W nearing completion. 


K-F also acquired Willow Run 
which a ae chapel, a hydro plant and an indus- 


s . trial training building through the 
Built for production of B-24 Lib- purchase of 40 acres of land adjoin- 
ing the plant in June, 1946. The 






































































LINCOLN- gl nen ane t fy ey’ WITH OFFICIALS—They were in Detroit recently to discuss all pre, of the 1949 
Er G. H. Schricker, national service manager; 


sales campa = to right): ickson, parts and accessories meneer fe 

Ww. G. View “dealer i adverts ng manager; i rcmten assistant 1s sales manager; J. E. Bayne, general sales rr. 

general menor oprense, manager a ‘operations; R. F. G. Copeland, advert nt and sales promotion meneee B. Daniels, 

supervisor of aiihrictsy’ R. Blatiner, business management mana og Cc. W. Sutherla " ¢ distribution mongers . F. Schultz, 

or assistant ‘tha py of operations. Ferend sow Lewis, New York; J. F. Giles, Dallas; H Crmmins, pemens, snes 
will om a Boggs, Los Sa N. E. Gress. 4G, Lent R. H. Neely, St. Louis; R. S. Boutelle, Chester ‘a.; 

shingfon: D. C. Evans meneges of —— a, ‘sale Fath 

we 


Sundte ham t Macarty, Denver: R. Coxe, Cleveland, and 
ment ir itieber Dearborn; ‘ Warren, Cincinnati; G. S. Coats, St. — ply. Benton MOA City, H. 6 rome 
J. 'e, Memphis 


Buffaio; G. H. Pathos, s Seattle; R. M. Thompson, Des Moines; W. A. Toms, Secksonvitte Fla.; 


enough power to enforce his deci- 
sions. The people reserve the right 
to recall the referee, too.” 






Controls on the Way? 


Over 60 Pct. of People Want Government ° 
To Halt Rising Prices, Roper Warns con gut o Twist yong 


By Mac Gordon diminishes when the charges of Car Complicatio 
DETROET. — Contiantng high Oe tte Se witepreed” International co inte 
. ntinuing = nig! Public fear that business is apt ee oH ons ex- 
prices may bring permanent gov- tend to the auto business in inter- 
to overstep its bounds leads to wide esting ways these days. 


ernment control of the type enacted pt 
to curb monopolies in the early part | SUPPort of the theory “that business; 1. instance it is learned that 
of this century. should have someone looking over| wash and Studebaker, spirited riv- 


its collective shoulder,” Roper said. als among the independents, have 














Obituaries training building was rebuilt and} Members of the Economic Club|'* 
converted into Willow cottage, a re-|of Detroit heard this warning last| “They (the public) do not want/ been negotiating with the Canadian 
H.J.Sho (Dodge) Dies; | ‘#1, customer driveaway building. | week in an address by Elmo Roper, |® meddler; they do not want &/ government on a plan under which 
ae rter ? | The corporation’s Westwillow| business marketing consultant and |Teferee who will pick up the ball| Studebaker’s Canadian plant would 
and run with it. The more the| assemble cars for both companies. 


housing project adjacent to the 
plant swells the total Willow Run 
property to 720 acres, 

Willow Run is 35 miles west of 
downtown Detroit, on the war-built 
Willow Run expressway, near Ypsi- 
lanti, Mich. 


Brockton Dealers 
Hold Auto Show 
To Aid City 


BROCKTON, Mass.—In a public 
relations effort, the Old Colony Au- 
tomobile Dealers Assn. put on an 
auto show here, 

The association conceived the 
show as a means of raising money 
to assist the city in its campaign to 


Former Durant Aide 
DETROIT.—Harry J. Shorter, 63, 

Dodge dealer here since 1936 and a 

former sales manager for the late 


research director of the Fortune 
magazine public opinion survey, — = — ae of aa tae As it stands now, the quotas al- 
Roper was introduced by Henry an the ee a ple Tateen lotted are both so low, even com- 
Ford Il, president of Ford Motor | {i - referee to leave thom alone | dined, that it would be inefficient 
Co., who voiced confidence in the o : for even one plant to build cars. 
= ane oe aera aa amy "tomas oan of 
Rope : on 
— 2 ps Pp nd Pr the rules—and to call them loud. Tiner Takes Franchise 
colleagues “should have stood in And they insist that their referee, E. A. Tiner has opened a Kaiser- 
bed last Nov. 2.” whatever his party indentity, have | Frazer dealership in Cairo, Ga. 
“We were all dead wrong oe 
the election—there’s no denying 9 * * , 
that Teper anid, “We ave ehmesty Don’t Miss This XMAS PRICE SPECIAL! 
awaiting the report of a committee 
of dittnipelched apaied aateatints $0 LICENSE PLATE CLIP 
show just why we were wrong and 
how future errors can be avoided.” 


a eer eae Hose 


than political preferences subject to 


Mr. 
Mr. Durant during the early 1920s. 


Frank F. Guscott 
TORONTO, s —aActive in the automo- 
bile business in Toronto for many years, 
Guscott died Nov. 28 after a 
short tinees He had been retired for sev- 
eral years. 


iL 


late John 
Mutphy formed the Srm in 1806, On the | attract more industries to this area. | peep mag ge Figg os om ca ° STRONG TENSION Grate CeCe 
Members of the association pro- @ GUARANT R FACT OrUnEn —— 


EED BY 
© LIMITED SUPPLY. ORDER NOW. 


Postpaid on 1-Doz. Orders or More. 
Enclose 10c Postage on small orders. 
Attractive Offer for Jobbers 


DEALER AUTO ACCESSORIES 


3210 Avenue H, Brooklyn 10, N.Y. Dept. AN 12 


years have shown high prices to 
be the public’s main complaint 
against business. 

“T think this feeling about — 
prices may be on the way to be- 
ong|coming another rebellion against 
what the public interprets as 
greed,” he declared. 

“And as is always the case 
when the people feel that greed 
has gone too far, they will rise 


up te curb what they consider te | [ole s-aaap 
Sere POST-WAR CARS? 


mL ee LCC mT OE 


action to halt the upward trend 


vided 12 cars for the display at cost 
years|and then sold chances on the ve- 
hicles. Four cars were given away 
each day of the three-day exhibit. 





ST. LOUIS.—Herman J. Burgdorf, 79, 
president and founder of the dort Mo- 
tor Co. (Hudson), died of a cerebral hem- 


at the Liitheran hospital. Prior to special dignitaries on hand for ‘the 


event were Frank Wing and Wil- 
liam Plunkett, president and gen- 
eral manager, respectively, of the 
Massachusetts State Automobile 
Dealers Assn. 

A. Edward Lalli is president of 
the Old Colony group, while W. 
Brigham Bassett is treasurer of the 
organization’s building fund. 


Florida Gas Revenue 


TALLAHASSEE, Fla.—Comptrol- 
ler C, M. Gay reports that Florida’s 
revenue from its seven-cent-a-gal- 
lon tax on gasoline is continuing |. 
a steady rise. Collections on sales 

al of aoa aan — during October 

McPHERSON, ns.—George Nicho! to ,477,074, as compared with 
61, certeer is ee ie. Co. | $3,253,581 on’ 46,479,020 gallons for 
of a heart attack. September. 


Get Rid of Gas Fumes 


SOLVE > eee AND SHOP VENTILATION PROBLEM 
SIMPLE, INEXPENSIVE WAY 


What you have been "adie for—the final, successful solution to your garage 
ventilation problem, all available in a packaged kit, including motor and blower, 


ready to install. 





ompson 

PETROLIA ° oe a eee. 
55, president mpson’s ice - 
tions, aee sane acne © ee — 
Thompson had na evrolet an n- 
eral Motors dealer since 1922. 

a = . 
Grant T. Munson 

FORT WAYNE, Ind.—Grant T. Munson, 
41, head of Grant T. Munson, Inc. (Ford), 
died from a heart no following influ- 
enza Nov. 28, He had been a Ford dealer 
here since 1941. Previously + headed a 
Chevrolet dealership in Marion, Ind., for 
seven years and two years before that in 
Anderson, Ind. 


” . + 
George Nicholson 


of prices.” 

Roper said the long-standing 
charge against business of monop- 
oly practices is another manifesta-| @& 
tion of what the public deems as| @ 

." This popular resentment,| @ 
he pointed out, led to government; @ 
anti-trust legislation in the form of| @&@ 
the Sherman and Clayton acts. ie 

Majorities ranging from 57 to 71 = 
percent, Roper said, have expressed = 

@ 
= 
= 
bd 
a 










NOW READY! Floyd C r offers 
COMPLETE DATA ON MANY” POST-WAR CARS 
Having no connection with any car factory, 

tells you FACTS ... in an unbiased Report and 
Investigation on new cars. He pulls no punches . 

1% tells you the good and the bad. 3000 owner opin. 
i ions tabulated. 200 owner letters. 


100 PHOTOS IN EACH BOOK 
Each car test consisted of 3000-mile run for 
economy, power, speed, roadability. A part-by-part 
analysis. 100 photos in each book . . . interesting 
travelog. MOST yeaa TESTS AND INVESTIGA- 


_ “There seems to be little doubt . TONS EVER MAD 

- the — = rae ee, NEW FORD STUDEBAKER KAISER-FRAZER NEW MERCURY 
e speaker said, “that our presen : t. A.-Denver and re- Detroit to L. A. and 

economic system is the most pro- BE 3-Flag Tost Run. Can- turn. Cheyensio-Salt Pikes Peak Test. kK. “eeh-- 0. C.. to bes 





















the opinion in his surveys that 
prices on certain consumer items 
could have been kept lower with 
the manufacturer still making a 
fair profit. 






















Co! te R f . 
$187.50 voce a © Got see umes at source (ex ductive and best run of any in the MB ada to Mexico. Ory Lake City Record C. to Denver Record Angeles. Omahe 
Suse: das an a Decatur ¢ Semple installation — ae ghange or entire world, although they do not MM Lakes Speed Test. Run. Run. Cheyenne Record Run, 
Set th pour war —— instantly te consider it beyond improvement-| Ml EACH BOOK IS ALSO A TRAVELOG — $1.50 .50 Each Peapaia 





Titustration shows standard kit with @ Not in your way — instantly in use 
two extra tube outlets. or out of the way when you don’t 
need it. 
@ Saves man-hours and helps keep 
employees. Mechanics have less 
sinus, headaches, etc. 


An ee glowing tribute is paid 

to the ability of the men who run ape MAIL COUPON NOW @@ 7 

that system—the heads of our large 

iideadint euberinn™ TSC) Mh CLYMER MOTORS, Dept, DAN. s MOTOR SCRAPBOOK 
Roper said the role of govern- 









@ 1268 S. Alvarado 






No. 5. « Clymer's latest and 
































National also makes a complete pack- Los Angeles 6, Calif 
kit for under-floor installation. ment as “a counter-force to keep | fg 2.790 nt eo : 
Literature on request. an eye on business, in case busi- = ne r pod nd a Sle cosnsete 0 ¢.0.0. * best. 200 early cars itlustrated, 
WRITE FOR CIRCULAR wens should engage in excesses, Send following books: described — $2.00 Postpaid, 
National System of Garage || Dae, ae iin wee : : Deluxe Edition $3.00 
Ventilation, Dept. 83 L “The demand for governmental] jg ne i Clymer’s 1948 Indianapolis 
330 N. Church St. Decatur, Tl. action will increase when the mani- “E00” 
World's Largest Maaufacturer of | $00” Race Book. Complete 
: - festations of rebellion over greed : 
Exclusive Senki entilating are at their height,” he said. “The @ City & Stote____....8.....____ gj = data 100 photos, $1.50 Postpaid. 
importance of government action BERGE EES Bw 
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Ford Dealer New President ? “vs 
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NAM Urges Congress 
To Limit Controls 


(Continued from Page 6) 


be modeled after the one now being 
used in the steel industry. 

On taxes, Sawyer did say: “In an 
inflationary period we must build 
up a surplus in the federal budget, 
to be used to help retire our na- 
tional debt.” 

At a luncheon session, B, E, Hut- 
chinson, vice-president of Chrysler 
Corp., urged monetary and tax pol- 
icy changes by the government. 

aa of a program to combat 
i on, Hutchinson advocated 
an eventual return to currency re- 
deemable in gold. Price control, 
he said, is no solution to the prob- 
lem, “because high prices are the 
result and not the cause of infla- 
tion.” 

Hutchinson, also a vice-president 
of NAM, also suggested that pres- 
ent federal indebtedness be funded 
into long-term bonds of well-spaced 
maturities, or into perpetual funded 
debt similar to British consols, with 
a high interest rate to attract ab- 
sorption. 

He said that the tax structure 
must be revised to offer more en- 
couragement to saving and capital 
formation, so that productive ca- 
pacity can be increased. 

Matthew Woll, AFL vice-presi- 
dent, told the manufacturers that 

‘the American Federation of Labor 
“does not intend to take advantage 
of the election returns to force re- 
strictive legislation on manage- 
ment.” 

Woll emphasized “revision,” 
rather than repeal of the Taft- 
Hartley act, and did not mention 


Smith to Succeed 
Davis in Top 


U.S. Rubber Post 


NEW YORK.—Herbert E. Smith, 
president. of U.S. Rubber Co., will 
become chairman and chief execu- 
tive officer Jan. 1 when F. B. Davis 
Jr. retires from those positions. 


es 





F. B. Davis jr. 


Three others will be elevated to 
top positions, Harry E, Humphreys 
jr., vice-president and chairman of 
the finance committee, will become 
president and chairman of the ex- 
ecutive committee. 

Arthur Surkamp, treasurer, will 
become vice-president, chairman of 
the finance committee, a director 
and a member of the executive 
committee. 

Herbert M. Kelton, general audi- 
tor, will become treasurer. 

Davis will continue as a director 
and member of the finance com- 
mittee, 


Pa. Chief Urges 
2-Cent Tax Hike 


HARRISBURG, Pa.—(UTPS)—An 
increase of two cents in the state’s 
present four-cent gasoline tax was 
proposed last week by Gov. James 
H. Duff at his press conference, 

If approved by the 1949 legisla- 
ture, the increase will bring in 
about $75,000,000 for a two-year pe- 
riod. The governor pointed out that 
the present four-cent gas tax has 
not been changed since 1935, when 
& one-cent emergency tax was pro- 
vided. Since then the highways de- 
partment has completed approxi- 
mately 20,000 miles of construction, 
réconstruction, resurfacing and wid- 


ening: 


Herbert E. Smith 


Bexley Mercury 
pexley Mercury, Inc., Columbus, 
O., has been incorporated with 200 
shares; par value, $500 common. 
The incorporators are Sherlie Pit- 
senbarger, Joseph J. Poorman and 
James M, Fogle. 


the Wagner act. He also stated 
— workers “ye have a voice 

establishing the production pol- 
icy of industry in the interests of 
consumers as well as in determin- 
ing wages and conditions. 

Elected honorary NAM vice-presi- 
dents for life were: Charles S, Da- 
vis, president of Borg-Warner 
Corp.; J. Howard Pew, Sun Oil Co.; 
and William P. Witherow, president 
of Blaw-Knox Co, 

Elected national vice-presidents 
were: Thomas J. Bannon, Western 
Gear Works; Hugh M. Comer, 
Avondale Mills; Arthur G. Drefs, 
McQuay-Norris Mfg. Co.; Don G. 
Mitchell, Sylvania Electrical Prod- 
ucts, Inc.; Gwilym A. Price, West- 
inghouse Electric Corp.; Clarence 
P. Randall, Inland Steel Corp.; J. P. 
Spang jr., Gillette Safety Razor Co.; 
Cloud Wampler, Carrier Corp., and 
Hutchinson. 






















Nebraska Assn. 
To Stay Neutral 
On Road Issues 


LINCOLN, Neb. — The Nebraska 
New Car Dealers Assn. will main- 
tain a neutral attitude in regard to 


GIRDING FOR PEACE SELLING—Among top GM officials who Oldsmobile's 
first postwar sales convention for its nationwide field organization was William F. Hufstader 
(center), vice-president of GM in charge of the distribution staff. He addressed 300 mem- 


three-day conf in Lansing. With Hufstad s. £.|cars instead of the present $3 for 
tl Gen. coon anton of Oldsmobile, and D. E. Ralston (right), eneval sales light cars and $5 for heavier models. 
eg ie os ight of the convention was the presentation of the 1949 line Futuramics| Meanwhile, however, highway 
and et engine. user groups, the Nebraska Farm 





ntes nner growth of a service and parts sales 
Chevrolet Co we . contest through September and 
Eat Steak; Losers, Beans October of this year. 

Employes of N. E. Hobson and 


A beans and beefsteak dinner Ki w the contest, 
was served at Hutchinson, Kans., —- 19 of them ee ae McMil- 
to officials and employes of Chev-|jan Chevrolet Co., Newton, lost, 
rolet dealers at Kingman and New-| and the 25 members of the firm 
ton, Kans. The party was the out-| ate beans. 


Triche to Build 


Andrew J. Triche jr., Vicksburg, 
Miss., Cadillac automobile dealer, 
has announced to build his 
own building in the future. 
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Nowhere is such fast, complete service available on such 
a broad range of first-quality parts . . . as from your 
NAPA Jobber. He can supply you promptly with parts 
for all cars and trucks—of all makes and ages. From his 
own stocks, he can give you practically any part you 
normally would need—at any time. Rarely needed 
numbers, which no jobber can afford to stock, he can 
get for you—overnight or quicker—from his nearby 
NAPA Warehouse. Call your NAPA Jobber. 
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New Olds Gets Onceover... 


ASI Show Attracts 
Record 21,000 


(Continued from Page 1) 


shop equipment, parts and acces- 
sories imaginable. They were im- 
pressed at the strides made by 
manufacturers within the past 12 
months in improving lines and add- 
ing countless new items to meet the 
1949 demands. oe 


e 

AANUFACTURBES on their part 

found the visiting jobbers and 
dealers evidencing buying interest 
on a broad scale. In most of the 
booths the sales forces were kept 
busy explaining the new advances 
and taking orders, 

Keynote of the show — jointly 
sponsored by the Motor and Equip- 
ment Wholesalers Assn., the Motor 
and Equipment Manufacturers 
Assn., and the National Standard 
Parts Assn.—was emblazoned as 
one entered the show and conspicu- 
ously throughout the two wings of 
the Pier, 


W. F.. Wilkerson, chairman of the 
joint operating committee, said “the 
importance ot the ASI show is due 
to the fact that these wholesalers 
and manufacturers share a large 
part of the job of keeping the coun- 
try’s 41,000,000 motor vehicles in 

condition.” Also praised 
with Wilkerson was A, B. Coffman, 
who has served as manager-secre- 
tary of every ASI show and those 
which preceded it, starting in 1919. 


RAISE of another sort was 
heaped upon the manufacturers, 
who received compliments for meth- 


they ap- 

content to let the products 
speak for themselves and, as a con- 
sequence, visitors noted a trend to- 


items were emplo. by some ex- 
t as at some shows in the 


the new products, they cited such 
factors as these: 

1. Wholesalers and dealers en- 
gaged in the after-market industry 
have awakened to new opportuni- 
ties for selling more of what they 
oer and branching out into new 


2. They are determined to go 





after a bigger share of the 10 billion 
dollar market for equipment, parts, 
accessories, oil, customer labor and 
other profitable business. 


MANUFACTURERS have rec- 

* ognized that the time is ripe 

for better and more diversified lines, 

which they have introduced at this 

show in larger numbers than at any 
in the past. 

4. More of these items are visible 
also because more exhibitors have 
been accommodated. 

5. Motorists continue to roll up 
on their cars far in ex- 


be 10 years of age or older. 

6. The 3,000,000 tractors on farms 
present a plus-market of great pro- 
portion for the industry. 

7. Replacement parts and acces- 
sory sales, up 34 percent in 1947 
after a gain of 73 percent in 1946 
over 1945, have possibilities for fur- 
ther increase next year, if culti- 
vated aggressively. 

- + 


== ASI SHOW, aptly described 
as “the world’s largest booth 
exposition,” proved a magnet for a 
series of other major attractions 
besides the NSPA, MEWA, MEMA 
and other meetings. 

In order, these events were: 

Sunday — Distributors Institute 


;| meeting at the La Salle hotel, and 


Automotive Old Timers’ dinner at 
the Sherman. 

Monday—Joint operating commit- 
tee and Automotive Advertisers 
Council cocktail party at the La 
Salle; Automotive Booster club din- 


_ | ner at the Stevens. 


attended by more than 300, at the 
La Salle, 

Thursday — Automotive Affiliated 
Representatives’ meeting and ban- 
quet at the Sheraton. 

Simultaneously, each evening 
after the show, headquarters of 
manufacturers in various hotels 
were thrown open to visiting job- 
oer. = © 

e 


PONSORS of the show visualized 
the bright 1949 outlook in terms 
of 665 million service jobs on the 
nation’s motor vehicles this year by 
repair shops alone. This required, 
they said, such items as 449 million 
new flywheels, 4.7 million mufflers, 
four million battery cables, 1.5 mil- 
lion distributors, nearly eight mil- 
lion brake relining jobs, almost 
three million front-wheel ‘bearings 
replacements, six million fan belts 
and 6.4 million radiator hoses. 
Despite production of more than 
9 million new cars since the war, 
it was emphasized that the antici- 
pated increase in the junking rate 
materialized. 


is expected to result 
in sales totaling at least 
10 million dollars. 

> * 


'| NSPA Conclave Drawe 


Record 1,800 Persons 
CHICAGO. — National Standard 
Parts Assn. celebrated its “silver 
anniversary” convention at the Ho- 
tel Sherman by playing host to an 
alltime record throng of approxi- 
mately 1,800 manufacturer and 
wholesaler members and guests. 
At the conclusion of the two-day 
meetings, C. R. Crowder of the Van 
Norman Co., Springfield, Mass., was 
elected president, succeeding BE. M. 
Sheehan. Named as senior vice- 
president was G. W. Kleinschmit of 
Automobile Equipment Co., Detroit, 
and as junior vice-president, C. C. 
per of McQuay-Norris Co., St. 
u 


Newly elected directors included 





OLDS FIELD MEN SEE ROCKET—Futuramic power is given an ins ion 
first postwar -— convention at 


organization, which recently held its 
ier seeks oe Cee Lcadhe awake 
pped a watc 


m 
cauien ie ee the 1949 Series 98 Futuramic models. 


the vat 
the modern Rocket engine plant, Siaee 


a dynamometer testing operation on the new hig’ 





EASY TO LOOK AT—Here's how Oldsmobile dealers “ y able to displey the new higher- 


eight-cylinder 


compression, ine 
each dealership with the plastic hoods, 


it goes on displa 
ich are an ee Ae intercha 


19. It janned to — 
the 


whi in MA cuptionte, of 
Senter’, he wy Olds hood. The hood will eliminate hood raising in Shewroemn, bot cus- 
| be able to see the engine in action or still, according to S. E. Shinde, aoe 





carried through the annual banquet 
Monday evening, attended by 900. 

Willis J. Ballinger, economic ad- 
viser to the House Small Business 
Committee, forecast congressional 
assistance to automotive dealers in 
giving them better protection for 
their franchises. He spoke on the 
subject of “Here Today and Gone 
Tomorrow,” and took the stand that 
this has been the experience of too 
many small business concerns in 
the past. 

Gatherings of the marketing re- 
search, membership, finance, inter- 
national trade, and nominating 
committees, as well as those of the 
wholesalers’ and manufacturers’ 
boards of governors, and the board 
of directors, consumed the three 
days prior to the formal convention. 

The wh heard 


session 

F. general 
ager of the Tool and Equipment 
on Selling 

of t and Tools”; 


cussion for jobbers. 

H, L. Coggins, president of Pat- 
terson Parts, Inc., San Francisco, 
led off the third meeting program 
with a talk on “After 25 Years It’s 
Still Confusing!” Then came pres- 
entation of “Advertising Is Selling,” 
produced by the Automotive Adver- 
tisers Council. Walter A. Kirkpat- 
rick, council president, concluded 
by presenting the first annual 
awards for automotive wholesaler 
advertising. 

Guest speakers at the windup ses- 
sion were Lloyd E. Partain, com- 
mercial research manager of the 
Curtis Publishing Co., on the sub- 
ject of “The Old Gray Mare Has 





Nash Bust to Adorn 


Hardy, 
Motor Co, (Nash), has 
sioned Julian Rayford, noted 
Mobile gr rca to create a bust 
of the Charles B. Nash, 
founder un Nash Motors, 

The bust will adorn the new 
building of Hardy Motor Co. on 
St. Louis St. at Washington Ave., 
in Mobile. 


Four Wheels Now,” wherein he 
gave members many facts about 
their markets that they had not 

and J Conzelman, 
head coach of the 1947 pro footbali 
championship Chicago Cardinals, on 
“Teamwork Wins.” 


‘Democratic Capitalism’ 
Needed, MEWA Told 


CHICAGO.—Big businegs, big la- 
bor and big government-hold the 
balance of power in the United 
States, and, if continued in the 
monopolistic spirit, they will prove 
the best encouragement possible for 
collectivism, B, W. Ruark, general 
manager of the Motor and Equip- 
ment Wholesalers Assn., told the 
annual convention of the organiza- 
tion in the Stevens hotel. 

Ruark said further that the 
cure for this condition is what he 
termed “democratic capitalism.” 
He added that the best hope for 
such a cure is to be found in re- 
cent court rulings upholding the 
rights of “free enterprise and the 
— ee ee of individualism.” 

called business too big “when 
Z discriminates against small 
businessmen and destroys free 
competition.” The same thing, he 
said, applies to big labor and big 
government. 

Members adopted a resolution re- 
questing that manufacturers give 
sufficient advance notice of in- 
creases in costs of products to pre- 
vent losses by jobbers and dealers. 

The meetings in the grand ball- 
room drew a turnout estimated at 
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Hudson 
Retail Delivery 
Of Convertible 


DETROIT. — Retail deliveries of 
the new Hudson convertible 
re have begun and the 
company is swinging into volume 
production of the new model, ac- 
cording to G. H. Pratt, sales vice- 
president. 

Convertible model showings will 
extend throughout the next few 
months and to date have attracted 
over a million people to exhibits in 
hotels, public buildings and dealers’ 
showrooms, Pratt said. 

More emphasis has been placed 
upon this convertible than upon any 
convertible in Hudson history, he 
added. Tooling costs for this model 
alone exceeded those of an entire 
line in some prewar years, he said. 

The convertible is offered in the 
Super Six and Commodore Six and 
Commodore Hight series. It has the 
“step-down” principle of design and 
boasts a number of new exclusive 
features, including a Foldaway rear 
window that gives 100 percent more 
rear vision. 


nearly 1,500, largest in MEWA his- 
tory. 

Erle A. Henderson, president, in 
his address called attention to in- 
creased costs of doing business 
which, under conditions of supply 
catching up with demand, “signals 
the return of competition.” 

Another highlight of the con- 
vention was an elaborate adver- 


ting hall. Prominent among 
the exhibits was that of the Chek- 
Chart Corp., whose president, 
Raymond Shaw, previously had 
sold directors and members on a 
plan to seize untapped opportuni- 
ties in the lubrication, tire and 
battery sales fields. 

Talks before the service station 
market symposium stressed that 
this market has a potential of $656,- 
480,400 annually, and that it affords 
a bright future for automotive 


wholesalers. 
cm - # 


MEMA Hears Digges 


On U.S. Controls 

CHICAGO.—Members of the Mo- 
tor and Equipment Manufacturers 
Assn. were kept occupied beyond 
their roles of participating in the 
Automotive Service Industries show 
here last week. 

The association carried on a daily 
schedule of activities from Monday 
through Wednesday at several ho- 
tels, including meetings of the ex- 
port credit group, the credit group 
“CJ,” and the credit department 
executive committee. 

The principal event was the mem- 
bers’ dinner, preceded by a recep- 
tion at the Drake hotel, headquar- 
ters of MEMA, 

A large crowd heard an address 

at the dinner meeting by the as- 
sociation’s legal counsel, Isaac 
Watlington Digges, who chose as 
his subject, “Government Regula- 
tion of Business and the Law of 
Distribution.” 

On the lighter side, Col. Jack Ma- 
jor spoke in a humorous vein on the 
subject of “Taxes, Women and 
Hogs.” 

The program also included intro- 
duction of the four new officers and 
the same number of new directors; 
a report by A. H. Hichholz, general 
manager, and closing remarks by 
A, E, Keough, retiring president of 

who turned the gavel over 
to his successor, B. G. Cochrane. 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U.S PRODUCTION ONLY) 


Week Jan.1 9 Jan. 1 
Dec. 11, Week Dee's, Dee, Des. Des” 11 
CHRYSLER Se516 2050 1090 SU tektes tens 
nos tegy see 19,740 
CUMIN sce ccscoecs 3,161 2,985 3,017 5,082 108,215 111,378 
DeSoto .............: 2,426 2,197 23938 3,841 75,609 38,429 
DOI 8600s csioccess 5,788 5,889 9,242 216,806 216,767 
Plymouth ........... L 9,518 8,441 12,898 $28,553 350,825 
FORGE. 60 oii teh aed 21,760 18,161 22,068 84,313 716,482 698,336 
BW becuse tosanteces 16,607 14,162 16,546 26,567 506,806 
LARD ~<:s coves vveve 1,502 675 = 11,648 = 2,480 = -27,816 39,802 
Seevecevenes 8,651 3,324 3,874 5,816 117,726 146,638 
GENERAL MOTORS. . 32,383 34,275 82,578 51,299 1,366,168 1,497,276 
DOE sc seeeesiii ks 7,026 §=65,946 = 7,563 «11,578 + 258,645 256,885 
Cadillac ............. 1,911 1,446 1545 2,812 655,956 60,984 
Soeuewesave 15,011 16,858 16,142 23,891 657,504 753,878 
Oldsmobile .......... 3,124 4454 2,146 4,398 185,040 
DOD bd vdieicsrves 5,311 5,571 5,362 8,620 210,982 241,039 
KAISER-FRAZER 3,323 5,435 3,470 5,401 138,297 175,816 
WEED \Seiccav re be de-eu 954 2,583 1,100 1,648 69,567 67,073 
TARO veesctsocccive 2,369 2,902 2,370 3,753 68,730 118,743 
OROSLEY ....:....... 189 563 115 294 18,584 26,722 
PAREN SER EE Sots vs he 4,611 1,892 4,154 6948 95,824 131,461 
IOUS Wemabt noc) veces 2,621 2,491 2,454 4,066 107,872 109,763 
PACKARD ............ 2,654 1,400 2,665 4,242 49,904 90,797 
STUDEBAKER ....... 8,421 3,139 3,381 5,429 117,175 156,473 
WILLYST ............ 1,090 837 1,152 1,774 31,552 29,292 
Total Cars, U.S. .... 92,868 88,777 91,887 145,279 3,365,986 3,672,835 


Station wagons and Jeepsters. 


*Revised. 


COMMERCIAL CARS 
(U.S PRODUCTION ONLY) 


Week Week Jan. 1 Jan. 1 
Ended Ended Total” | to to 
Dec. 11, Week . 4, : ; 
1948 ter Apaee ioese | asare” Mie” 
CHEVROLET ........ 8,023 8,448 8,176 152 $3 

CROSLEY ............ $1 ‘nephdha il oe 42 ‘<i wm 
DIAMOND T ......... 126 3802 129 199 15,475 12,311 
SE cn catdres is co a ebb. 57 72 5,657 6,252 
DE ins déacn'edceses 4,146 1,886 3,885 6,546 157,629 160,604 
FEDERAL ........... 264 35 56 9,301 3,829 

BPE |. wecant's + ba dae ae-e¥e 4,604 1,080 4,671 7,394 242,082 
ME. Bea coe ee came 1,318 1,943 2,348 3,114 638,345 89,512 
H DE ccleciccccccs anew ins a 2918" ........ 
INTERNATIONAL 3,146 3,392 3,278 5,085 145,488 156,839 
EEE, tbo eek «eign uh oe 164 430 221 294 19,822 11,680 
SEP ‘xiid-tadactanbise do & 148 587 98 246 21,002 «=s:111,148 
STUDEBAKER ...... 1,584 1,587 1,686 2,544 64,609 638,344 
WE 56 BUSS ea cds 271 448 275 436 18,586 11,926 
WOMEMANED  Stie cians wis 1,497 1,997 1,620 2,455 81,177 100,181 
Us 353 428 3538 561 15,723 13,458 
Total Trucks, U.S. .. 25,989 22,792 26,708 41,196 1,180,156 1,908,380 


eee eewn ewww eee 


6,206 9,883 247,460 246,814 


U.S. and Canada....124,516 116,742 124,836 196,358 4,798,561 5,228,029 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brock- 
way, Four-Wheel Drive, Sterling, Nash, etc. 


5,000,000th Vehicle to Roll Today 


(Continued from Page 1) 


lets produced at the GM division’s 
assembly plant at Flint. Other 
Chevrolet assembly plants will 
continue production of 1948 cars, 
at least until Christmas. 

Chevrolet truck production will 
continue unabated, with only serial 
numbers being changed for new 
model identity, 

Through last week, U.S. plants in 
the first eight days of December 
had turned out 145,279 cars and 
41,196 trucks for a total of 186,475 
units. Fifteen working days re- 
mained in 1948. 

e x * 
AUTOMOTIVE observers still 
clung to their predictions that 
484,000 vehicles—370,000 cars and 
114,000 trucks—would roll from U.S. 
assembly lines this month. 

With every indication of another 
high volume effort this week, 
there was speculation that the 
total might be higher. It was re- 
called that U.S, plants made De- 
cember their best output month 
of 1947, 

This year’s best production month 





New Cadillac Record 
DETROIT.—Cadillac broke all 


passed 
ous annual mark of 59,572 units, 
set in 1941. Gordon said the 
work day has been ex- 
tended to nine hours in the face 
of a backlog of orders totaling 
115,000. He forecast total pro- 
duction of about 65,000 units 
this year. 
a 


was March, when U.S. plants built 
343,086 cars and 138,346 trucks for a 
total of 481,432 units. 

The steel industry announced last 
week that it will ship more steel 
this year than ever before in its 
history. Had it not been for the 
coal strike this year, the tonnage 
would even be higher, it was said. 

* * * 

Ro STEEL DEMAND, according 

to Pittsburgh reports, was still 
as strong as ever. Sheet and plate 
requirements were described as 
heavier than the week before and 
pressure for delivery of orders on 
hand even stronger. 

Although pig iron output also con- 
tinued at a high rate, customers in 
that category were also complaining 
of getting far less than they needed. 

Following is a resume of passen- 
ger car output in U.S. plants last 
week: 

Chrysler: Built 3,161 cars last 
week; 3,017 week before. Over- 
time schedules in effect both 
weeks. New 1949 body jobs are 
being given experimental line 
runs. 

DeSoto: Built 2,426 last week; 
2,393 week before. Overtime sched- 
ules also in effect both weeks. 


Dopes: Built 5,738 last week on 
expected five-day basis. However, 
Saturday operation was a pogsibil- 
ity. Built 5,889 previous week. 

PiymouTH: Los Angeles ,plant 
shutdown held last week’s output 
to 8,991, compared with 8,441 pre- 
vious week when Evansville (Ind.) 
plant was idled. One conveyor line 
in Detroit plant reported nearly 
ready to run 1949 models, 200 of 
which are hoped for this month on 
night assembly. : 

Forp: Schedules up slightly. Built 


ship; Mrs. C. J. 
secretary and treasurer of the firm 








Only 4-6 Dealers 
Cancelled by Olds, 
Skinner Says 


NEW YORK.— Macy committee 
hearings do “not reflect the activity 
of the large majority of Oldsmo- 
bile dealers,” General Manager S. 
E. Skinner declared here last week. 

Skinner declared that franchises 
have been revoked on only four to 
six Oldsmobile dealers for unscrup- 
ulous practices within the past few 
years. 

Skinner’s remarks to the press 
followed a conference of 465 Olds- 


2,562 | mobile dealers from New York, 


New Jersey and Connecticut. The 
dealers previewed 1949 Oldsmobile 
models. The meeting was one of 25 
scheduled for zone office cities 
throughout the country. 

Skinner said Oldsmobile expected 
its seller's market to continue for 
at least two years. 2 


Former Airline Pilot Buys 
Florida Chevrolet Outlet 
J. Bruce Dick has sold the Mid- 








way Chevrolet Co., Melbourne, Fia., | 4nt. 


known as the Fordyce Chevrolet 
Company. 

Fordyce, a former National Air- 
lines pilot, once held the world 


York, and has over 9,000 hours fly- 
ing time to his credit after 15 years 
as a pilot. 


16,607 last week, compared with 
16,546 week before. 

Lincoln: Schedules erratic due 
to material difficulties. Built 1,502 
last week; 1,648 week before. 

Mercury: Built 750 Monday, 736 
Tuesday, on way to schedule of 
3,651 for week. Output 3,874 pre- 
vious week. 

Buick: Built 7,026 last week; 
7,563 week before. Six-day opera- 
tions at Flint swelling output to 
highest level of postwar period. 

Cadillac: Built 1,911 last week; 

1,545 week before. Six-day opera- 
tions in effect. Cadillac output in 
1948 of 60,984 cars has already 
set a new alltime high for the 
division. 
CuevroitetT: Built 15,011 last week; 
16,142 previous week. Branch as- 
sembly plants expected to close 
after Flint plant has built enough 
1949 cars to sample dealer organ- 
ization. 

OtpsMosiLe: Built 3,124 last week; 
2,146 week before. Assembly plants 
gradually running out last of 1948 
models. 

Pontiac: Built 5,311 last week; 
5,362 previous week. One more full 
week of volume assembly scheduled 
before model-change shutdown. 

Hupson: Built 4,611 last week; 
4,154 previous week when labor dis- 
pute curtailed Friday assembly. 

Nash: Built 2,621 last week; 
2,454 previous week. This week 
should see more appreciable in- 


crease. 

Pacxarp: Output still high. Built 
2,654 last week after 2,665 week 
before. 

Srupepaker: Built 3,421 last week; 
8,381 previous week. 1948 already 
established as best production year 
in firm’s history. 


Colbert’s observations were made 
at a dinner here for dealers and 


ers in the Carolinas, Colbert 
here by plane for Greenville, S. C. 
He drove from there to Asheville, 
N. visiting dealers enroute, 


presented him with a key to the 
city. 


Customer Wins 
Delivery in Court 


JACKSON, Miss.— Whitehead & 
Lloyd (Ford) was under court order 
last week to deliver a new car to 
A. M. Berryhill, a butcher, within 
60 days. Berryhill told the court he 
had been waiting for his new car 
since 1945. 

Berryhill’s attorneys had filed a 
bill for specific performance against 
the dealership last August. A list of 
sales made by Whitehead & Lloyd 
since Berryhill had made a $25 de- 
posit on his order showed over 600 
new cars subsequently delivered to 
other persons, according to records 
produced in the case. 


'49 Takeoff 
Montana’s First New Olds 
Stolen From Showroom 


BUTTE, Mont.-—It can happen 
here and it did. Thieves, judged to 
be two suspicious characters who 
hovered in the vicinity of Barclay 
Motors, Inc. (Oldsmobile-Cadillac) 
through the daylight hours of Dec. 1, 
jimmied their way into the display 


room, 

The first 1949 Oldsmobile on a 
Montana display floor was gone— 
driven off the floor sans contract, 
cash payment or warranty agree- 
ment. 

If a new two-toned green, four- 
door Oldsmobile sedan turns up in 
your vicinity for sale, check the 
motor for number 8A1890; look for 
serial number 9M1548, 
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Newman stated Hufstader will re- 
place W,. G, Lewellen, vice- 
chairman of the who re- 
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OFFICE MANAGER—<Automotive Control- 
experienced in a 


desires connection 
car distributor. $100 week = 
ition. 


5 


§ 


us, 


achievement. 








ORD. City dsmobile 
10 years. phases of busi- 
ness. Desires connection with dealer. Age 
49, married, excellent health. 
references as to ability and integrity. 
Box 2689, c/o Automotive News, De- 
troit 26. 

A with 
auto retail, dealer and 
ment, accounting, tax, parts and 
automobile years ex- 


management, 


H 


i 
. 


Capable 


it 





[ 
i 


=< | Wanted! - Wanted! 


FLEET CARS, U-DRIVE-IT CARS 
TAXI CABS 


and trustworthy au- 
tomobile executive with heavy factory, 
distributor dealer experience seeks 
ee tee, ene ee, eee 
or 


attractive proposi 
2709, c/o Automotive News, Detroit 26. 


EXECUTIVE, skilled organizer and effec- 

tive administrator with splendid record of 
Past thirteen years gen 
oO} - 


2696, c/o Automotive News, Detroit 26. 





oO MA 
and 


ence; 
; available January . aoe 2713, 
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: 
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a 
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South- 


Pre Texas, 
Box 2706, c/o Automotive 


cellent Permanent and ag- 
a oe 2686, c/o Automotive News, 


NAGER or combination office 





WHOLESALE, $3,000 
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USED CARS FOR SALE 





CLASSIFIED WANT AD DEPARTMENT |MRA EWR aD 


“and most 
Less 
the last (Dealers only) 
within 400. miles of Catenes. can eau Repossessed and Dealers Cars 
established coal oe “| TUSSDAYS—Dec, 14th and 28th 
for year yo 11:00 A.M., E.S.T. 


per year. Ill 
2700, c/o Automotive News, Detroit 26. 







~— CAR AND TRUCK DEALERSHIP. 
thri 
New Mexico cities. Profitable, established 


business. Approximately $50,000 
handle, without real estate, or $100,000 
th real estate. Box 2707, c/o Automo- 


wi 
tive News, Detroit 26. 
NEW CARS WANTED 





or wire 
Peoria, Ill. 


NEW CARS FOR SALE 


Attention, 
Chevrolet Dealers 





WILL SELL FOR $3,000 
Want New Fieetline Car at Wholesale. 


TWIN CITY CHEVROLET, INC. 


Auto, Peoria, Il. 





WILL BUY 
10 TO 10,000 UNITS 


CHICAGO AUTO MART 
Chicago’ 


8 Largest Wholesale Dealer 
6325 Broadway 





Dealers Attention: 


ALL MAKES 
of low mileage 
43’3 — 49's 
0 
i ciee 


WHOLESALE PRICES 
Write, Wire or Phone 


SAMUEL KAMPEL 


426 E. 64th St. New York, N. ¥. 
REgent 17-6573 


USED CARS FOR SALE 


Ken Schaefer’s — 100% Dealer 
AUCTION 
Inside a Comfortable Building, Every 
THURSDAY 


1949 CADILLAC WANTED—Must be new. 
Phone price. Anderson Auto, 


RETAIL, $3,795 


AUCTION SALE 












Sale on 2nd and 4th Tuesday 
of Each Month 


237 Vinewood 
DETROIT 


Dealers’ Cars Sold 











AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
% Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Running Over 150 Oars Each Sale 
Strictly 











nished. Call early 

Transports available to move cars. 

Geo. Lawson—Owners—Bud Fennema 
DUTOH STEWART, Auctioneer 


Dyer Auto Auction 
Phone ee 













’ 













AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


JOHN CORRIGAN 
Auctioneer 


GEO. CASSIDY 
Manager 











Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


7843 So. Exchange A Ohicago 
“‘Ohicago Is the Place 















DEALERS ONLY 







Sale Starts at 12 Noon (C.S.T.) 
Every Thursday 


J 
Weekly prices mailed on request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 















DEALERS’ 















DIXON, ILL. 
Rt. 30, 1 Mile West, Dixon 
Monday ... 12 Noon 
X-1578 







JOHN CORRIGAN, Auctioneer 

















AUTO AUCTION 
TIM ANSPACH 
Albany, N. ¥. 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 





Associates Discount Corp. 






Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 


Dyer, Ind. 


ve. » MM. 
te Buy Your Cars’’ 





AUTO AUCTION 





AUTO AUCTIONS 



















AUCTIONEERS 
BUY FROM US! 


WHY DON’T YOU? 


Eliminate the 
Auctioneer! 











e 
No Middle Men 


Buy Direct From 
MIDWEST’S LARGEST 
WHOLESALE DEALER 


500 — Cars — 500 
SOLD WEEKLY 


CHICAGO AUTO MART 


5325 Broadway CHICAGO, ILL. 























Ford - Chevrolet -Plymouth 
100—1948 Fords ...... $1,450 to $1,500 
100—1947 Fords ...... $1,300 
100—1948 Plymouths . .$1,500 to $1,575 


eee ene eee 


2 Doors—4 Doors—5 Pass. 
Executive cars of such companies as 
R.C.A., Koppers, Washington Steel, 

Westvaco, etc. 


HAROLD B. ROBINSON 
- Dealer 

Phone Tennessee 
(Ask for 


Fleet M ) 
Philadelphia 38, 

















LARGEST PENNSYLVANIA 


AUTO AUCTION 


EVERY FRIDAY NOON 


In the Heart of Lancaster County 
Low Mileage, Clean Cars 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 
MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 











1949-1935 


Wholesale Buyers 
Baldy Hall Doesn’t Love Any Car! 
He'll Sell Them All!!! 


Detroit Headquarters|for 
Out-of-Town Dealers 


HALL-DODDS 
OF FERNDALE 


JOrdan 4-5801 21500 Woodward 
DETROIT 











* % 

QUINCY AUTO AUCTION 
Held at Broadway Motor Mart 
Broadway - Tel. 3200 - Quincy, 
(Il, Rt. No. 104 at 32nd St.) 
Bring Your Cars on Thurs. or Early Fri. 
(Goodwill Offer: ‘‘Free Buy-back Fees 
on '48 and '49 Models) 























































* 
SID SAVAGE 


TWO BIG LOTS! 


Livernois at Grand River 
TExas 40160 HOgarth 8400 
DETROIT 


1946-1947 Plymouth, Chevro- 


let and Packard Sedans, Ex- " 


taxis, in quantities of 4 to 

100. Exceptionally good con- 

dition. | 
R. A. AGENCY “ 
4733 Chestnut Street 


SHerwood 17-1700 
PHILADELPHIA 39, PA. I 








NEW CAR TRADE-INS 
Immediate Wholesale 


All makes and models; reconditioned, 
ready to sell, Our wholesale prices 
will really please you. See us at once. 


See JOE KNOP, Wholesale Mgr. 


C. T. Foxworthy Co., Ine. 


819 E. Washington MA, 7321 
INDIANAPOLIS, INDIANA 








DOC GREINER’S 
BIG AUCTION EVERY THURSDAY 
Telegraph Road, Rt. 24 
At the Ohie-Michigan Line 
One mile north of Toledo 
° 


Col. Cari Marker, Auctioncer 
Auction Phone on Thursday, Ki 2675 
Phone, Adams 6397 


= 
80 Cars on hand for Wholesale at All Times 


Flying Dutchman, Inc. 


Madison & 17th Sts. TOLEDO, OHIO 








WHOLESALE 


1949.1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 


‘‘Philadelphia’s Largest Used Car Dealer’’ 
4539 Chestnut St. Philadelphia, Pa. 


Wire or Phone ALlegheny 4-4456 









WHOLESALE!!! 
1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Buclid Avenue 
3, Ohio 






BUSES FOR SALE 


197-inch wheelbase, 750 
tires, Booster brakes. Front shocks, etc. 
: $1,300 F.O.B. Winchester, Va. Bickers 
Motor Company, Winchester, Va. 


TRUCKS WANTED 


a ee acelin 
NEW AND USED TRUCKS and cars, all 
makes and models. % to 10-ton. Call 
or write Bill Fishel, 717 8. Vandeventer, 
St. Louis 10, Mo, Phone Franklin 1750. 


TRUOKS FOR SALE 


¥.W.D. TRUCKS FOR SALE — (i) Model 
00x20 ‘au- 





1946 HR-4WD, 9 tires, Ww & 
kesha MSR No; 7, four-wheel drive. 

(1) 1946 model WD, 144” wheelbase, 

motor No. 88. en- 

gine, 9.00x20 tires. (1) 1947 HRT- 4 
4WD truck, Wa No. j 
696336, 1 tires. (1) 1947 model 8U- = F 
wD , FF 
212” wheelbase, motor No. 2006830, . 
11x20. Duval Motor Co., P. O. Box 2299, ' 
Jacksonville, Fla., 4 


TWO 1942 AUTOCAR, Cummings 
dead 


live Tandem, one f° 
teh wheel flatbed, 10.00x22 


inch base. 17-foot 
tires. Perfect condition. Bill Fishel, 717 


8. Vandeventer, St. Louis 10, Mo., 


Franklin 1750. 3 
WRECKER—1935 , hand crane, 100 t 
, motor, 3, miles. good shape, a, ! ; 
ready to go to k, $795. A. D. Black —- 
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Order! 


to Address Below 
Two Years $14 [J 


LTT 
DEALERS ONLY 
C) or 
which check is attached [] or send bill | 
a. 


TWO OF THE LEADING AUTO 
AUCTIONS IN THE EAST 


Send Automotive News 
for One Year $8 
fer 
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USED CARS FOR SALE 


AUCTION SALE 


(Dealers only) 


Repossessed and Dealers Cars 
TUSSDAYS—Dec. 14th and 28th 
11:00 A.M., E.S.T. 


; 
a 
ii 
s< 
3 
a 


ips, as well as years on the road for 
factories, Would like to man- Sale on 2nd and 4th Tuesday 
age car or track Genlerehip on salary of Each Month 
pny Box at0s, c/o a aire 
News, Detroit 26. Associates Discount Corp. 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 



























having need for seasoned ve 
aide. Applicant enjoys excellent reputa- 
tion personally as well among 
trade and in banking circ Compensa- 
tion commensurable to responsibilities. 
reply in Box 2705, EVERY FRIDAY 11 A.M. 
c/o Automotive News, Detroit 26 15@ Oars Each Sale 
PARTS MANAGER. Preferably deal- 
we Eechecens parts operation. 3700, ¢/o oon ews, Detroit 
references, " Soeaens and ae 2700, c/o Aw ve 26. Buyers coming in by plane or train— 
gressive, Box 2685, c/o Automotive News, | NEW CAR AND TRUCK DEALERSHIP. Sane = fable, you. a 
troit 26. Best location in one of largest thriving |} ™od@' vailal or 
STS New Mexico cities. Profitable, established nished. Call early for reservations. 
OFFICE MANAGER—a<Automotive Control- Transports available to move cars. 
and t with with : roe 
management, real estate. Box 2707, c/o Automo- UTOCH STEWART, Auctioncer 
bon omit attractive atm ee | ere eee =. ‘ 2% ° 
2109, c/o Automotive News, Detroit 26, NEW CARS WANTED Dyer Auto Auction 





1949 CADILLAC WANTED—Must be new, || Phone S111-4501 Dyer, Ind. 


EXECUTIVE, skilled organizer - 
ee or wire price. Anderson Auto, 


tive administrator with splendid record of 
Past thirteen years includes 


ten with Chrysler, three as Army ord- 


th 


NEW CARS FOR SALE 





















nance officer training regi- 

ment. Rare combination of engineering, Sale—1949-°48-°4.7 Sale One mile — of Toledo 
service, sales and managerial experience. : 

Mines confidential. Box 3710, c/o Auto. Attention, A U C = I O N Ford - Chevrolet -P lymouth Aucaen Fauna on mas es 2675 
motive News, Detroit 26. Chevrolet Dealers (Auto Dealers Only) 100-1948 Fords . ... . $1,450 to $1,500 Business Fhene, 4. 


For brand-new 1948 combination ambu- 
lance and tuneral car, Knightstown conver- 
sion. Heater and defroster, extra heater for 
rear, red light, siren, clock. 


WHOLESALE, $3,000 RETAIL, $3,795 


aT METROPOLITAN 8ST. LOUIS 
IKALERS. Accountant, currently office 
manager Chevrolet dealership, seeks posi- 
tion as office or business manager with 
good firm in your locality. Good charac- 


EVERY WEDNESDAY 
JOHN CORRIGAN 












tes geet, oe am 2 years’ college. om Pe Auctioneer 
c/o Automotive News, Detroit a Want New Fieetline Car at Wholesale. GEO. CASSIDY 
PARTS WHOLESALE MANAGER, 26 
P aS 26! TWIN CITY CHEVROLET, INC. Manager 


years’ experience, 











BENTON HARBOR, MICH. Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


Exchange 
Catena he tn Flees te Bee tee ey: 


AUTO AUCTION 


DEALERS ONLY 














USED CARS WANTED 


WANTED—1948 and 1949 cars. Phone or 
wire Anderson Auto, Peoria, Ill. 


Wanted! - Wanted! 


FLEET CARS, U-DRIVE-IT CARS 
TAXI CABS 











department. Looking for a position 
with a future, Box 2698, c/o Automotive 
News, Detroit 26. 












WILL BUY 
10 TO 10,000 UNITS 


CHICAGO AUTO MART 
Ohicago’s Largest Wholesale Dealer 
5325 Broadway 

Lengbeach 1-2937 
CHICAGO, ILLIN' 







Sale Starts at 12 Noon (C.S.T.) 
Every Thursday 


cd 
Weekly prices mailed on request. 


MANEY MOTOR CO. 
Murfreesboro, Tenn. 


BOX 2714, 






















as to ability and integrity. Ors 


Box 2689, c/o Automotive News, De- 


Dealers Attention: 


















automobile years ex- 
















fee ae gg || ALL MAKES DEALERE’ 

c/o Automotive News, Detroit 26. of ~ , ee 

date pedis sod corn ved wil Box at ¢ 25 Miles North of Chicago 
aapattae ee ||  waonminne asus “ie om 

outo ‘dealership. Other office. cupestenee Write, Wire or Phone ae — bi 

and taxation. Interested in stability and ° DIXON, ILL. 

Automotive News, Dero 26. || SAMUEL KAMPEL Rt. 20, 1 Milo West, Dixon 
AGCOUNTANT-OFFICE MANAGER. Gen- || 426 E. 64th St, New York, N. Y. igen Neon 


REgent 17-6573 


JOHN CORRIGAN, Auctioneer 








USED CARS FOR SALE 


Ken Schacefer’s — 100% Dealer 
AUCTION 














AUTO AUCTION 


confidence. Under some Inside a Comfortable Building, Every 
aucaeees Gnaidl ie taterpeted tp tapine THURSDAY reseed TIM ANSPACH 
interest. Box 2654, ¢/o Auto- Al N.Y 
bany, . . 


(For Dealers Only) 
EVERY MONDAY... 12 NOON 
































AUCTIONEERS 
BUY FROM US! 


WHY DON’T YOU? 


Eliminate the 
Auctioneer! 
















No Middle Men 
Buy Direct From 
MIDWEST'’S LARGEST 
WHOLESALE DEALER 
500 — Cars — 500 
SOLD WEEKLY 


CHICAGO AUTO MART 
























LARGEST PENNSYLVANIA 


AUTO AUCTION 
EVERY FRIDAY NOON 


In the Heart of Lancaster County 


Low Mileage, Clean Cars 
FOR DEALERS ONLY 


Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 202-W4 











1949-1935 
Wholesale Buyers 


AUTO AUCTIONS | gaiay Han Doesn't Love Any Car! 


He’ll Sell Them All!!! 
Detroit Headquarters|for 
Out-of-Town Dealers 


HALL-DODDS 
OF FERNDALE 


JOrdan 4-5801 21500 Woodward 


DETROIT 





4 $ $ & ¥ 
QUINCY AUTO yo oo aig ad 
Heid at Broadway Motor Mart 
3200 Broadway - Tel. - Quincy, 
(Ill, Rt, No. 104 at 32nd St.) 

Bring Your Cars on Thurs. or Fri. 
(Goodwill Offer: "Free Buy-back Fees 
on '48 and '49 Models) 
















* 
SID SAVAGE 


TWO BIG LOTS! 
Livernois at Grand River 
TExas 40160 HOgarth 8400 
DETROIT 







































1946-1947 Plymouth, Chevro- 

let and Packard Sedans, Ex- 
taxis, in quantities of 4 to 
100. Exceptionally good con- 
dition. 


R. A. AGENCY ‘ 
4733 Chestnut Street 
SHerwood 7-1700 
PHILADELPHIA 39, PA. 















NEW CAR TRADE-INS 
Immediate Wholesale 


All makes and models; reconditioned, 
ready te sell. Our wholesale prices 
will really please you. See us at once. 


See JOE KNOP, Wholesale Mgr. 
C. T. Foxworthy Co., Inc. 


819 E. Washington MA, 7321 
INDIANAPOLIS, INDIANA 








: 
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n ag 
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DOC GREINER’S 
BIG AUCTION EVERY THURSDAY 
Telegraph Road, Rt. 24 
At the Ohio-Michigan Line . 












80 Cars on hand for Wholesale at All Times 


Flying Dutchman, Inc. 


Madison & 17th Sts. TOLEDO, OHIO 












WHOLESALE 


1949-1940 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 
SPECIAL PRICES TO 
QUANTITY BUYERS 
Also Large Stock of Convertibles 


IRVIN SACHS 
‘*Philadeiphia’s Largest Used Car Dealer’’ 
4539 Chestnut St. Philadelphia, Pa. 
Wire or Phone ALlegheny 4-44506 





































WHOLESALE!!! 
1946 to 1949 Cars 
SAM GREENFIELD CO. 


6619 Buclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 



























e BUSES FOR SALE 
ONE BRAND NEW 1947 Chevrolet school 
— chassis. 197-inch wheelbase, 750 
tires, Booster brakes. Front shocks, etc. 
$1, 300 F.O.B. Winchester, Va. Bickers 


Motor Company, Winchester, Va. 
TRUCKS WANTED 
NEW AND USED TRUCKS and cars, all 
makes and models. % to 10-ton. ‘Call 
or write Bill Fishel, 717 8. er 
St. Louis 10, Ma,, ‘Phone Franklin 1750. 


TRUCKS FOR SALE 
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One live Tandem, one dead tandem. 230- 
inch wheelbase. "s7-toot flatbed, 10.00x22 ite 
ures Perfect condition. Bill ¥ishel, 717 ip 
8. Vandeventer, St. Louis 10, Mo., Phone ‘ 
Franklin 1750. 
















. 
. ye 
WRECKER—1935 hand crane, 100 mF 
H.P. motor, 3,000 miles. In good shape, \. & i : 
ready to go to , $795. A, D, Black a. 
—_ Co., 126 North Porter, Norman, , i 
ol 

































* tiac, 16-20 Passaic St., Tren 
| New Jersey. 


| OLDSMOBILE 
"PARTS AT WHOLESALE 


Parts 


ton 8, 











_ 4 *~ Hoops, Doors 
x ET PARTS 
Ja ATIC PARTS AND SERVICE 


Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


The Happy Swede Invites You To... 
Twe of the Finest Aute Auctions in the Country 


Every Tuesday 


at 1 O'Clock 
4500 N. MAIN 
DAYTON, OHIO 
TAylor 8441 


$10.00 SALE ... 


Truck now 
Sentact| PARTS AT WHOLESALE 


: s 
One of the Largest Chrysler Parts 








AUTOMOTIVE NEWS, DECEMBER 13, 1948 


PARTS FOR SALE 


~ —z5;| BUICK PARTS 
Foxworthy Go. S19 Br Wastinnion sc | “WORLD'S LARGEST DEALER 
Ma. 7321, Indianapolis, Ind. OF GENUINE BUICK PARTS” 


OLDSMOBILE 


And All General Motors 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 









































S. SEEEE | onewrson purcx co.) TWO OF THE LEADING AUTO 
pes, Spe | “ea or mum Lor AUCTIONS IN THE EAST 







CHICAGO 5, ILL. 
Phone WABash 1030 






DEALERS ONLY 








]you know you will receive the best of service and 


icine male capacisira ie: 











Ronald D. West — Owner 
Jos. E. Johnson — Auctioneers — Tex Rickard 

‘ 
ASK FOR OUR WEEKLY MARKET REPORT 


BOULEVARD MOTOR CORP. 
2392 Boulevard 
Jersey City, N. J. 
Delaware 3-3400 


e 
CHRYSLER - PLYMOUTH 








Dealers in the Midwest 


© ACCESSORIES FOR SALE 


ve x A GE 100 os an and NASH DEALERS 1949 


STOCK OF FENDERS, 
RILLES, DOORS, PANELS | rit -“Hayen = Satin. Plastle ~- Cloth 


Genuine Mopar 
* 
Send Us Your Order: 





DID YOU KNOW that each Friday, rain or shine, 
one of the largest and best automobile auctions in 


Leatherette, Fabrics, trim 


Also: Carpet, b 
supplies, door headers, rubber products. 


We Ship Anywhere BOSTON BIG BUCK PRODUCTS CO. 
® 278 Cambridge Street Basten, Mass. the world today is held at Joplin, Missouri, the Cross 
11310 JOS. CAMPAU Roads of America, where the East meets the West? 
DETROIT 12 We also keep six buyers on the road at all times. If 
you have any new automobiles or new trucks for 


sale, contact Hi-Dollar Joe at Joplin, Missouri. He 
will have one of his men call upon you at an early 


Phone: 
TWinbrook 2-7500 
IMMEDIATE DELIVERY 


Automatic BraKinGs 
Red Arrows — Tow Pilots 


Tow Bar Sales Company 
Factory Distributors 


FORD RADIATORS 
IMMEDIATE SHIPMENT 


1928-47 Pass, 
Watte ter Complete Listing 


date. We need new automobiles and trucks, lots of | 
them. We are not interested in anything except new 
merchandise. 


JOPLIN AUTOMOBILE 
AUCTION COMPANY 


1610 E. 7th STREET JOPLIN, MISSOURI 
Phone 4600 





Every Friday 
at 12 O'Clock 
es W. GOODALE 
COLUMBUS, OHIO 
MAin 4307 


WE WANT USED OR NEW CARS AT ONCE 


Will pay top prices for used cars ’46 and later, also highest pos- 
sible price for new cars and trucks. Contact Billie or Homer 
Griffith at Neosho, Missouri; they will have their buyers contact 


NO SALE you and get a better price for your new or used cars. 





WHOLESALE ONLY 


|~ AUTO AUCTION 


) (For Dealers Only) ONE i 
AT EARL A. SCHOTTS 


| EVERY THURSDAY — 12 NOON 


e 


Bg 


2300 READING ROAD 


Tel.: Woodburn 3060-03892 
Auctioneer: Pat Patterson 










(Room for 150 Cars ... 





|} & weroar sr. 
te 








I Remember... Every Wednesday ! 
at 12 O'Clock 


DETROIT BIG INDOOR AUTO AUCTION 


Inside 
Right in the Heart of Downtown 
Col. Bill Nagy, Auctioneer - - - Sam Goodman, Mgr. 


Aptco Auto Auction 






GRIFFITH MOTOR COMPANY 








Hiway 71 & Brook St. Phones: 1105 or 176 


NEOSHO, MISSOURI 








New Subscription Order 


Send Automotive News to Address Below 


for One Year $8 [_] or Two Years $14 [J 
for which check is attached [_] or send bill [_] 
DETROIT ELECTRIC—11,000 actual miles, 
excellent shape, good wen condition, 


complete with ‘battery charger. Grand}; AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MI 
Motors, 901 Grand Ave., Toledo, Ohio, ! CH. { 
MISCELLANEOUS 
CAPITAL WANTED! — Need a Lg | 
$150,000 to investigate the merits o: - 
Car Financing Plan. Individua i Street Address............. cea tinete cannianbiiheintncbibielicdndthen'ikan nian taeiaasnnkidinieall Zone Now... 


in Use 

selected will control and manage his in- 
copyrighted. Therefore, it will be neces- j : 
sary that inquiries state; information re- 
ceived will be held in confidence and not | | 
i Box 2711, c/o Automotive 1 
News, Detroit 26. 


1 

1904 REO TRUCK, 1 cylinder, high wheels, 
solid tires. Sell cheap. A fine piece of 
advertisement. McElroy Motors, Inc., 
Birmingham, Ala. 


CINCINNATI, OHIO 
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Heated Sales Arena) CO2s, trachloride. 
Detroit from 40 to ao. big 4 ae a. | 

tive iiterature. ‘ow r 0., 

South Clinton Street, Chicago 6, Mlinois.|| Car Dealer [j 


3 
: 
: 
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ENGI! REBUILDING — Crankshaft 
Coe . and metalizing. John P. : Jobber [] Insurance [] Financial [) Supplier [> 
Hughes Motor Co., Inc., Commerce, 
DETROIT, MICH. S. Leechers, Vee. ss cacscabacelonenes utensil ental 
° nd 12-13-48 


OMPLETE BUILDING PLAN Free 
Folder. Auto building layout and design 
service. Box 71, Detroit 20, Mich. 


Reproduced from last year's Journal. 
American Business and Financial Annual 
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JOIN AMERICA’S TOP COMPANIES 
IN THIS IMPORTANT SECTION 


The Journal-American Business and Financial Annual will tell 
the story of business and industry. its great achievements in 
the past year, and its plans for an even greater year ahead. 


Experts in all fields of business, labor and finance plus the 
famous Journal-American financial writers, Leslie Gould, Merryle 
Rukeyser and Lewis Haney. will contribute authoritative ap- 
praisals, interpretations and forecasts for 1949. 


Highlights in the careers of executives, several in the automotive 
field, whose accomplishments were outstanding during the 
past year will be featured. 


REACH MORE OF THE RIGHT PEOPLE 


In the world’s greatest city the Journal-American has first call 
on the home-going audience. Your message in the Journal- 
American will be brought before 700,000 New York families — 
nearly twice the circulation of the second evening newspaper 
and hundreds of thousands more readers than any other New 
York newspaper publishing a similar business and financial an- 
nual. You've an opportunity to communicate directly with more of 
the right people through New York's favorite evening newspaper. 











Pa NEW YORK e . 

ON Breccia orev ml Gele 
watt ae Scere / { 2 \ Kalle ' 

NATIONALLY REPRESENTED BY 0 alge 


HEARST ADVERTISING SERVICE Py i 
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